





40 Beaver Modei A's 


at Charlestown Powder Plant! 


The gigantic size of the new Powder Plant 
now being built by the United States Govern- 
ment at Charlestown, Indiana, is indicated by the 
fact that E. L DuPont de Nemours and affiliated 
contractors purchased 40 Beaver Model-A Pipe 


Machines for use on this single project. 


Numerous other defense projects, in all parts 
of the United States and Possessions, have pur- 


chased 10, 20 or even 30 Beaver Pipe Machines 


. but 40 is a new record and we are extremely 


proud of our ability to deliver so many Beaver 
machines promptly. 


Of especial interest . . . to jobbers . . . ts the fact 
that all of these Beaver Pipe Machines nere sold 
through regular legitimate supply houses who have 
been sell ing Beaver Pipe Tools for many years. 


J Jia) BEAVER® 
{pipe TOLs / © ; 
Highest Quality * WARREN, OHIO * For 40 Years 
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THE SUPPLY MONTH 


OVER THE TOP went the Sales In- 
dicator (Page 109) this month, hit- 
ting a figure of 222. That means sup- 
ply volume for March was 122 per 
cent higher than the average month 
for the years 1934-1938. Seems in- 
credible, but the figure is based on 
actual returns from about 100 lead- 
ing distributors in every section. At 
least no one will dispute the statement 
that these are the busiest mill supply 
days in 25 years. 


THAT FACT MAKES IT doubly fit- 
ting that all should appreciate in full 
the enormous sacrifice some of our 
industry's members are making in 
accepting the call to serve in Wash- 
ington. When Hes Kuhn was tapped 
for the job of setting up an Indus- 
trial Supplies section in O. P. M.. his 
first reaction was to gasp and wonder. 
“How can I possibly leave with con- 
ditions as they are?” But he went. 
“Sy” Seymour pitched in with 
willingness and self sacrifice. Andy 
Carey, too, answered the call despite 
trying circumstances in his own office. 
And now Charles Curtis, realizing 
that, though he is busy, so is everyone 
else, and someone must do the job 

comes on to replace Mr. Kuhn. While 
there are enough Americans with that 
public spirit, we need no dictatorship. 


freezing the price of steel 
calms many nerves which were jit- 
tery over prospects of skyrocketing 
prices, expected as a natural after- 
math of the considerable wage boosts 
granted in April. It simply means 
the whole thing is absorbed out of 
steel companies’ earnings. Along 
with that, talk of dizzy boosts in the 
corporation and income taxes would 
indicate that the word “profit” may, 
in time, come to be regarded as 
archaic. Sen. Johnson says he has 
never seen the public so willing to be 
But there 
are still government expenditures 
which some call luxuries and some 
call nonsense, which must participate 
in the same sacrifices being made by 


taxed. For defense, yes. 


the man in the street. 
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As the opening address sounds the 
4 start of the annual Triple Mill Supply 
; 





Convention and another milestone 
marks new progress, the entire Link- 
Belt organization salutes you in 
genuinely sincere fashion. 


It is our response to the very effec- 
tive way you have carried on in the 
sale of Link-Belt Equipment during 
the past year—it is our respectful 
gesture for your outstanding ability 
in doing an increasingly good job as 
year follows year—it is our tribute 
to you for the very high business 
standards maintained. 


Our very best wishes for happy days 
ahead for all of you and may your 
efforts be crowned with success. 


LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia Atlanta Dallas 
an Francisco Toronto 


Carried in stock by mill supply houses throughout the country 
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Mechanical Transmission 


EQUIP 


— Fighter Ball and Roller Bearing 

nits 

Unmounted Bearings for various industrial 
applications 

Babbitted and Bronze-Bushed Pillow 
Blocks of all types 

Welded Steel Base Plates 

Take-ups 4 

Friction and Jaw Clutches,” including 
famous Twin Disc line 

Cast and Cut Tooth Sprockets and Gears 

Steel Split, Welded Steel and Cast Iron 
Pulleys 

Safety Collars 

Couplings, both Flexible and Rigid 

Drop Hangers and Hanger Bearings 

Grease Fittings 

Shafting 

Silverstreak Silent Chain Drives 

Silverlink Roller Chains and Sprockets 

Speed Reducers of the Worm, Herring- 
bone and Motorized Helical Gear Types 

Variable Speed Transmissions of the 
P.I.V. Gear and V.R.D. Types 

All types of Chains for Conveyor and 
Power Transmission 

















THAT STARTED 




















Conveyor Belting 


Transmission Belting 




































Back in 1880, when the wheels first started turning in 
the citainal Thermeid plant, sradieation schedules were microscopic in compari- 
y "| son with those required by today's defense program. 


But without the type of progressive industrial thinking which has characterized 
Thermoid policies from the very start, modern production schedules would be 
impossible. 


Thermoid has always looked ahead, anticipating problems ‘‘around the corner.” 
That's why Thermoid Industrial Rubber Products are not only available now for 
today’s increased needs, but are designed to give your customers maximum 
production capacity per unit of equipment. That's why, even in the pressure of 
the present hour, Thermoid can make still further contributions to industrial 
progress ... and to distributors’ sales programs. 


For example, here is the latest important Thermoid development: 
Thermoid’s V-Belt sales program has just been further refined and ex- 
panded. As an additional aid to our distributors and their customers, 
we Thermoid now offers complete V-Belt drives—both belts and sheaves— 
from the smallest F.H.P. drive to the largest multiple-belt application. 


Now, more than ever, turn to Thermoid—for the complete line of industrial rubber 
products and the engineering approach you need to meet your customers’ problems. 


* 


Thermoid's line of industrial rubber products 
includes a complete range of all sizes and 
types of — 
Transmission Belting—both Flat and V 
Conveyor and Elevator Belting 


Wrapped and Molded Hose 
for every application 





Packings and Friction Materials 


hermot 
Rubber 


Division of Thermsid Co. 
TRENTON, NEW JERSEY 
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Air Hose Water Hose 


Steam Hose 
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YES 

WE CERTAINLY HAVE 
MADE PROGRESS 
IN PIPE MACHINES 





THIS OLD PIPE MACHINE IS ABOUT 70 YEARS OLD. IT 
1S HAND POWER AND USES SOLID SQUARE BLOCK DIES. 


Imagine your customers today being confronted 
with urgent National Defense problems and having 
only the old hand power pipe machine illustrated 
above to thread and cut off pipe. 


Today’s modern, compact power pipe machines 
turn out 20 to 30 times as much work and with 
relatively small effort. Just a turn of the switch 
for power. Quick-opening dies. Fast, efficient cut- 
off. Oil pump. Automatic lubrication. Modern 
safety features. 


You sell every modern convenience when you 
sell a “TOLEDO” No. 999, 2” High Speed or No. 1-2-4 
Power Pipe Machine. 


“TOLEDO” NO. 999 PORTABLE POWER PIPE Speed, power, precision, dependability. 
MACHINE. PIPE UP TO 2". BOLTS UP TO 11/2". 





THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO NEW YORK OFFICE, 502 NO. 2 RECTOR STREET BLDG. 
"TOLEDO" 

ae US MAT OFF KE 
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: nothing more Then the management in- 
likely to give you an “in” etalled a Goodyear Compass 
with a customer than selling +50." This belt has now 
him 4 product that lives UP lasted over jour years. Today 
to its pilling- Thats where v< still as ood as new: 
Goodye2t distributors have st has enabled 
an advantage for they <= the com - to operate ' 
back UP promise with per full capacity> with a corre 
formance — as coun sponding increase in produc 
histories save proved. : 
- : ; tion. 
following typical: Hose. 


Belts and Emerald Cord Air 


If you are not a Good- 


Result of this {ane record was year distributor, why not see 


A large Midwester® steel ; year istribu- if your perritory 3 open? 
company had difficulty ob- - bagge > Ww » ace W rite: Goodyeat; Akron. 


taining maximum output _ yneludi - pelts. Ohio or Los Angeles. 


{rom its air compressor: Con- fornia. 
ventional belting slipped: 

THE GREAT in RUBBER 
needed constant take-up and : . 
resplicine: Belts wore out in 


less than @ year. 


Compass. qaesorta te s The Goodye@t Tire & Rubber Company 


Me yh 
.. COMPASS "50°" 
for _ x 1 wide 
OMPRESSOR 
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EXTREMELY POWERFUL 
Develops the necessary pressure 
to embed the hooks flush in any 
kind of belt and clinch the 
points to make them stay em- 
bedded. 





Laces belts up 
to 6inches wide 
in one quick, 
easy operation. 


The Greatest Improvement in Portable Belt Lacers in 30 Years. 


NOW — for the first time in history, there is a PORTABLE lacer that 
will make a perfect joint in any belt. With the Clipper No. 9 Portable 
— you can embed hooks FLUSH with the surface of any belt and 
CLINCH the points. No other portable belt lacer will do this. It takes 
pressure-power measured in tons —not pounds —to lace belts prop- 
erly. Only the Clipper No. 9 provides this power in a portable lacer. 
ATTRACTIVELY priced! Phone your MILL SUPPLY Jobber for 
demonstration. 


IMlustrated Folder: Send for folder describing the sensational Clipper No. 9 
Portable Belt Lacer. 


CLIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U. S.A. 


2 8? Sf oe Se eS 
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EASILY CARRIED 


Where a portable lacer is de- 
the Clipper No. 9 can 
easily be taken to the belt. 






orwna 3\e 


SCIENTIFIC AC- 
TION of the super- 
hard jaws embeds the 
hooks and ‘“‘sets’’ them 
in a closed position 
flush with surface of 
belt so that the natur- 
al tendency to spring 
back is eliminated. 


Produces a straight 
line of well-rounded 
loops. Permits larger 
size connecting pin. 
Distributes pulling 
strain equally on every 
hook. 


Speed — 
Defense By 
NOT 


Interrupting 


Production 
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' | NTEREST’ on YOUR INVESTMENT... 


To be sure your new, high-speed, high-production 
equipment will repay you for its installation, 
give your operators the benefit of highest quality 
cutting tools at the workhead, where production 
is determined. 








TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U. S. A. 
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GAUGING 
piameTeR 


ALLEN “‘sales-points” are estab- 
lished in the laboratory. They’ re 
read on the dials of testing machines 
that never exaggerate, never pass 
defective screws. We mean to be 
sure that any flaws will show up 
here, not in your customers’ machines! 

Each lot of ALLENS, each heat 
of screws is put through the most 
critical tests that hollow screw spe- 
cialists can devise and highly 
specialized test apparatus can im- 
pose. No hollow screws are so 
mercilessly tested -- for tensile 
strength, for yield point, eclonga- 


ing. This data is available 


Distributor. 





























In the Test Laboratory we prove the qualities 
that ALLENS demonstrate in the factory 


data on the physical characteristics of its products, 
giving valuable guidance in plant and product engineer - 
through you 
customers, as a part of our promotional service to the 
Let us know if you'd like to make use of it. 





tion, reduction of area, Izod impact 
and Rockwell hardness. Thread ac- 
curacy is confined to precision limits 
by microscopic examinations under 
the Comparator, a testing device 
which detects even the most minute 
deviation in thread lead. 

Screws are constantly gauged for 
dimensional accuracy and concen- 
tricity during the process of manu- 
“ALLEN” 
must undergo a visual check-up at 


facture. Finally every 
the hands of keen-eyed specialists 
who are quick to reject any screw 
that is even slightly sub-standard. 


Allen has published, for many years, dependable test 


to your 
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‘SPEED DEFENSE PRODUCTION. ..CUT TIME LOSSES 
... WITH A CABLE RING! 


That's the story to tell your customers, because now, when 
things really have to hum to keep up defense production, 


they need Cable King Wire Rope Electric Hoists more than 
ever. 


Cable King’s exclusive air-cooling principle allows it to 
meet today’s stepped-up production schedule, accomplish 
more at less cost, do it longer, better and faster. Cakle Kings 
are built to care for rush periods and take them in their stride. 


Operators like the Cable King too, because it is a depend- 
able performer. It has everything . . . speed—long life— 
adaptability—minimum maintenance, and gives maximum 
service. There is a Cable King for every job. 

Capacities: “% to 10 tons. 


For increased sales, talk Cable King, the hoist that’s setting 
new performance standards. 


THE YALE & TOWNE MANUFACTURING CO. 


PHILADELPHIA DIVISION—PHILADELPHIA, PA., U. S. A. IN CANADA: ST. CATHARINES, ONT. 


World's oldest and largest makers of Materials Handling Equipment, including Hand and Electric 
wloists, Hand Lift Trucks, Electric Industrial Trucks and Tractors, Skid Platforms and allied products. 




















It's always good business to 

handle products with a good 
name and a good reputation. But after the present rush 
is over it's going to be vital, because manufacturers will 
go back to buying only those products they have always 
preferred. 

For 20 years the ETTCO-EMRICK products illustrated 
have enjoyed widespread preference. They have been 
"Industry's Favorites" because shop men recognized and 
appreciated their superior design, quality and perform- 
ance. For the same good reasons they will continue to 
be first choice when business gets back to normal. 

There's no telling just when the emergency will end; 
but there's no better time than right now to get set for 
it by tying up with ETTCO. Write today for the Bulletins 
on the various products and for details about the ETTCO 
DISTRIBUTOR PROPOSITION. 


ETTCO TOOL CO. 


600 Johnson Ave., Brooklyn, N. Y. 
DETROIT . CHICAGO 


PREFERRED... 


because it embodies every 
feature needed for accurate 
tapping at production rates 
up to 12,000 holes per hour 
with maximum tap protec- 
tion and minimum operator 
effort. 


for their time and 
energy saving key- 
less self-tightening 
feature and be- 
cause there are no 
better chucks 
made for holding 
drills securely, ac- 
curately and un- 
failingly through 
long years of serv- 
ice. 


Full details in 
BULLETIN No. 4 


Full details in 
BULLETIN No. 6 

































PREFERRED 


for their positive 
yet extremely 
sensitive friction 
clutch and auto- 
matic reverse that 
assure top tapping 
speed with full tap 
protection. 


Full details in 
BULLETIN No. 2 


PREFERRED 


for their positive, 
visible grip that 
assures proper in- 
sertion, centering 
and holding of 
taps. 

Details in 


BULLETIN No. 6 
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YALE HAND CHAIN HOISTS SPEED DEFENSE 
PRODUCTION—CUT HANDLING COSTS! 


Every plant today has a two-fold job to do: Produce normal goods and 
services and supply materials for our national defense. 





~— 
——_ = 


This double job means that every hoisting operation must be done with 
greater speed and economy. This double job also means increased 
opportunities for every Yale distributor salesman. 


a 
—_ 
+ 


_ x = 
Seer = ee ee 
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Yale Hand Chain Hoists with their many safety features, such as safety 
top and bottom hooks, rust-resistant, friction-minimizing steel load chain, 
self-actuating load brakes, and detachable shackles, cut the costs, raise 
the efficiency of every hoisting job. 


—_ 


a 
-— 
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Tell your prospects about the superior Yale line of Hand Chain Hoists. 
The many exclusive features of these hoists that give extra production 
minutes and larger profit margins, will mean extra sales for you. 


~ 


(The complete Yale Hand Chain Hoist line includes spur-geared, screw- (' 
geared, differential and portable “Pul-Lift’” Hoists in varying capacities ’ j 
from 300 lbs. to 40 tons, for every hoisting need.) 


THE YALE & TOWNE MANUFACTURING CO. 


PHILADELPHIA DIVISION — PHILADELPHIA, PA., U.S. A. IN CANADA: ST. CATHARINES, ONT. { 


World's oldest and largest makers of Materials Handling Equipment, including Hand and 


Electric Hoists, Hand Lift Trucks, Electric Industrial Trucks and Tractors, and allied products. 
Saas DAA Thaw ta AM baw 





ASK 
yourself 


THESE 
QUESTIONS 
ABOUT 





BEARING BRONZE 


Do you sell a COMPLETE Line? 


Are you limited to selling bar bronze. . . or can you fill all 
of the bronze requirements of your trade? For instance do 
you also sell finished bearings . . . electric motor bearings 
... babbitt . . . self-lubricating bearings? 


Can you give SERVICE? 


Write for Do you have the choice between carrying an enormous 
inventory . . . or giving poor service while waiting for 
C lete detail d : é ay 
pcr age ye milled <onstaten delivery? Or is there a fully stocked warehouse within 
the sale of Johnson Bronze ‘ ‘ : , 
is your territery—today. easy distance that enables you to render immediate delivery? 


Do you get COOPERATION? 
Does your present source of supply offer the services of a 
factory trained man to assist you? Is your line well known 


. adequately advertised . . . accepted as the standard 
in industry? 


Johnson Bronze DISTRIBUTORS— 


enjoy all of these benefits—and more. Why not investigate 
the possibilities for your territory? There is no obligation. 





JOHNSON BRONZE COMPANY c4 
5 


Cileeve BEARING HEADQUARTER 
535 SOUTH MILL STREET - NEW CASTLE, PA. 
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YOU'RE SEEING DOUBLE 


But it’s no optical illusion that these Economy Rolls of 
ELECTROCOATED Alundum Cloth look like identical twins 


We planned it that way! 


We operate on a scientifically con- 
trolled production basis. Cloth for 
Economy Rolls must pass through 
3 exacting laboratory tests before 
acceptance: weight, thread count, 
and tensile strength of warp and 


woot. 


Aluminum oxide grains are precisely 
vraded and tested to conform to 
Maker glue 


second coat that fol- 


standard. first “Coat, 
and sizer glue 


lows grain coat, are measured to 


microscopic degrees. They are 


Armour’s finest animal glues. 


The cloth is ELECTROCOATED 
by the latest elec trostatic process, 
and every foot examined for defects 
in cloth and coating materials. 
Samples of the coated cloth are taken 
at intervals to check the grain con- 
centration with precision instru- 
ments. This is Armour’s scientific 


production control in operation. 


Double your profits from abrasive 


sales by promoting fast-cutting, 





long-lasting Economy Rolls of 
ELECTROCOATED Alundum 
Cloth. FoR BENCH WORK AND MAIN- 
TENANCE, YOU CAN'T SELL A SHARPER, 


FASTER-CUTTING ABRASIVE. 


Look for this 
ELECTRO- 
COATED 
symbol over the 
ARMOUR 


name, 


ABRASIVES 





SELL DEPENDABLE ABRASIVES WITH A REPUTATION. SELL ARMOUR'’S! 


ARMOUR SANDPAPER WORKS 


Division of ARMOUR AND COMPANY 


0} 3 we COs >t Fam On ; @ Cor UCL) 
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za % es sir —practically every user whoiiepe ‘ie re ve et €fkotmance 
S oe fegords on his wire rope that he does off ii ors ,sugsY HOours,-etc.—is 

‘} ge Ska on TRU-LAY Preformed. He knows tae prtls, that, U-LAY 


#3 # fax’ outlasts ordinary non- preformed. ekng at 

im Wy J cost over and over again in easiep,/ Aan hing: “ome 
, “f oling—longer service.”” ¢ American epgtheers’ i ee ‘the keeping 

‘4 BT rope performance records. . . . For two reasons Arg, tHé efi‘the user exactly 


at rope construction is best suited for his job;’s¢e énd, foviehe selfish reason 
t performance records make repeat orders for TRU- Lay! 4i/ 



























/ aye ormed automatic. ... Write today for a supply of WIRE ie 
ig E SERVICE RECORD FORMS. They are free. Their use | Home ms 
Will/help increase production and lower costs. They are free Resta *Yice Reo 
of ¢ost and obligation—and may be used : _— ine ‘ 
with any type or make of wire rope. Prove In Business as = 
to yourself that American Cable TRU-LAY for Your Safety es / 
Preformed is even better than we say it is. a 


AMERICAN CABLE DIVISION « wiLKEs-BARRE« PENNSYLVANIA = 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, New York, Philadelphia, 
Pittsburgh, Houston, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


ESSENTIAL PRODUCTS .. . AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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NUT MEETS BOLT 


Somewhere a man places a nut on a bolt, spins it down, and 


























the assembly line moves on. How fast does he spin it down? 


If the millions of bolts and nuts used annually in the auto- 
mobile industry alone took just one-half of a second longer 
to spin down, the industry would be set back thousands of 
man-hours . . . and would lose thousands of dollars. And this, 
mind you, is based only on the time of that one man who 
spins down the nut. . . takes no account of tightening it up, 


or the slowing of entire assembly lines. 
Think it over. 


That little pair—the nut and bolt— which are so cheap and 
so common that you buy them by the pound, may be costing 
you hundreds of dollars monthly, simply because they aren’t 
as clean of thread, as perfect of head, and as tough and hard 
as they ought to be. 






d 
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or e 
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Precision, quality, finish and strength have been the 
by-words of RB& W since 1845 when the manufacture of 
EMPIRE threaded fastenings was pioneered. Nuts and bolts 
are different... particularly in these times of rushed 
manufacturing needs. 





RUSSELL, BURDSALL & WARD 


BOLT AND NUT COMPANY 


cee te a 
in 


ae Bee) So ee ' 


> | 9 New Pn 


in Cold § 


aws 11” to 19 


@ Users of Segmental Cold Saws cut off from 
former sources of supply will recognize the great advan- 
tage in getting them from a leading American manufacturer 

. with the added advantages of cup-wheel grinding to 
give positive side clearance beginning at the cutting edges 
of the tooth and segments made of highest quality high 
speed steel. 

Add to'this the sensational new cutting rates and greater 
accuracy made possible by Atkins Curled-Chip tooth de- 
sign and it is easy to see this saw alone as an important 
factor in production for national defense. 


STEPPED UP METAL CUTTING 
FOR NATIONAL PREPAREDNESS E. C. ATKINS AND COMPANY 
420 S. Illinois St., Indianapolis, Ind. 
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BECAUSE IT’S CONTINUOUS-WELDED 
AT CONSTANT TEMPERATURE ... 


1s UNIFORM 


Beth-Co-Weld is also uniform in length. Now made in 
all sizes up to 3 inches, Beth-Co-Weld is furnished to 


you in uniform 21-foot lengths, plus or minus one inch. 


BETHLEHEM STEEL COMPANY 
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WILL DO—that profit-making sales job 
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Smoother, more accurate and finished jobs 
—that's the kind of work SIOUX Bench 
Grinders do—that's why they are so widely 


* 
used in industry—and, shen ae build G ri n d a r Sy 
a profit-making Bench Grinder Business. 
@ 

tion, SIOUX Bench Grinders are being called | n t y p e st 
into service in increasing numbers—You can 
get some profitable business from this source f y 
—put SIOUX Quality to work for you—now. O r ev e r 

industrial 
Back of SIOUX Quality and Dependability j n ul Ss r 1 I 
is a Distributors’ policy (in force over a 

need! 

Ae 


quarter century) that was made fo pro- 
tect you. Get details and discounts. 
STANDARD THE Me WORLD OVER 
ia y 


Right now, because of defense produc- 
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Wickwire Builds Dealer Prestige 


24 


Behind the Wickwire line lies a wide- 
spread reputation as quality ropes .. . 
sound metallurgy, careful fabrication, 
uniform product and real engineering 
service to help in rope selection. That 
means longer service, customer satisfac- 
tion, reorders, sales volume . . . more 





profits for you. The high standard of 
Wickwire Rope spreads its prestige to 
include your other mill supply items. A 
Wickwire Distributor is known as a 
“quality house” . . . and that in itself 
builds business for all the lines he carries. 
Write for Distributor’s Plan. 


Wickwire covers the nation with hard-hitting sales 
support in men, promotion and advertising. Fourteen 
strategically located, company-owned warehouses, assure 
service-plus of Wickwire Rope in every size, grade 
and construction. It’s uniform . . . It’s high quality. 





WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Seattle, 
Abilene, Texas. Export Sales Department: New York City 
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Good News for you in 


“MORE CUTS WITH NUCUTS” 


When you sell NUCUT “‘WAVY _ Scientifically combining coarse teeth and 
TEETH” performance, you are fine teeth, arranged in wavy rows, a NUCUT 
File first cuts deep, clean and true, and then 
levels the surface — both with the same 
file profits. stroke. The result is easier, smoother, more 
productive filing. What better way to sat- 
isfy your customer and build a bigger and 
better file business? 


taking a “‘short-cut’”’ to increased 


“Give us a file that can tackle our toughest 
work with no time-out!” That’s what in- 
dustry demands . . . files that are long-lived 
and husky . . . files that are able to cut Decide today that from now on you are 
more, cut faster, and with less effort. In going to cash in on the “MORE CUTS WITH 
a word,—industry demands NUCUT Files, | NUCUTS” line. A letter to us brings the 
with the patented “Wavy Teeth” feature! complete profit-making story. 


HELLER BROTHERS COMPANY 


Newark, N. J. Newcomerstown, Ohio 


HELLER | 
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DODGE DISTRIBUTORS | 
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AGAINST POWER BOTTLENECKS! 


F"REE-FLOWING power delivered with- 
[ out loss or interruption is always im- 
portant... today it is vital. Quick changes 
.--overnight expansion...around-the-clock 
operation and other problems created 
by “all-out” defense demands make de- 
lays and guesswork extremely hazardous. 


Dodge distributors offer industry a com- 
plete line of tried and tested power trans- 
mission appliances backed by the long 


specialized engineering experience which 


prevents misapplication and insures "The 
Right Drive for Every Job" ... backed by 
ONE responsibility. 


Dodge does not stop with offering a com- 
plete line as ordinarily understood. Take 
Rolling Bearings for example. There are 
six types of ball and roller bearings pro- 
viding complete coverage of ALL indus- 


trial power transmission requirements ... 
each one designed for a life expectancy 
of 30,000 hours under conditions for which 
it is adapted. Important, too, are the se- 
lection tables developed by Dodge engi- 
neers which make it a simple matter to 
pick the right bearing for any job in a jiffy. 


Dodge distributors are not only a source 
of supply for industrial power transmis- 
sion equipment — they are production 
insurance counsellors to industry... 
backed by engineering resources and 
manufacturing facilities always geared 
to market demands. 


Industry's Men Who Know Dodge depend 
upon Dodge distributors for products, 
counsel and performance. That is why 
profit and prestige go hand in hand with 
Dodge representation. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, 


INDIANA, 


U. Ss. A. 
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New Markets Everywhere 
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Look at that list to the left. See the large number of markets % 


tributors of Delta machines. Actual installations in every case m\ Ds 
that Delta machines can be used to advantage in almost every kindy 
large or small. \N 

\) 
Because Delta machines are produced by the most modern line ae 
methods—because they offer such unusual quality at low price levels—t 


are today’s perfect answer to the crying need for increased production anas\ 


lower costs. Delta distributors are given full protection under the Delta fran- 
chise. Their sales efforts are backed up by an unceasing advertising and 
publicity campaign that reaches every important branch of American industry. 


If you want a good share of this substantial Delta business—make sure you 
are using to full advantage all the selling aids that Delta offers. 


THE DELTA MFG. COMPANY 


679 E. Vienna Ave. Milwaukee, Wis. 


THE SYRACUSE SUPPLY COMPANY 


This aggressive distributor—whose operations are being studied in 
this issue of Mill Supplies—is naturally a Delta distributor—and 
naturally—also—he uses to the fullest extent all the selling tools 
that Delta provides. 


- - « 
2 ®@« 


for DELTA MACHINES 
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MORE STEEL 


Many times during the past 
decade observations were 
made and often appeared in 
print to the effect that the 
steel production facilities of 
this country were being 
over-expanded. 


Republic was not deterred 
by these prophecies — but 
went ahead with an exten- 
sive program of plant expan- 
sion — enlarging blast fur- 
nace, electric furnace and 
rolling mill capacities 
building a loyal force of men 
in plants and offices. 


Now, when all American 
industries need more steel 
than ever before, Republic's 
men and machines are set- 
ting new records for steel 
production, — doing their 
utmost to help manufactur- 
ers of every type of product 
by supplying more and 
better steel — first line of 
national defense. 
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After bolts have been delivered and put 
into use—then, and only then, are they finally 
sold. If they’re not right—if the customer 
isn't satisfied — back they will come. And you 


don’t want that. @ It won't happen if you 
stock Republic Upson Quality Headed and 
Threaded Products. Every item in this line of 
more than 20,000 standard items is made 
right—to accurate size, to assemble easily, to 
hold tightly. @ If you want bolts that sell 
and stay sold because they satisfy — stock 
the Republic Upson Quality Line. 


See your jobber or write us. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division: Cleveland, Ohio 


BERGER MANUFACTURING DIVISION * CULVERT DIVISION « NILES STEEL PRODUCTS DIVISION 
STEEL AND TUBES DIVISION *« UNION DRAWN STEEL DIVISION *« TRUSCON STEEL COMPANY 


REPUBLIC Yson Quality 
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RE the men in your plant familiar with the 

latest practice in fastening belts? We be- 
lieve that every man who has anything at all to do 
with the maintenance of conveyor, transmission 
and V-Belts should know all about present day 
belt fastening practice because there is still a sur- 
prising loss in machine hours in many plants due 
to belt failures caused by the use of the wrong 


turning. 


type of fastener or improper application. 
Information of considerable value to men who 
are responsible for the purchase and maintenance 
of belts has been published in the bulletins listed 
below. We shall be glad to send any or all of 
them to you or to any of the men in your organiza- 
tion who are interested in keeping the wheels 





[FLEXCO| 1-115 


BELT FASTENERS 
AND RIP PLATES 


FOR CONVEYOR BELTS 
Bulletin F-100 shows how to make 
“water-tight” butt joints in conveyor 
belts with Flexco HD belt fasteners. 
Also shows the various types of rips 
and patches that can be handled with 
these fasteners and with Flexco HD 
rip plates. Lists fasteners made of 
steel, “Monel,” “Everdur” and 
“Promal.” The use of these fasteners 
has increased tremendously and if 
you use conveyor belts from %4" to 
1'2" thick you will want this bulletin. 


@Flexco HD Belt Fasteners on a coal conveyor 
showing the natural troughing of the belt. At the 
right is a view showing the type of repairs that 
can be made with Flexco HD Belt Fasteners and 
Rip Plates. 





ALLIGATOR 


ae Os 
STEEL BELT LACING 


FOR TRANSMISSION BELTS 
Bulletin A-50 shows how to handle 
the lacing of flat belts up to 5%” thick. 
Also how to cut out a damaged or 
worn section and splice in a piece 
right at the machine without loss of 
time and without requiring any tool 
but a hammer and a cutter. Tells 
when to use Steel, Monel or Everdur 
lacing for different services and gives 
list prices on long lengths up to 96” 
in both steel and alloys. Every pur- 
chasing department and belt main- 
tenance man should have a copy. 


@ Throughout the whole range of transmission 
belts from thin tapes to belts %4’° thick uny 
maintenance man can easily lace a belt with 
Alligator as shown here 





ALLIGATOR 


rp 
V-BELT FASTENERS 


FOR V-BELTS 

Bulletin No. ¥-200 shows how the 
new cross-woven fabric core V-Belts 
are fastened with Alligator V-Belt fas- 
teners. With this belting and these 
fasteners it is now possible to apply 
V-Belts to a much wider range of 
service such as line shaft and machine 
drives where the endless type of V- 
Belt could not possibly be applied. 
This bulletin should be in the hands 
of every designer of machines where 
V-Belts are to be used 


© Alligator ‘’V’’-Belt Fasteners 
as applied to a cross woven 
fabric core V-Belt on a ma- 
chine tool. The view above 
shows a close-up of the fas- 
tener. This fastener is not to 
be used to repair broken or 
stretched out endless cord 
V-Belts. 





NTI aKe 


BELT CUTTER 


FOR BELT CUTTING 
Bulletin BC-300 shows how the Alli- 
gator V-Belt Cutter speeds up belt 
fastening work. It cuts any belt (ex- 
cept metal stitched) up to '%2” thick 
and 8” in width with one movement 
of the cutter. Price each $10.00 


® Alligator Belt Cutter as 
used on the bench -or as 
up-ended on the floor. 





Sold by supply houses everywhere 
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A W-S STATEMENT MADE WHOLLY IN 


THE DISTRIBUTORS INTEREST 


The pressure under which plant expansion proj- 


ects and high-speed defense production is ~ 


operating today calls for prompt service. 

As a distributor your national responsibility 
to maintain adequate inventories to meet emer- 
gency or routine requirements becomes our 
national responsibility to provide the necessary 
production to keep your warehouses well stocked 
with W-S Forged Steel Fittings. 

Behind the scenes, W-S man power, unseen 
and unsung, is at work, with continuous oper- 
ation as the order of the day. W-S maintains a 
complete range of Socket Welded and Screw End 


are ina a 
a , Ar : > 


type—Forged Steel Fittings on a production basis 
geared to the high-speed demands of defense 
industries, as well as to the regular demands of 
normal industrial production, in an effort to help 
W-S distributors to fulfill their contracts without 
time penalties. ; ts 
W-S make this announcement fo all distributors 
in the spirit of fair play and co-operation at a 
time when national emergencies demand the 


most from industrial man power and distributing 
service. 


THE WATSON-STILLMAN CO. e ROSELLE, N. J. 


ZA 
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WATSON-STILLMAN Forged Steel Fittings 





















THE BAKER... 


THE CANDLESTICK 


MAKER 


Every machine user in your terri- 
tory is a definite prospect for 
LUBRIPLATE Lubricants. They 
are as much a staple as nuts and 
bolts, universally used, re-ordered 
frequently. Yet LUBRIPLATE has 
all the features and sales appeal 
of the fast-moving specialty it 
actually is. LUBRIPLATE dealers 


enjoy an extraordinary turnover 
y 


THE BUTCHER... 


far superior to ordinary oils and 
greases. Wherever comparative 
tests are the deciding factor the 
LUBRIPLATE Dealer gets the 
business. LUBRIPLATE's potential 
market is limited only by the 
amount of machinery in your ter- 
ritory. Every shop and plant and 
factory, every mill and mine and 
farm operates better with LUBRI- 


Everybody buys LUBRIPLATE 








7] FACTS ABOUT 
LUBRIPLATE 


1. LUBRIPLATE produces an ultra 
smooth, wear-vesisting bearing surface. 
2. LUBRIPLATE reduces friction, thus 


lowering maintenance and power costs, 














. six to ten times a year. PLATE. That means satisfied, 
Time and time again, LUBRI- profitable customers for the 
PLATE Lubricants have proven LUBRIPLATE Dealer. 


3. LUBRIPLATE resists rust, corrosion 
and pitting. 4, Most LUBRIPLATI 
products ave white. LUBRIPLATE as- 
sures clean lubrication. 5, LUBRI- 
PLATE outlasts ordinary lubricants 
many times. 6 LUBRIPLATE is eco- 
nomical—a little goes a long way. 
7. LUBRIPLATE is available in fluid 


and grease types for every need, 


Write for Dealer Proposition. LUBRIPLATE is a nationally 
advertised specialty, ideally suited for mill supply distribution. LUBRI- 
| PLATE Dealers enjoy freedom from competition, price protection, tech- 


nical assistance and real sales helps. A letter will promptly bring you the 
LUBRIPLATE proposition. 





| LUBRIPLATE DIVISION 
: FISKE BROTHERS REFINING COMPANY 
Newark, N. J. Toledo, Ohio 


DEALERS FROM COAST TO COAST 


LUBRIPLATE J cis 


THE MODERN LUBRICANT that Arrests Progressive wear 








MILL SUPPLIES © MAY, 1941 





D ii HULA 


cS eae cad ca teen ee, os ok ve ca 
Saws. Block & Decker is out to see you get your thew a Black & Decker Sleciric Sow model 
| | An 





—_— ee 
9 Papers Wor ee me 


onstruction 


a ie. Methods 


' Ney 


eulLONG| 6 PRopucrs 








PORTABLE 
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READY NOW! 





. . «+ to help distributors supply plants on 
National Defense Work— 


. « «+ tohelp distributors build bigger sales. 


Here is one sales program READY NOW to help mill 
supply Distributors and their salesmen to reap a bigger 
harvest of profitable sales. And that program is the 
Fairbanks exclusive distributorship franchise. Here's 


what it means to you. 


1. Exelusive representation in your most lucrative ter- 
ritory. 


A complete line of standard and renewable valves. 


3. A competitively priced line to help you land more 
orders. 


1. A high degree of user acceptance that reduces sales 
resistance. 


5. Specialized field cooperation that helps consolidate 
your own customer relations. 


“You can Bank on Fairbanks” . . . is a half-century 
old slogan that today is your first line of defense in 
meeting the accelerating demand for valve requirements. 
Investigate the lucrative Fairbanks distributorship fran- 


chise. . TODAY! 
Fig. 0601 Fig. 0702 





THE FAIRBANKS COMPANY 


Valves, Dart Unions, Hand Trucks, Casters, Wheelbarrows 


19 East 4th Street . . New York, N. Y. 


BOSTON, MASS e PITTSBURGH. PA FACTORIES. BINGHAMTON, N. Y e ROME, GA, 
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CAPITAL 


Sweeping and cleaning are year-round occu- 
pations in all plants, buildings, and manu- 
facturing properties during ordinary times. 
NOW. with industry of all kinds going at top 
speed the cleaning-up problem is reaching 
major proportions and demands increasing 
consideration. Many large industrials have 
long been users of CAPITAL “RED CAPS’— 
they expect and get—high quality, long serv- 
ice life, and the right brush or broom for a 
particular need. There is repeat business 
made to order for CAPITAL “RED CAP” 
Distributors. 


Many of America’s leading distributors have 
handled the CAPITAL “RED CAP” line for 
years—profitably. In fact, CAPITAL Distribu- 


tors are among the most satisfied in industry 
because our products are built to give serv- 
ice, we offer a wide range of types and sizes 
to fill any need, and our policy of doing busi- 


ness gives our distributors a fair deal. 


Therefore, the industries that are feeling the 
additional burden of today’s production 
speed-up—steel mills, aviation plants, fac- 
tories, mines, packing plants, chemical indus- 
tries, food plants, machine shops are the 
potential markets and the demand is constant 
for good industrial brushes and brooms. Sell 
them CAPITAL “RED CAPS”—the products 
whose reputation is firmly established all over 
the country—tried and proven under every 
possible condition—the time is NOW! 
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INDUSTRY 


Come what may, the Fitler tradition to faithfully serve 
industry goes persistently forward. 


But what good are traditions? Why is the Fitler back- 
ground of 137 years important? 


To some modernists these advantages may seem unim- 
pressive, but just ask a seasoned craftsman in any indus- 
try and you will find an overwhelming preference for the 
proven product with a reputation. 


Stock and sell the Fitler line—it not 
only gives a lift to industry, but will 
keep your sales profits on the up. 


Look for the Blue and Yellow Colored Yarn 
Reg. Trademark No. 245091 U. S. Patent Office 


THE EDWIN H. FITLER CO. 


Manufacturers of Quality Rope for Over a Century—Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 
New York Chicago St. Louis Los Angeles San Francisco Portiand 
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"Yes, Sin! Where Speed Counts 
We Pick BLACKHAWK SOCKET WRENCHES” 


“We're all in the same boat these days, whether it’s planes 
or plows we’re making. Things must be done—and fast! 




















“You'd be surprised at the extra zip we get with modern 
Socket Wrenches — Blackhawks! We don’t have time 
to make a lot of special tools. We simply build up com- 
binations of sockets, handles and attachments from a 
complete set of these modern Blackhawk Wrenches. 
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“Whether it’s assembly, maintenance or service — big 
jobs or midgets—you'll find Blackhawk Socket Wrenches 
a whale of a lot better than fixed-type, big-jawed hand 
tools, or anything else on the market.” 


Get The 48-Page 1941 Blackhawk Wrench Catalog! 


It announces more new Socket Wrench developments — adding 
to a line that’s already years ahead. A total of 185 sockets — 
sizes from 3/16” to 31/4.” — are described with a full line up of 
modern wrench handles, attachments, box wrenches and specialty 
wrenches. Write Blackhawk or call your Blackhawk Industrial 
Distributor today. 


A Product of BLACKHAWK MFG. CO., Dept. W1751, Milwaukee, Wis. 











DISTRIBUTORS: 
This ad appears in leading in- 
dustrial magazines to help you 
seli more Blackhawk Wrenches. 


Worlds largest Manufaclurncr of Hydraulic Equipment 
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“Shere’s move to 
POWELL QUALITY 


than meets the 
BUYER’S EYE ! 

























LARGE VALVES REQUIRE A SPECIAL SET OF QUALITY 
STANDARDS, SO LET’S INSPECT STEEL FOUNDRY PRACTICE 
IN THE MANUFACTURE OF POWELL LARGE VALVES 


If your customers or prospects request a valve to withstand 
pressures ranging into thousands of pounds... if the valve itself 
may weigh as much as six tons or more ... then, to be sure, special 
standards of manufacture have to be followed. 


From the first rough sketch on a Powell engineer's drawing board 
to the finished product, the self-same scientific procedure that 
distinguishes Powell valve manufacture in general applies to the 
huge steel and alloy valves needed for high pressure and 
high temperature service. Designs are checked and 
double-checked . . . materials are constantly laboratory 
tested for strength and durability . . . patterns 
are carefully made. Then, for the first actual 
building step—the casting. 


Here in the Powell foundry, modern furnaces 
and skilled artisans combine to produce a valve 
absolutely free from porosity and sand inclu- 
sions. Every step is taken to insure quality. The 
metal is poured at a specified heat ...a certain, 
pre-determined number of hours are allowed 
for cooling. Gates and risers are properly 
removed—casting is cleaned, then carefully 
inspected . .. finally, it's properly heat treated, 
according to analysis, for maximum physical 
characteristics and resistance to fatigue. 


Then, on to the machining and testing depart- wrt rian 
ments for the last operations in the manufacture ax HP ‘ 
of large Powell valves... operations that verify ee . - 


the labors of the research and foundry depart- 
ments, and put the final touch on valves that 
are ‘quality through and through.’ Consider You Need More Than a Photograph of 
Powell the next time you recommend valves Qualities that Make Powell Valves Easier 


. . » give your buyers value and performance. 
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POWELL 
VALVES 


to Sell...More Profitable to Represent. MRAsbmsiDuech) Ato ced) dB 
CINCINNATI, OHIO 


the Finished Product to See ALL the 
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BWH, from its plant in Cam- 
bridge, Mass., and its sales force 
throughout the entire country, 
extends cordial greetings to the 
Triple Mill Supply Convention, 
May 5-8, in Chicago, Illinois. 


& BWH sincerely hopes that the 
&é Convention sessions will be pro- 
ductive of new and lasting bene- 

fits for all distributors and that 

the recreational hours will develop 

a the spirit of cooperation and good 

| . , fellowship so vital to all business 
relationships. 













BUSTON W 


WORKS: CAMBRIDGE, MASS., U. S. 


OVEN HOSE 
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thoroughly competitive contributes 


cooperation. 


AND me CUMPANY 
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EXCLUSIVE 
ADVANTAGES 


of the new 


AMERICAN 
REDUCTION 
DRIVE 


Immediately available from stock 
SIMPLE INSTALLATION — Mounts 


on the shaft of the driven machine 
as easily and quickly as a pulley. 


COMPACT— SAVES SPACE — 
Patented design of helical-gear reduc- 
tion unit eliminates the space and 
cost of special foundations. 


THE SPEED YOU NEED — Five 
standard sizes cover all installations 
from 11 to 150 r.p.m., ¥ to 25 h.p. 


NO MAINTENANCE PROBLEMS — 


Primary belt drive cushions destruc- 
tive shock loads. 


EASY TO RE-LOCATE — Interchange- 
able bushings adapt the unit to various 
shaft diameters. 


American Reduction Drives consist of a standard 
13:1 ratio helical-gear Reduction Unit and a 
primary V- or flat-belt drive of whatever ratio 
may be necessary to give the desired driven speed. 











When we introduced the new American Reduc- 
tion Drive, we were dead sure we had a 
better answer to the speed-reduction problem. 
And users and dealers everywhere have been 
quick to recognize its many outstanding 
advantages. Every mail is bringing more and 
more inquiries — AND MORE ORDERS ! 
Already, distributors have been selected in 
many industrial centers and all agree that it 
is the best mill-supply item to be offered 
in years. 

Reduction Drives are easy to sell, and no 
specialized engineering is required. Their sales 
value is high, and every sale includes a new 
V- or flat-belt primary drive. 

American Reduction Drives give you profitable 
business from a market you haven't had before! 


Other “American” Products 
Steel Split Pulleys... Wedgbelt Pulleys and 
Drives... the finest V-belt equipment. 
Tension-Control Motor Bases « Hi-Torque 
Motor Pulleys + Shaft Hangers and Collars 
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THE NEW AMERICAN 


REDUCTION DRIVE 


GIVES YOU A MARKET 
you haven't had before ! 





A large and lucrative market for speed-reducing equipment has always been 
recognized. But in the past, reducers have been sold on a ‘‘custom-built’’ basis 
—and usually direct by the manufacturer. 

With the new American Reduction Drive, however, The American Pulley 
Company changes the whole picture. For years, we have followed a policy 
of merchandising our products through dealers, depending upon them for a 
large share of our business. And now we expand our line and give the dealer 
a standard, stockable item that gives him a direct entry into the speed- 
reduction market. 





Write now for full information and catalog on this important sales opportunity. 


AMERICAN DRIVE SELECTION SERVICE 





Every plant has individual transmission prob- their customers’ problems. The American line, 
lems that admit of no standard solution. Recog- comprising a variety of types of drives, provides 
nizing this principle, American engineering equipment best suited to each plant’s par- 
cooperation is available to dealers in solving ticular needs. 


THE AMERICAN PULLEY COMPANY, 4220 Wissahickon Avenue, Philadelphia, Pa. 


ME /,* Z 
(dnerican [4cllery comes: 
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Increased production in the metal-working industries 
is demanding quicker deliveries on grinding wheels. 
In most instances you can eliminate delivery delays 
by specifying factory stock items. 


Abrasive Company carries many thousands of all 
sizes, shapes and grain and grade combinations of 
grinding wheels and other bonded abrasive 
products in Philadelphia Factory Stock for immediate 
shipment. 


If you know what this stock is you can select stock 
items for your needs. Write today for our new Fac- 
tory Stock List showing both Philadelphia Factory 
and Chicago Branch Stocks. Request enough copies 
to equip each of your salesmen with this valuable 
selling tool. 


ABRASIVE COMPANY 


DIVISION OF SIMONDS SAW AND STEEL CO. 


Tacony and Fraley Sts., Philadelphia, Pa. Chicago Branch: 127 South Green St. 








46 MILL SUPPLIES © MAY, 1941 





UMI 





ARMSTRONG 


- ’ 
nal 
a 


rs 


=> 


§n2 2 
pe i 
ge 

¥ 


ARMSTRONG BROS. TOOL CO. 
‘The Tool Holder People '' 
CHICAGO, U.S.A. 





ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms 
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300 feet above the waters of 
San Francisco Bay swings the 
painter . . . depending on the 
long line of the “bos'n" chair for 
his safety, his life. 


So, too, can you depend on 
WOOD'S line of Power Transmis- 
sion Equipment for a long life of 
trouble-free, more efficient serv- 
ice. 


The result of skillful design, 
careful manufacture and high 
quality materials, WOOD'S Prod- 
ucts are earning extra profits in 
countless lines of industry. 


It will pay you well to investi- 
gate WOOD'S .. . write today! 


" 
5 A B. 
“= Bi 
\ ; 
. \ / 
‘ 





ih, 
SONS CO. 
a | mom CHAMBERSBURG, PA. 
EVERYTHING IN TRANSMISSION ieee cere 
Bearings—Collars—Clutches—C ouplings—C ontactors—Hangers— 


LINE 





Pillow Blocks—Pulleys—V-Belt Sheaves and Complete Drives 
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HARNISCHFEGER CORP MILWAUKEE 


THE HOIST THAT SAVES MORE 
MONEY FOR USERS 
—EARNS MORE FOR DEALERS 


The new Zip-Lift is going to town! Ride with it! Here’s 
more hoist for less money than you ever saw before. 
It's full electric, safer, simpler, more dependable. Hang it 
up anywhere there’s a load to handle. Modern ‘spot 
handling” keeps materials moving faster, saves energy, 
makes it possible for men and equipment to produce more. 


The wide market for the new Zip-Lift gives you a new 
profit opportunity — with a product that really sells. 
Get the facts about it. Send for Bulletin H-20, shown 
at right. 


Ask also for your copy of the new P&H Zip-Lift sales CAPACITIES: 





RN ISCHFEGER 


CORPORBA 








policy. It protects your profits for years to come. 250 Ibs. — — 500 Ibs. 
Write us today about the sales set-up in your territory. 1,000 tbs. — — 2,000 Ibs. 


























THROUGH 
INDUSTRIAL 
DISTRIBUTORS 


Send for Bulletin H- 2 


Our Response to 
NATIONAL DEFENSE 


JACOBS 
CHUCKS 


-the National Standard 1941 
PRODUCTION 


ESTIMATED 
por National Defense 


1940 


PRODUCTION 
1939 


PRODUCTION 
1938 


PRODUCTION 


THE JACOBS MANUFACTURING COMPANY 
HARTFORD CONNECTICUT 
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This catalog speeds and facili- 
tates selection of desired items. 





@ INDUSTRIAL 
MACHINERY 
@® MACHINE 
TOOLS 
@ ELECTRIC — > 
MOTORS It is significant that ™ Syracuse Supply 
Company selected Bunting Bronze Standard- 
ized Bearings and Bars when they looked over 
© AUTOMOTIVE the field for such materials. This outstanding 
VEHICLES wholesaler is typical of the leading whole- 
salers in all markets who serve industry with 
@ BEARING Bunting Products. The Bunting Brass & Bronze 
METALS Company, Toledo, Ohio. Warehouses in All : 
Principal Cities. C 
te 
1 
& — | 
BRONZE BUSHINGS BEARINGS ‘ 
PRECISION BRONZE BARS BABBITT METALS 
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Production Must spurt! 


Small, Light Sa Drills Keep Production Humming! 


Old time drilling methods simply can’t maintain 
today’s swift pace! No time now for sluggish hand 
methods! No time for obsolete, inefficient drills! 
Turn, instead, to the quick modern way to drill — 
with hard working Thor % inch Portable Electric 
Drills! So small, light, and compact they can be 
operated accurately with but one hand. So power- 
ful they handle the hardest production drilling with 
perfect ease. So complete — 36 different models — 
you will find precisely the correct motor size, speed, 
and switch style you need for every kind of drilling! 

For the full story of Thor's “Profit Plan” for 
distributors, write or phone your nearest Thor 


branch office in any of the cities here listed. 
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INDEPENDENT PNEUMATIC TOOL CO. 
600 W. Jackson Bivd., Chicago, Ill. 


Birmingham 
ston 
Buffalo 
Cleveland 
Denver 
Detroit 


Los Angeles 
Milwaukee 
New York 
Philadelphia 
Pittsburgh 
St. Lovis 


Salt Lake City 
San Francisco 
Seattle 
Toronto 
London 


LOOK AT THE RANGE! 
36 Different Models 


3 Different Motor Sizes 
5 Different Speeds 
3 Switch Styles 


3 Right Angle Tools 
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Have your heard about the new Thor 
Electric Tool that moves up a big 
new gun in sales offensives? Write 





‘ pinila! 


Thank You... 
Mill Suppliers! 


Your cooperation has made the 
Magnolia "'sale supply dealer policy" 
a success all over the country. This 





WZ Yo bate) bE! 


| Eo} § xe) 0) Ce: WW, Yo) abbal-ve! Bs “ perfect team work has made us both 
| Dos OFT} a 33 <0) a VA= ee: 


a host of friends. 


Because of our sales policy you 
have been our partners for 54 years. 
We are proud of this association 
with the Mill Supply Distributors. 


On our part we will continue to 
merit this cooperation with more 
sales helps, bigger and better adver- 
tising, full dealer cooperation and 
rigid adherence to our definite sup- 
; ply dealer policy. 

WE Te pate) BEI hs The full line of Magnolia products 
ys Gabe tee oles stesal =) allows you to promise your custom- 

©], ers a satisfactory Magnolia bearin 
Metal ') for every bearing problem — a 
these dependable bearing metals 


are specially developed to serve 
plant maintenance. 


Elan. Mak 


~~, 
Sales Manager 


The Magnolia Company 


Adamant = 120 Bayway Elizabeth, N. J. 
Super- Genuine San Francisco, Cal. Fort Worth, Tex. Montreal, Can. 


Babbitt 


Vee MAGNOLIA METALS 
d cal A Profitable Line to Carry! 
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Dependability and long life of 
pumping equipment are vitally 
important to the success of pres- 
ent day high-speed defense 
production. 

Shut-downs with loss of revenue 
and man hours are not only ex- 
pensive but wasteful of strategic 
materials. The ability to operate 
over long periods in severe 
24-hour per day service is a fun- 
damental characteristic of all 
Goulds Pumps. Hundreds of 
Goulds installations, in all kinds 
of plants, the world over, are 
proving this every day. 

Customers repeat on Goulds 
Pumps because they appreciate 
these high standards of pump 
operation. 

Goulds makes available a com- 
plete line of industrial pumps at 
prices low enough to make sales 
easy — yet high enough to return 
worthwhile profits. 

Write for your copy of the 1941 
Goulds Industrial Pump Catalog. 


eae 
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ATLANTA, BOSTON, CHICAGO: HOUSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, TULSA, Repre 
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Work moves 


with AC CO; 
EGISTERED ¢ oA 
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* Speed the movement of raw materials or jobs in work with Acco Registered 
Sling Chains. Make certain they’re Acco. Look for the metal tag attached to 
each chain. 


The metals available are H. B. or Ajax Wrought Iron; Steel, Carbon Steel, 
Nickel Alloy Steel, Stainless Steel; Monel Metal and Everdur Bronze. 


For difficult, exacting service Endweldur Sling Chain offers stout resistance to 
bending, gouging, extreme temperatures and moderate impact loads. This added 
safety and endurance is provided by links welded at the end instead of on the side. 


CHAINS, FITTINGS, ATTACHMENTS FOR EVERY PURPOSE 


The American Chain line includes all types of welded and weldless chains and all types of 
fittings and attachments. We can recommend the chain you need without bias. 


FREE BOOKLET ON SLING CHAIN 


Free booklet mailed on request contains helpful material on the use and care of all types of 
sling chains. Your questions will be answered by our engineers without charge. 


AMERICAN CHAIN DIVISION « YORK, PENNSYLVANIA 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


/» ESSENTIAL PRODUCTS ... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 





WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircroft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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If your customers need 
lron-Body Globe and Angle Valves 





Some 
Kennedy Types 
of lron-Body 
Globe and Angle 
Valves 





Standard 
j Flanged Globe Valve 
Bronze-faced Disc 





Standard 
Flanged Angle Valve 
Bronze-faced Disc 





150-Pound 
‘s Screwed Globe Valve 
Renewable Composition Disc 








250-Pound 
Screwed Angle Valve 
q Bronze-faced Disc 
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. you will find full descriptions, listings and dimensions of all the 
popular types and sizes in the new 240-page Kennedy catalog. These 
Kennedy types are furnished with bronze-faced, all-iron and compo- 
sition discs; and for standard, medium and high pressures. 


The large Kennedy line also includes bronze globe and angle valves, 
and iron-body and bronze gate and check valves, together with 
bronze and malleable iron screwed fittings and cast iron flanged 
fittings and flanges. 


Every distributor of valves and pipe fittings should have a copy of 
this informative catalog—arranged and multiple-indexed for most 
convenient reference. 


The Kennedy Valve Mfg. Co... . Elmira, N. Y. 








: The Kennedy Valve Mfg. Co., 2003 E. Water St., Elmira, N. Y. 


Send the : Please send copy of your new 240-page catalog 
coupon : Name 
for i Position 


: Company 
your copy 


. 
: Address 
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KENNEDY 


évtra Values in VALVES and PIPE FITT. INGS 
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Will ma You 


SAVE MANY DOLLARS ! 




















The Bostick Foundry and Machine 
Co. (Lapeer, Mich.) had to replace 

flat belts on their tumbling barrels 
Mm every 60 days. Fine core sand dusted 
Monto the belts which then slipped, 
i ran off. Belt dressing stopped this 
but the sand and dressing formed an 
abrasive compound that cut the belts. 
™ One installation of GATES VULCO 
Ropes (which need no dressing) 
proved so satisfactory that 9 more 
tumbling-barrels were changed over 
to Gates Vulco Rope drives within 
a month. 
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t’s very easy to learn for yourself how a V-belt with a concave side 
saves ohn money. 


What Happens 
When a 
V-Belt Bends 


Just take any V-belt and bend it (as illustrated in the photo above). 
As the belt bends, grip its sidewalls between your finger and thumb. You 
will feel those sides bulge outward. 


If the belt is a straight-sided belt this bulging gives it a shape like 


that shown in figure 1 (on the left). Clearly this shape does not fit the 
sheave groove. 


But when you bend a belt that is built with the patented Concave side, 
you find that the sides become perfectly straight—as shown in figure 2. 
Here are the advantages: This shape exactly fits the sheave groove; this 
means uniform sidewall wear—longer life for the belt. Also, the full side of 


the belt is gripping the pulley, which means less slippage—a saving in belt 
wear and also in power. 


The concave side is a Gates patent. Only belts built by Gates are built 
with the concave side. 


THE GATES RUBBER COMPANY 


Engineering Offices and Stocks in All Large Industrial Centers 





CHICAGO, ILL. HOBOKEN, N. J. BIRMINGHAM, ALA. LOS ANGELES, CAL. DENVER, COLO. 
1524 South Western Ave. Terminal Building 1631 Ist Ave., South 2240 E. Washington Bivd. 999 South Broadway 
DALLAS, TEX. PORTLAND, ORE. SAN FRANCISCO, CAL. 
2213 Griffin Street 333 N. W. 5th Avenue 2700 16th Street 
58 
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Here’s your line-up 
for more money in Fluorescent! 





This tells about the most excit- 
ing profit opportunity in Fluor- 
escent today . . . the opportunity 
in Hygrade Fluorescent Lamps! 


There’s always a BEST! 

In developing these lamps, Hy- 
grade developed the finest meth- 
ods, standards and materials. 
Finest workmanship . . . careful 
quality controls... painstaking 
checks and inspections on each 
lamp. 

These things have made Hy- 
grade first — kept Hygrade first 
in Fluorescent lamps. 


Easier sales — less grief 
And Hygrade tells America 


these facts — in aggressive na- 
tional advertising that means 
sales and profits for you. 


But— back of that—Hygrade 
superior lamp quality and per- 
formance means solid business 
for you... less headaches... 
more profit! 


When you sell and install Hy- 
grade Fluorescent lamps — or 
complete fixtures (Miralumes)— 
you give people most for their 
money: minimum replacements 

. maximum efficiency... 
superior coating (which turns 
ultra-violet into visible light) 

. standardized colors... tops 
in performance! 








Nearly 100 patents 
protect Hygrade products! 


Extraordinary lighting efficiencies are obtained in 
Hygrade Fluorescent Lamps by tuning the ultra- 
violet energy to the 2537 Angstrom Units wave 
length effective in causing the porous film (Hy- 
grade Patent No. 2,096,693) to 
generate light as shown in Hy- 
Grade-controlled Patent No. 
2,126,787. Hygrade products are 
exclusively protected by a 
large number of other pat- 
ents, including No. 2,201,- 
817 and No. 1,982,821. 








FREE BOOKLET! 


Write today for your 
copy of our helpful 





booklet “How To How 10 dee 
Judge the Performance The 

of Fluorescent Lamps.”’ — * 
Dep't. MS5, Hygrade y y 
Sylvania Corp., Salem, Wi py iy 


Mass. ins “al. 


Hygrade Fluorescent Lamps 


Hygrade Sylvania Corp., Est. 1901. 


Also makers of Hygrade Miralumes and Incandescent Lamps and Sylvania Radio Tubes 
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\\: take this occasion to re- 
affirm our faith in our 
distributors, so ably exempli- 
fied by the Syracuse Supply 
Company, whose striking 
story is set forth in these 
pages. 

We take pride in Monohelt, 
the only leather belt conceived 
and designed especially for 
dealer distribution. We take 
equal pride in a fair and 
liberal sales policy, and in 
the warm cooperation which 
we receive from our distrihu- 
lors everywhere. 








Alexander @ Brothers 


Manufacturers of Monobelt and other good leather belts, and leather products for every industrial purpose. 
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Read What Prominent Distributors Are Saying About 
the Allis-Chalmers Electrifugal All-In-One Pump 
Unit — the NEW Pump with NEW Sales Points! 


THESE are typical examples of the enthusias- 
tic reports coming to us from distributors 
and dealers all over the country. And no 
wonder — 


For here’s a new all-in-one pump unit 
that’s making pump history . . . a new 
type of dealer “package” pump you'll find 
easy to stock, easy to sell, easy to install! 

Don’t forget — there’s a full line of 
Electrifugals. They’re priced right . . 
and there’s no waiting for delivery. What's 
more — they are forcefully advertised in 
leading trade magazines . . . opening up 
a market for you that’s as wide as all 
industry. And these pump units are full 
of brand new selling points! 
Get the complete story today! Write 
Allis-Chalmers, Milwaukee, Wisconsin. 
A 138° 
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"O.K" Jr. Screw Plates 





Rearmament in these days of mechanized war certainly calls for huge 
quantities of small tools. But increased production also means in- 
creased maintenance — and a lively market for all sorts of main- 
tenance tools. 


Don't overlook screw plates. Busy plants need them particularly. 
But so do schools — so do hospitals and the maintenance departments 
of every big office building, not to mention garages and repair shops 
of all kinds. 


“Little Giant.” “Little Giant, Jr.” or “O.K.,.” Jr., “G.T.D. Greenfield” 
Screw Plates provide a breadth of line and price range to meet 
every need. 


GREENFIELD TAP & DIE CORPORATION, Greenfield, Mass. 


Detroit Plant: 2102 West Fort St. Warehouses in New York, Chicago, Los Angeles and 
San Francisco. In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


/XYO\ GREENFIELD 





TAPS * DIES * GAGES * TWIST DRILLS * REAMERS * SCREW PLATES « PIPE TOOLS 
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Reproduction of a 2 page spread in May issue of MILL & FACTORY 
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CARBORUNDUM 





SALUTES ALL THE 
DISTRIBUTORS OF ITS PRODUCTS 


AND IS PROUD TO PUBLISH AN 
HONOR ROLL OF THOSE 


eA "ASSOCIATED WITH US) mM 


FOR TWENTY YEARS OR MORE 


@ 1941 marks the golden anniversary of Dr. Edward Goodrich Acheson’s dis- 


covery of the first man-made abrasive, trade-named “Carborundum.” 


On this occasion, it is particularly fitting to honor those distributors of our prod- 


ucts who have been a part of the Carborundum family for 20 years or more. 


And at this time, too, we salute all our distributors, both old and new, and 


thank them for so ably contributing to a splendid record of service to industry. 
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Burhans & Black Inc., Syracuse, N. Y. 

Carolina Supply Co., Greenville, S. C. 

Colcord-W right Machinery & Supply Co., 
St. Louis, Mo. 


James Supply Co., Chattanooga, Tenn, 


Irving L. Keith, Haverhill, Mass. 
Moore-Handley Hardware Co., Birmingham, Ala. 
Peden Iron & Steel Co., Houston, Texas 
Powers & Reed, Lynn, Mass. 
Schlatter Hardware Co. Inc., Fort Wayne, Ind. 
Smith-Courtney Co., Richmond, Va. 
United Shoe Machinery Corp., 

Boston, Chicago, Milwaukee 
R. C. Bowers Granite Co., Montpelier, Vt. 
Briggs-W eaver Machinery Co., Dallas, Texas 
Weed & Company, Buffalo and Rochester, N. Y. 
Williams & Wilson, Ltd., Montreal, Que. 
Barry Co., Muscatine, lowa 
The Textile Mill Supply Co., Charlotte, N. C. 
McLennan, McFeeley & Prior, Ltd., 

Vancouver, B.C, 
Fred K. Blanchard, Inc., Troy, N. Y. 
Sewing Machine Supplies Co., Boston, Mass. 


(now Torrington Company) 


Hendrie & Bolthoff Manufacturing and Supply Co., 


Denver, Colo. ; 
C. M. McClung & Co., Knoxville, Tenn. 
Vonnegut Hardware Co., Indianapolis, Ind. 


The Bostwick-Braun Co., Toledo, Ohio 
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TWENTY YEARS OR MORE 


The Galigher Co., Salt Lake City, Utah 

Arkansas Mill Supply Co., Pine Bluff, Ark. 

Central Supply Co., Litthe Rock, Ark. 

C. T. Patterson Company, Inc., New Orleans, La. 

Baldwin Supply Co., Charleston, W. Va. 

Lundquist Hardware Inc., Jamestown, N. Y. 

H. P. Weller Supply Co., Erie, Pa. 

Montgomery and Crawford, Spartanburg, S. C. 

Joplin Supply Co., Joplin, Mo. 

Taylor-Parker Co., Inc., Norfolk, Va. 

The Williams Hardware Co., Minneapolis, Minn. 

Zork Hardware Co., El Paso, Texas 

William L. Hall, Inc., Rochester, N. Y. 

Geo. W. Hubbard Hardware Co., Flint, Mich. 

Keith-Simmons Co., Inc., Nashville, Tenn. 

South Bend Supply Co., South Bend, Ind. 

Woodbury Co., Portland, Ore. 

Gustin-Bacon Mfg. Co., Kansas City, Mo. 

McGowin-Lyons Hardware & Supply Co., 
Mobile, Ala. 

Cragin & Co., Seattle, Wash. 


The Abrasive Machine & Supply Co., Newark, N. J. 


Dillon Supply Co., Raleigh, N. C. 
Fulton, Mehring & Hauser Co., York, Pa. 
Hamblett & Hayes Company, 

Peabody, Mass. 
Beeson Hardware Co., Inc., High Point, N. C. 
Pacific Abrasive Supply Company, 


Los Angeles, San Francisco, Calif. 


THE CARBORUNDUM COMPANY 
Niagara Falls, N. Y. 
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Aiming at the Same Quarry! 








JENKINS PUBLICATION 
ADVERTISING 


JENKINS SERVICE 
REPRESENTATIVES 


les 


IN JUNE, IT’S 


enkins Deve eat Negrind-Wenew Vdlve. 
kins Bevel Seat Regrind-Renew Valve! 





Next month, the big guns of Jenkins Sales Pro- 
motion will be blasting away again with both 
barrels. This time their objective will be Jenkins 
300 Ib. Bronze Globe Valve with Bevel Type 
Regrind-Renew Nickel Alloy Disc and Seat. 


It's a very convincing story that Jenkins Service 





Representatives have to tell—with the help of a 
full color cut-out illustrated below. It shows en- 
larged outside and section views and brings home 
the inside story of Jenkins improved design in a 
way that any engineer or purchasing agent can 
appreciate. 


And to back them up, more than 200,000 valve 
users will be contacted next month by Jenkins 
printed salesmen devoting their space to Fig. 970 
exclusively. Incidentally, in all Jenkins advertis- 
ing this month we are making an interesting 
offer. If you will send your name and address on a 
post card to Dept. K, we will send you free a gold 
plated valve charm for your watch chain. Jenkins 
Advertising appears every month in leading In- 
dustrial, Power Plant, Engineering and Special 
Industry publications. 


Readers are always directed to local Jenkins Dis- 
tributors with these closing words—"Prompt de- 
livery is offered by Reliable Supply Houses.” 

JENKINS BROS., 80 WHITE ST., NEW YORK, N.Y. 
Bridgeport, Conn. ; Atlanta, Ga. ; Boston, Mass. ; Philadel- 


phia, Pa.; Chicago, Ill.; Houston, Texas. Jenkins Bros., 
Limited, Montreal; London, England 
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TALK OF THE TRADE 


Syracuse Supply Edition 


CITIZENSHIP CLASS: Beyond their sizeable duties on West 
Fayette St.. executives of Syracuse Supply labor, too, for their 
community. . . There’s Pres. Fred Scott, director of the “Y”, 
active in the Community Chest drive, etc. . . And Pere Ridings, 
director in the C. of C., member of the Board, Onondaga County 
Tuberculosis Sanatorium (past president of our National Asso- 


\ ¢ 

x | 
ciation, incidentally). . . And Walter Seott, past president te, 
Central New York Purchasing Agents’ Association, National oe 


director from that district. . . Yet none would put down his news- 
paper without a look at the sports section. . . The Scotts lean 





‘\ 





Of diverse interests 


1eavily to golf an shing, while Pere can quote batting averages 
I ly to golf and fishing, while P juote batting averag 


NEXT! et NEXT! 


and football statistics far on into the night. 





\ 
cy ni}: coe 
ve '0 A 
1P" eS a o 
i BRAIN FOOD: Harold Torell has missed many a turn in the ie “ag 
Hf . ° ° ° *. : —T ) 
t barber chair while trimming other waiting customers at checkers. 


Chess, bridge, anything that stimulates or challenges the 
o~? d D5 to) 
mind, fascinates him. 


DAMON & PYTHIAS: In their bachelor days, Torell and Sales- 
man Vessey roomed together. . . (Vessey arranged a blind date 
for Harold one night and now she’s Mrs. Torell). . . On Carnival 
night of a Caribbean cruise, these two gents rigged themselves 
up as “The Boys From Syracuse” and copped first prize. 


CONTACT WITH HISTORY: Last Fall Vessey suddenly woke up 
to realize he lived in Elwood, Indiana, while Wendell Willkie 
taught school there. 


FIELD & STREAM: Ray Dunham (dept. mgr.) gets away from 
it all in his cabin deep in the North Woods. . . Sometimes Dana 
Lincoln joins him, even though, in Winter, they must trudge by 
snowshoe some miles before they reach the place. 


COLLECTOR NOW: Maybe J. P. Jones (Binghamton salesman) 
will go in for antiques after his experience of this Spring. . . In 
moving from the house his family had inhabited for all of his 52 
years, “J. P.” discovered a bible authentically 234 years old! 





VERSATILE: S-S salesmen are anything but cut to a pattern. 
McGavern builds tiny planes that really fly (pontoons in Summer, 
skis in Winter) . . . Clarence Sibson keeps bees on a small 
farm outside Syracuse (collects 3,000 lbs. honey a year). . . Frank 
Koelbl once sang basso profundo in a male quartet for a ball 
inaugurating a new governor of Michigan. . . Harold Wood is 
Chairman of the board of Education in School District No. 6. 


VETERANS: Fred Sibson pioneered emergency service 39 years 





ago when he made special deliveries on his bicycle. . . Miss 
McMullen (“Nelly”, sec’y to Ridings & Torell) joined the 
company during the week Perey was on his honeymoon. [J. J. W.| 1910 B.P.—Before Priorities 
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THE REPUBLIC 3-POINT POLICY 


DATED OCTOBER 1ST, 1923 














The Fist Potnt of Republic's Distrib- 


utor Policy is a first requirement in success- 
fully selling and servicing the needs of in- 
dustry for any line of equipment. It assures 
Republic Distributors recourse to a vast 
range of mechanical rubber products, per- 
mitting them to meet fully the demands in 


their respective territories. This element of 





completeness is a maximum business advan- 
tage .. . an unlimited selling opportunity in 
broad existing and potential markets. Thus 
have Republic Distributors been able to 
establish themselves as completely equipped 
mechanical rubber headquarters . 

REPUBLIC RUBBER DIVISION OF LEE 
RUBBER AND TIRE CORPORATION, 

YOUNGSTOWN, OHIO. 


RUBBER 


| 
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One Distributor’s Program in Action 


Sales and Service at Syracuse Supply 


Today it is being demonstrated that the machinery of American 
industrial distribution is fundamentally so sound that it functions effee- 
tively under conditions of severest strain. The true indication of sound- 
ness lies in the fact that, while the defense load has intensified the dis- 
tributor operation, it has not changed it. This heartening realization 
is welcome reward for the years which individual supply men have 
devoted to a constant search for better methods, greater efficiency and 
higher standards of service. Of higher importance is the fact that by 
their peace-time efforts for self improvement distributors have made 
themselves more valuable to their country in its hour of crisis. 


On the following pages is presented an intimate study of one dis- 
tributor at work during the defense emergency. In general terms, 
this analysis is illustrative of present day activity in hundreds of mill 
supply organizations throughout the country. Yet its value is less 
in what it reports of current conditions than in what it may tell of 
methods and practices that have proved worthwhile in the past, are 
successfully in use today and will probably stand this particular com- 
pany in good stead in the future, regardless of what may come. 


The story of the Syracuse Supply Company, of Syracuse, N. Y., is 
intended primarily to be a study of a well organized sales department, 
although it is understandable that when a whole company is essentially 
a sales organization it is difficult to draw a rigid line around one 
department labeled “Sales”. The spirit of cooperation in which the 
executives of the firm have offered this frank inspection of their work- 
ings is characteristic of the industry in which they have long been 
a part. 


JOHN J. WELCH, EDITOR 








The Company and lts 


Matching local industry's growth step-by-step for 56 years, this distributor offers 


capable shoulders for assuming the new responsibilities of defense 


PRESIDENT 


.. . of Syracuse Supply and son of 
its founder is Fred B. Scott, Jr., 
who, in addition to his general 
executive responsibilities super- 
vises the machine tool division. 
Experience as service man, sales- 
man, branch and division manager 
fits him to shoulder the strain of 
today’s conditions. Mr. Scott is 
current president, Associated Ma- 
chine Tool Dealers of America, 
known particularly in that indus- 
try for his forward views and un- 
derstanding of industry problems. 


I. CENTRAL NEW YORK, across a belt stretching from 


the Pennsylvania line to the border of Canada, the Syra- 
cuse Supply Company is helping industry with an 
enormous new job. 

For 56 years this mill supply house has lived, grown, 
prospered and reinvested its profits in the building of an 
organization dedicated to serving plants, factories and 
institutions with utmost efficiency. When the emergency 
struck, new responsibilities came naturally, for it had 
earned a position of full partnership with local industry. 

In this, Syracuse Supply is not unique. The same may 
be said of a thousand distributor organizations in 
hundreds of territories. Distribution is helping the 
defense program mesh gears. 

Whether this particular house is bigger or better or 
more successful than the average of its contemporaries 
is impossible to say—and unimportant. It is a typical 
American business concern, frankly pursuing the profit 
motive in order to perpetuate itself. It provides a living 
for 136 individuals, works inordinately hard to serve its 
customers, utilizes as best it can the modern systems and 
devices that speed the job along, performs a highly 
important function in the industrial and economic scheme 
of things . . . and is typically modest and inarticulate 
about its achievements. 


Syracuse Supply is a business structure that embraces 


selected, competent personnel, unstinting investment in 
stocks and facilities for service, and a thorough control 
and direction over the intricate distribution effort. 

The Syracuse Supply Company of today is the flower- 
ing of a business started in 1885 by the late F. B. Scott, 
Sr. Machine tools and mill supplies were offered to the 
local trade that was then dominated by the salt industry. 
(Brine wells are still seen in the countryside.) In 1932 a 
contractors’ equipment division was added. Approxi- 
mately one-third of company activities are within the 
mill supply division. 

Heading the present structure is President Fred B. 
Scott, Jr. The contractors’ equipment division is under 
Vice-President Percy Ridings, who also continues an 
active interest in the mill supply section. Directly respon- 
sible for supply department merchandising and sales 
control features is Sales Manager Harold E. Torell, and 
working in close harmony with him is Walter H. Scott, 
another son of the founder, who is director of purchasing, 
in addition to his executive duties as secretary of the 
company. Frank E. Swanson, assistant treasurer and 
credit manager, is also closely linked to the sales 
operation. 

For what success the organization enjoys today, credit 
goes first to the splendid teamwork of these men. They 
excel at the ability to study the major operation, break it 
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Territory 


down into easily assimilable smaller “bites” and develop 
workers capable of assuming résponsibility for these 
“bites”. Imbued, each of them, with Christian principles 
and characteristics of fairness and intelligence that com- 
mand respect, they have welded together a group of 
individuals into a cooperative, loyal unit. Employees of 
Syracuse Supply exhibit a common interest, amounting 
almost to devotion, in the welfare of their company, its 
customers—and in their daily work. 

Progress has been the watchword for the 56-plus 
years of the company’s existence. In the early days of 
Mr. Scott, Sr., the advance at times may have been slow 
(disastrous fires twice struck the property) but vision and 
courage prevailed over adversity. One of Mr. Scott’s 
early associates was W. A. Ridings, now chairman of the 
board of Porter Cable Machine Co., of Syracuse. When 
W. A. Ridings left the company, his brother Perey, who 
had been on the scene since 1904, assumed his duties. 

Gradually, from its beginning as a small store with a 


handful of lines, the organization filled out to occupy a 
four-story building and list 40,000 items for sale. Lines 
were added only as the need for them in the territory was 
foreseen, and then only after a careful study to determine 


that the line being taken on was the best one then avail- 
able. A check of the blue ribbon lines in the house shows 
a 23-year average life for each on the stock records. 


VICE-PRESIDENT 


...+ Percy Ridings began modestly 
with Syracuse Supply in 1904 and 
has helped, by force of character 
and example, to build the organ- 
ization of today.. Head of the con- 
tractors’ equipment division, his 
interest and attention extend to ev- 
ery department, since he fathered 
and nursed most or all of them. 
Past president of the National As- 
sociation, Percy Ridings enjoys the 
friendship and respect of the hun- 
dreds who know him in the indus 
trial supply industry. 


SECRETARY 


. of Syracuse Supply Company and director of 
purchases, Walter H. Scott (also a son of the founder) 
draws on the experience of his earlier years when 
he was active in the operation and management of 
Hammond Steel Corp. Coming to the supply com- 
pany, he organized the steel warehouse division, 
which became one of the largest and most diversified 
in the East, and later was consolidated with Brace, 
Mueller and Huntley Corp. In recent years, and 
under his care, the brass and copper division has 


grown important in the company operation. 
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AFTER 56 YEARS 
... from its beginning as a small, 
one-room store, Syracuse Supply 
has filled out until it occupies both 
buildings seen here. Until a few 
months ago the main structure was 
the building in the foreground. 
23.000 square feet. The next-door 
property, four-and-a-half stories 
and basement, was recently ae- 
quired, doubling the previous 
space. This expansion makes pos- 
sible many improvements in work- 
ing conditions and permits efforts 
toward furthering efficiency. On 
the outskirts of the city, the con- 
division is 
housed in a building of 21.000 
square feet. with other buildings 


in Rochester and Buffalo. N. Y.. 


which also contains branch offices 


tractors) equipment 


of the machine tool division and 
“service stations’ for owners of 


equipment. 
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AND ITS TERRITORY 






THESE TWENTY-SIX COUNTIES 

. represent an important corner in the “Ar- 
senal of Democracy” for here are produced such 
vital defense materials as firearms, tools and 
machinery, gears, tool steels, chemicals, diesel 
engines, as well as brass, copper, aluminum, 
zine, lead and fine iron ore. Seven territorial 
salesmen cover the area for Syracuse Supply, 
five operating out of the Syracuse office, one 
from Watertown and one from Binghamton. 
Free delivery is made daily to all plants within 
the Syracuse city limits. Regular local service 
is rendered by two trucks, with a standby truck 
for emergency deliveries. Out-of-town deliv- 
eries go by pickup trucks, with an many as 20 
different trucking firms stopping daily to pick up 
orders. Out-of-town emergency orders, up to 
50 Ibs., are sent via bus. Both the defense ma- 
terials mentioned, and _ peace-time products 
come from such “blue chip” plants as Con- 
tinental Can, Aluminum Company of America, 
Carrier, L. C. Smith-Corona, Solvay Process, 
American Locomotive, Crucible Steel, Reming- 
ton Arms, International Business Machines. 
The territory merits the title of granary as well 
as arsenal. for it is rich, fertile farming country. 


POWER TRANSWISSION-BRASS- COPPER 
ROAD CONTRACTORS EQUIPMENT 
FACTORY SUPPLIES 
MACHINE TOOLS 
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Sales Control 


A merchandising machine, properly built, proves its ability to develop greater 


speed and assume a heavier load under today’s extra demands 


BUDGETING SALES 


. . . is a game at which Sales Manager 
Harold E. Torell (right) is uncannily 
proficient. At his finger tip is the per- 
formance record of each salesman, each 
department, each line, as well as the 
purchasing record for each customer 
and voluminous data on business and 
economic trends. Sales Manager Torell 
supervises, with five product depart- 
ment managers, seven territorial sales- 
men, the counter sales section and engi- 
neering department making up front 
line of sales motivation. 


& rarcuen out to its root, the basic operating . Market analysis. 


goal for Syracuse Supply is: 5. Advertising, sales promotion. 


, Investment in stocks. 
“Leave nothing to chance that can . ; Tr 
: anata Investment in service facilities. 
be provided for by planning. 
; “ee To build such a machine requires a management 
As a result of that ideal, the organization may be rie ; 
; en steeped in the principles of sound business practice. 
likened to a distribution machine, a machine that. +, eee ist 
lo maintain it provides that management with a 
if properly built, can develop a much greater speed 2s en 7. é 
: big job never finished. The parts listed above need 
and assume a much heavier load should such de- : . . 
Sagar constant attention, checking and adjustment to keep 
mand be placed on it. The demand has now come ‘ Ame 
pace with the flux of economic and territorial con- 


and the machine functions unfalteringly. Divs. The teetes: dink wid thie, vies 


Some, but not all of the parts in this machine : ae ' 
tion, cultivation—-and occasional replenishment. 


= represented by personnel. The other parts In machinery building, there is the man who 
include: creates for the love of putting things together. and 
1. Quality products. nationally known and adver- the man who creates machinery to do a specifie job. 
tised. The former. called subjective. is inclined to build 
2. Knowledge of the needs. characteristics and impressively. but complexly and often impractically. 
buying procedure of each customer, The latter builds objectively, simply and with pra 
3. A reputation (belonging to the house) for ticality. The organization of Syracuse is just that 
integrity, stability and ability to fulfill its function built with an end in view. simple, workable. effec 


properly. tive. Hence it readily lends itself to analysis. 
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The primary step in simplification is the division of the 
supply end into a group of selling and service depart- 
ments based on the relationship of products which fall 
naturally into six classifications. Each sales department 
is a mill supply business in itself. Its personnel, in most 
cases, consists of a department head, an assistant and a 
record clerk. Responsibilities are: handling mail and tele- 


phone inquiries and orders, making recommendations to 


The sales budget, which combines records of the past 


and quotas for the immediate future, is the operating 


handbook for the merchandising machine. 

All of the hundreds of lines are coded and tabulated in 
terms of sales made to the thousand-plus customers who 
have a purchasing volume of $30 or over. In 1940 the 
firm sent out 79.784 invoices, and 119,676 sales tabula- 
tion cards were punched and turned over to a local 
calculating machine company. (Estimated cost of this 
was $1,050, including 334 per cent of one girl's time). 

The management thus obtains a complete picture of 
the year’s total sales in dollars, the gross profit in dol- 
lars and per cent, the number of sales by lines, the aver- 
age unit of sales, the number of shipments from stock 
and from the factory, the inventory carried and rate of 
turnover. In addition, it has the total sales, gross profit 
and number of sales by customers, and it is broken down 
further by lines by customer, and by salesmen by lines. 

With this data on hand, dating back in most cases to 
1928, the sales manager is able to project ahead his 
budget for business to be done in the coming year. He 
does this with uncanny accuracy. His calculations include 


a study of the larger accounts: Will they buy more or 


less of the products they bought last year? These are 


lumped, as are the rest of the accounts, and careful con- 
sideration is given to the trend of general business. A 


check-back is made on averages for previous years. and 


the purchasing department as to the range of sizes and 
types to be bought. (On established lines, the function of 
the purchasing department is to determine the quantity 


and timing of purchases). 


Departmentalizing has obvious advantages. It allows 
the personnel to become proficient on a group of related 
items. to concentrate efforts for gaining a fund of knowl- 
edge and experience about these particular products. It in- 
sures against a line or product getting “lost”, suffering 
from neglect. It does not insure against all trouble for. 
despite the most thorough planning. things are sometimes 
bound not to follow the plan. However. because the 
means are available (see “Budget”™) for keeping a con- 
stant scrutiny over the activity in each line, problems 
can be attacked quickly after they have made their ap- 
pearance. There is no intention here to indicate that 
Syracuse Supply is free from trouble. but it is accurate 
to say that such operating troubles as do exist cannot be 
termed chronic. 

The appearance of an unsatisfactory condition within 
a department calls for immediate attention on the part 
of executives. Everything that, in their experience, should 
serve as a corrective, is tried. And yet, if it is still evi- 


dent that the department is merely “swapping dollars’— 
then the surgeon’s knife falls fast. Liquidating action 


comes quickly when reasonable efforts are unavailing. 





there is a weight factor for the natural progress of a 
salesman on his way up. (After the period of getting 
thoroughly acquainted in his territory—-about two years 

a man’s sales may go up 25 per cent in a normal year). 

His calculations complete, the sales manager now 
makes up these estimates for the coming year: 

1. Total sales in each department (product group). 

2. Total for each sales territory. 

3. Department budget by territories (expectancy of 
husiness to be turned in to the department by each sales- 
nan}. 

3). The 


salesman’s quota broken down to show what is expected 


L. Territorial budget (reverse of No. 
of him in each department. His quota of sales for each 
month and each working day is also made. 

There is a master account book always at hand on 
Harold Torell’s desk, showing the previous two year’s 
purchases in numbers and dollars by each customer of 
every major line. This is available to all the department 
heads. If a salesman is convinced that a particular prob- 
lem within his territory merits the personal attention of 
Perey Ridings, Fred Scott or Harold Torell, these men 
will come to his assistance as rapidly as possible. The 
will to engage in teamwork originates at the top. By 
every gesture, the management makes salesmen feel they 
are a part of a cooperative group. Cooperation on their 
part follows automatically. 
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SALES AND SERVICE at SYRACUSE SUPPLY 
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manager's master account book and also 
bound into an account book for each 
territorial salesman. A watch is kept 







on the progress of each account, devel- 








oping a knowledge of its needs and 
habits and a guard against difficulties 
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SALESMAN’S PROGRAM 


. is made up week-to-week, remind- 










: natin a. 
ing him of the date of last call, permit- eles 
ting him to record his next call when 
it’s made and list changes in personnel 
for the mailing list. Salesmen turn in 
this list at end of the week, get a new 
one at start of the following week. 
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STATISTICIAN 
who compiles batting averages of 
departments, salesmen, lines and = cus- 
tomers is Frank Swanson, head of the 
accounting and 


finance departments. 
Data from 


company books is put on 
eards at end of year, cards are punched 
and tabulation made by the local 
branch of the LB.M. Co. 
boasts. “We give the 


reports then they give 


Swanson 


salesmen more 
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QUOTA BOARD 


hung in salesroom keeps salesmen 


posted on their quota and performance 
for year, month and day. It generates 

a friendly spirit of competition. Fig- _ 
ures are posted three or four times each ‘ 
month. Territory man has wide lati- 

tude, is literally 


tory. 


boss of his own terri- 
When he gives the office written 
instructions, “That's the law.” 
to make 
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Hivine ama Training 


Paper work, routine are soaked up during days 
Here Pete Price 


(left) grows familiar with the process of writing an 


spent in shipping and receiving. 


order, his eye on the day he will wear the uniform 
of a floor salesman, a jacket with his name on it, 
Harold Wood, right. 


investigation satisfies the company about his per- 


such as is worn by Initial 


sonal traits, personality, ambition. Preference is for 
graduate engineers, especially those who have earned 


all or part of their way through college. 


Confidence comes after a few years behind scenes 
and out on the floor. Starting out. a new man first 
voes with an experienced man for “get acquainted” 
Desired 


end is to have him get to know 30 or 40 men in a 


ealls. He is told where to £o. whom to see, 


plant if need be. It may be several months before 


he travels by himself. 
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Familiarity with stock is 


learned under the A-B-C simplicity of storing related 


important, but easily 
While training a man, com- 
At all times 
his status is one of equal competition with those 


things near each other. 
pany gains some useful work from him. 
around him. Recommendation for promotion must 
come from those directly supervising him. The more 
experienced men begin in the office, become familiar 
with catalog files, routine paper work. They make 


up own price books in conformity to set standards. 


On his own, the salesman is thoroughly acquainted 
with and has confidence in the house, and the house ° 
with the man. Training has made him aware of all 
factors going into sales distribution product knowl- 
edge. records, adjustments, credit. Simple account- 
ing keeps score for him. It is often surprising with 


what bounds sales will now grow. 
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Sales School 


Machinery for a continuous sales education program is often used now to 


new “orders of the day’’ under swift-changing defense conditions 





WV en the country’s hurry-up call goes out to industry, 
conditions change often and fast, making it necessary for 
not only the supply house itself but all of its individuals 
to be posted and ready to shape service in whatever 
direction events may require. This means that manage- 
ment must get to the individual workers often with its 
new “orders of the day” and territorial objectives. 

To do this is simple when, as in the case of Syracuse 
Supply, there already exists the structure of regular 
“school sessions” attended by “officers” and “privates.” 

Perhaps the keystone of this system’s success is that 
the distributor has first placed the responsibility for the 
operating instruction on his own shoulders, where it 
rightfully belongs. With the reins in his own hands, any 
distributor can give to his sales meetings the planning, 
balance, and coordination necessary for success. Inci- 
dentally, that’s how the manufacturer prefers it, too. 

Sessions are held twice each month, from September 
through May, on Friday evenings. There are two sessions, 
one in the “primary grade” for younger men (counter 
sales, shipping, etc.), the other an advanced class for 
department heads, members of the engineering depart- 
ment and territorial salesmen. 

Primary meetings are presided over by an executive 
of the company and usually placed in the hands of a 
department head who conducts a clinic around some 
product or products within his group. Advanced meetings 
usually feature a presentation by a manufacturer’s man. 

First stage of planning is the schedule of subjects to be 
covered, made up well in advance of the “semester’s” 
opening in September and kept at least three months 
ahead through the year. Salesmen have a voice in selecting 
the product groups and topics to be given attention. 
Management takes a hand, too. Lines that are not coming 
up to sales budget expectations receive special attention. 

Company preference for the individual to address the 
meeting is the regular representative working in the terri- 
tory, although his sales manager, product engineer, or 
other company official are cordially welcome. The territory 
representative is the key man, actually considered a part 
of the distributor's family. 
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Control of the meeting stays strictly within the hands 
of the company. “We want to cover the ‘what, why, how 
and who’ of selling.” they say. “We must know the benefits 
that particular line of equipment has for our customers, 
why it has these benefits and who has already taken 
advantage of them 


which means case histories of some 
satisfied users.” 

Each “student” has his own sales school notebook which 
follows the above pattern page by page. The speaker who 
deviates from it is likely to be politely but firmly called 
back on the track. 

There is an informality with a purpose to it. Interrup- 
tions to ask questions are frequent. Each question. with 
its answer, contributes something tangible to the sum 
total of information. 

The Simonds Saw session of January 31 serves as an 
illustration. Stamping the company’s control, Sales Man- 
ager Torell (shown above) presided and set the stage for 
the visiting manufacturer's men in his introduction that 
considered the combined prestige of Syracuse Supply 
locally and Simonds Saw nationally. Further, he pointed 
to sales gains on this line in 1940 (250 per cent on paper 
machine knives) that far surpassed normal expectancy 

and the reasons: Effective circularization by the manu- 
facturer, adequate stocks, prompt deliveries and real 
service by the house. “The way is all paved for you 
before you ever get to the customer.” 
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Product analysis was in the hands of Phil Jackson. 
Simonds territorial representative. As if talking to the 
men individually over a desk, Jackson took up the 
various items in the line. Why do saws become rim- 
bound, develop cracks? What’s the answer for customers 
who have this complaint? Why are cross-cut, rip and 
planer saws made the way they are? The many plants in 
the territory engaged in defense work that have a special 
job to do—and how to help them do it with Simonds 
products. “If you fellows will seek out these jobs, we'll 
help you where you need help.” 


SALES AND SERVICE at SYRACUSE SUPPLY 


Harry Tobin was there from the Simonds factory to 
report on the promotion job, explain what it was intended 
to do and how it was fulfilling its function. 

Meanwhile, executives are interrupting from time to 
time with questions drawing out Jackson on points they 
think it important for the men to understand. The rotary 
shear is introduced. Who makes the machine tool on which 
it’s used, Torell wants to know. Fred Scott's wide knowl- 
edge of machine tools provides that answer. The men 
make a note to look for such types and makes of machines 
as a lead to rotary shear business. Big hacksaw blades 
are currently in demand. Merle Pabst has had a $700 
order from a local customer and Jackson calls on him to 
tell the group how he helped that customer's production. 

Vessey asks, “Why are our high speed steel knife blades 
about 80 per cent higher in price?” Jackson explains that, 
because of less wear, fewer grindings are needed and. in 
actual tests, these blades have about six to eight times the 
life of the cheaper blade. A week later the reason for 
Vessey’s question pops out in a call on a box beard 
manufacturer. 

“Your knives are too high for me,” says the customer. 

“In first cost, perhaps. But if they last six to eight 
times longer, would that interest you?” 

“Sure would. Is that really true?” 

“Try just one set of blades and find out. If Pm wrong 
we ll make good.” 


“If you're right. we want those blades from now on.” 
¢ 








MORE 


are asked for by Vice-President Percy Ridings. 


ACCOUNTS 


“We're getting volume business now, but are we get- 
We'll have to spread 
ourselves a lot wider, serve many more than we are 


ting it from too few accounts? 


now before I'll be satisfied that we are ready for 


whatever lies in the future.” 


SELLER’S MARKET SELLING 
. is discussed by President Fred Scott at the 
Simonds meeting. “Remember it’s not that we've 
suddenly become good. Selling conditions are favor- 
able. Let's not forget the little fellow and the old 
standby customer. 
tive effort. 


The country needs every produc- 


When this is over. we'll need them, too.” 
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SALES SCHOOL 





Different type of meeting was the Paasche Airbrush 
session on February 26. The men had been getting requi- 
sitions here and there for spray equipment, but it wasn't 
carried in stock and Harry Willson, from the factory, was 
there with Walter Geisser, territory man, to see if some- 
thing couldn't be done to tie Paasche products into the 
Syracuse Supply group. Not personally acquainted with 
the men, Harry had a barrier of reserve to break down. 
but after a rapid-fire report on the product, the standing 
of the manufacturer and the infinite applications in every 
sort of industry. the men were thinking fast in terms of 


their own customers. 





The feel of if convinces Ken Hoff that Walter Geisser 
“has something” in the Paasche line. The experience of 
doing a little spray painting may have helped when at the 
end of the meeting the salesmen voted to string along with 
Harold Torell and put in a stock of Paasche equipment. 
The decision was theirs to make. Syracuse Supply gives 
its salesmen a strong voice in the selection of products 


and lines it carries, 








The “Primary Grade" meeting of February 28 was 
typical. Harold Torell led it off with a report of what the 
company has done to prepare itself for taking full part in 
the defense program. * Almost 80 per cent of the orders we 


handle are involved in vital war business. You are just 
as important, for the service you can give here, as if 
you were soldiers in the Army. (Five of the boys are 
already in service.) As for the future, we can foresee a 
time when orders will be scarce, when, to get through, 
each one of you must be able to do his job better, faster. 
Sales technique and teamwork is what you will need then, 
and should be developing now.” 

This is Dana Lincoln’s night to explore the uses for the 
contractors’ tools and equipment in his department ( Dept. 
17). He has a mimeographed sheet for each of the 
“students.” It is the hypothetical case of the John Doe Co., 
which has received a contract for laying 3500 ft. of 24-in. 
sewer pipe in Cortland, starting at the river and proceed- 
ing north on Main Street. Facts pertaining to construction 
are given, as is excavating data. There follows a list of 
nearly 40 items that this contractor will need on the job. 

Instantly Torell asks. “Do we stock all of these tools?” 
“Yes.” 


21 hours time or less.” 


is the answer. “or if not. we can have them within 


Contractors are keen for saving time, says Dana, and 
it’s important to stay awake when dealing with them, for 
the sales possibilities are great. One example, the fact 
that this sewer-ditch begins at the river means that some 
of it will be dug below the water level—indicating the 
need of a pump. What kind and type and probable size 
would this job suggest? 

Each of the products on the list is taken up and 
discussed fully in its turn. “Picks.” says Lincoln. “I 
suppose everybody knows what picks are, so .. .” But 
Torell asks, “What pick do we stock? Who makes it? 
Why do we stock it instead of some other? What weight 
pick is ordinarily used by a contractor for work of this 
kind?” 

Its that way all through, Lincoln explaining the prod- 
ucts. Torell insistently breaking it down to the lowest 
denominator. Dana Grady, an experienced outside sales- 


man sits in to give the benefit of his knowledge. 
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Missionaries 





EARLY BIRDS 


. + + get the best reception in the 
supply house. Salesmen have a 
moment for them before starting 
on their territories, schedules for 
future trips together can be worked 
out. Here are Earl Hardy (Key- 
stone) (extreme left) and J. S. 
Jeffrey (Osborn) (extreme right) 
with salesmen Vessey (fore- 
ground), McGavern (standing) 
and Hoff (on the telephone). 


Tose YEARS which have been invested toward working 
the bugs out of the manufacturer-distributor relationship 
are paying big returns today when the sales team of the 
distributor’s salesman and the manufacturer’s missionary 
man are working in unison to aid hard-pressed industry 
in every territory. This team is most effective where the 
distributor has determined just what is needed from the 
missionary, how he can best work with his men, how 
generally he should conduct himself in the territory. 
Syracuse Supply is one of those firms which utilizes this 
important effort successfully. 

The same laws of conduct that apply to Syracuse Sup- 
ply salesmen in the field apply also to factory men who 
visit the firm’s territory. This means, sell service pri- 
marily, place the customer’s interest first, avoid high 
pressure, sell on the genuine merits of the product. 

The salesman. being the boss over his own territory. 
has full responsibility to say which factory men are most 
needed to help him. A new man will be taken by the 
supply salesman and introduced to the buying factors 
with the key accounts as a matter of common courtesy. 
Afterward, he may sit down with the local salesman who 
will help him make out a schedule of operation during 
his stay, outlining whom to see, what to talk about. After 
that he is expected to make his calls alone if that proce- 
dure seems best. 

Since everyone in the supply house is serious about 
his work, it is assumed visiting factory men are equally 
serious. The occasional one who soldiers on the job (a 
practice that has rapidly been corrected during recent 
Without the confidence of 


the supply salesmen he fails to win their cooperation. 


years) receives short shrift. 
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The time of visiting missionaries is not wasted on 


routine calls, Sometimes, when starting out with a new 
item, the local salesman goes along to learn more about 
the product and how to present it. Otherwise, the mis- 
sionary is steered into those plants and shops where 
special help is needed. where specialized knowledge of 
products in his line will help some customer solve a 
knotty problem. In these days there is much for him to 
do in these plant consultations. 

Many of the missionaries visiting Syracuse Supply 
have been in the territory for years. By now they have 
learned and adapted themselves to the operating prin- 
ciples of the house. Seldom are any of them seen about 
the premises during the working day, unless one calls 
to consult with a company executive about a particular 
matter, or to check on results with the department head 
charged with responsibility for pushing his product. 

Very little of his time need be spent in “selling” his 
house. All that was covered before his line became a 
part of the “family.” He also knows that many customers 
of Syracuse Supply will accept his house and product by 
that same token. 

The supply company endeavors to play strictly fair with 
the missionary. His suggestions are listened to, his ad- 
vice is sought—and they don’t go over his head to the 
home office on matters that can be handled man-to-man. 


work 


the supply divi- 


Approximately 55 factory trained specialists 


regularly at stated intervals with 


sion. Many others make casual calls during the year. 
Giving direction and guidance to this wealth of specialized 
talent is considered at Syracuse Supply a very important 


function and one meriting serious attention. 


~~ Precurement Specialists 


Grouping 40,000 items into five departments has produced specialists whose 


fund of knowledge renders important service daily to industry and the country 
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BP io UREMENT is a two-dollar Army and Navy word 
referring to the commonly performed mill supply job of 
“getting the stuff” hook or crook the 
possible delay. 


by 


with least 


Procurement is much in the headlines these critical 
days. Unquestionably it is an important factor now in 
the nation’s destiny. But not generally known is the fact 
that, behind the unpretentious fronts of a thousand mill 
supply houses procurement has been brought to the status 
of an exact Today the diversified knowledge 


possessed by these back-of-the-scenes mill supply special- 


science, 


ists is rendering the country an enormously important 
service, day and night. Many a cantonment has taken 
shape in record time, and many a setback in production 
avoided because a nearby mill supply house had people 
on hand who knew how to get action when specifications 
had to be changed or when deliveries were delayed. 

\ country that developed until a mere listing of its 
manufacturers required a book a foot thick. needed also 
to develop a rare type of man who could carry in his head 
an incredible amount of knowledge about those manufac- 
turers. The industrial distributor took over that responsi- 
bility and has carried it out thoroughly, supplementing it 
with modern library practice, Syracuse Supply Company 
has five men who divide the hundreds of mail and tele- 
phone inquiries which come in each day. (These are the 
department heads. or product group supervisors referred 
to in “Sales Control.” 


This battery of bottleneck openers and delivery-tang 






HEART OF A SYSTEM 


that makes for speed without con- 
fusion in handling telephone inquiries is the 
Kardex stock control, operated by four 
workers who keep count on 40,000 items. 


up a “sphere of influence” in which each man could 
expand his knowledge is bearing fruit. Over the telephone 
comes many an expression of amazement and apprecia- 
tion from customers who asked for—and got—what they 
thought was the impossible. Doing the impossible is in 
the routine of the day’s work for the supply house 
procurement experts. 

In addition to that service, of course, is the invaluable 
advisory help rendered to customers who are stumped 
for specification details in making up requisitions. “Tele- 
phonic encyclopedia” is an apt description of the desk 
\ file of more than 180,000 catalogs, data books. 


charts and treatises on industrial supplies, tools and 


men. 


equipment is something to pose an expert librarian, yet 
these unsung mill supply men know where to start look- 
ing for something and how to get it. Industry is begin- 
ning to conclude it’s a good thing somebody took the time 
and trouble to learn well all the things they know. 

The voice of every purchasing factor in the territory 
is as familiar to the department supervisors as is his 
face to the outside salesmen. Most buyers now have their 
favorite contact within the supply house and their calls 
ceo to him. There is no ironbound rule that a man can 
speak to the caller only on the products coming under the 
head of his department. In most cases he is able to answer 
a question or write an order for products in any of the 
other groups. It is only when the problem is too tech- 


nical that it is turned over to the man formally in charge. 


le In such case, the reference may also come from. the 
unscramblers is having its daily baptism of brimstone counter sales department. the engineers or the outside 
now. But the company’s long-established polic v of setting salesmen. 
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Orders that come in by phone for items that are in 
stock are written up on an “S” order form which auto- 
matically makes four copies. (One for shipping and bill- 
ing. two and three a tally to be signed by the customer, 
with one returned, and four the file copy). Rush orders 
get a red ticket, but this practice is limited so that the 
red ticket will not eventually become meaningless. 

Speed is the watchword of putting orders through 
and the house prides itself on the shortness of elapsed 
time between receipt of an order and sending it on its 
way. The usual procedure on handling an order is this: 
(1) “Look over” by Harold Torell. (2) Credit approval 
by Frank Swanson. (3) To the Kardex stock control and 
checked for items on hand or not in stock. (4) Desk men 
check prices and edit specifications for proper entering. 
(5) To order writing desks from which point order is 
shot to shipping room via pneumatic tube. 

Telephone traffic to the five inside salesmen is heavy. 
There 


are locally listed phones in eight outlying cities, permit- 


(Two girls are on the switchboard constantly.) 


ting customers to call directly to Svracuse without a toll. 
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DESIGN FOR EFFICIENCY 


THIs DIAGRAM makes visual the physical layout 


of administrative offices and routing of an order 


or inquiry described in column at left. Note that 

Kardex stock control system and catalog data 

files are close at hand for all of the inside sales 

staff. 
Kardex control incorporates the following 
data for every item carried in stock: 
Complete perpetual inventory — physically 
checked not less than once annually. Com- 
plete, accurate description of item. Cross 
reference to comparable or similar items. 

Quantities—On hand, on order, in transit, 
running total of current year’s sales, total 
of previous four yearly sales, direct fac- 
tory shipment sales, suggested stock mini- 
mum level, standard packages. 

Prices—List prices, current and previous, 
cost discount, quantity purchasing differ- 
entials, competitive prices. 

Other Purchase f.o.b. point, freight 
rate, (on master card) listing of sales of 
unstocked items. 


data 


Vaster requisition—Half of upper card re- 
movable and when given to Purchasing 
is copied with quantity required on pur- 
chase order form after suitable review and 
approval. Returns to its place in Kardex 
with copy of purchase order. 

Purchasing department’s constant review of 
Kardex record serves as guide to prompt re- 
plenishments and stock increases, results in 
listing all “slow movers” regularly and handing 
back the list to the Sales Manager. 
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Dean of the department as well as of the entire supply 
house is Frederick T. Sibson who, 39 years ago, began 
running errands for F. B. Scott, Sr. After successive jobs 
as receiving clerk, shipping clerk, stock clerk, and floor 
salesman, Fred set up the first order desk on the ground 
floor about 30 years ago. Through the maze of general 
mill supplies Fred can step with assurance. Back of him 
is an enormous rack of manufacturers’ catalogs which he 
frequently consults. Even so, no matter what the customer 


wants, Fred’s average time is two minutes or less per call. 


In the division of contractors’ supplies and equipment, 
the problems of I. Dana Lincoln are, perhaps, different 
from those of his associates, but none-the-less as rigorous. 
“The usual contractor,” says Dana, “waits until he’s on 
At this time of 
the year, Dana gets called downstairs often to help out 


the job, then needs everything at once.” 


one of the floor salesmen who is dealing with a construc- 
tion man wanting everything in the book. It’s Lincoln’s 
job to keep his inventory abreast of construction activity 
in the territory. Frequently Syracuse Supply gets to the 
contractor even before he has bid. Contractors coming 
in from outside get a letter describing the service and 


facilities of Syracuse Supply. 


14 


No day in the life of Jerry Thompson ever passes but 
that he gets a number of orders for materials he knows 
the customer has specified incorrectly. His associates 
testify that Jerry can look at an intricate tooling blue- 
print and smell out a “bad bug” if one exists. The list 
of products in his departmental group is long and there 
are many technicalities involved. Jerry has that confident 
bedside manner which assures the customer-patient he is 
in the hands of someone capable of handling the case. 
He has trained himself to be a meticulous editor of orders. 


SECRETARY-LIAISON 
. . between salesmen, department supervisors and 
sales manager is the job ably filled by Miss N. 
McMullen, who came to Syracuse Supply in 1910. 
She makes up salesmen’s call lists, account books. 
codes all sales. handles their reports and troubles 
when Harold Torell is away from his desk. 





Inquiries and orders for power transmission equip- 


ment and materials handling products pass through Ray 


Dunham, whose nature is never ruffled despite the exas- 


perations of present day conditions. 


neered jobs himself. In time, lines grew, the house began 


to handle more complicated jobs and the engineering 


department came into being in order to better serve the 


enlarged sales and service demands in the field of larger 


installations. 


Years ago, before 
the engineering department came into being, Ray engi- 


The importance of the desk man’s job is fully under- 
stood by all of them, but none more than Ed Francoeur, 
who presides over Department 16 (basic metals, sheets, 
copper, brass, etc.) “When a plant calls to say that if it 
fails to get a certain amount of copper by the following 
Tuesday, 700 men will be out of work,” explains Ed, “that 
puts it right up to you. Right now we have a new problem 
helping our customers select some practical substitute 
for aluminum which must be conserved for strictly de- 
fense uses.” 


SUFFICIENT PERSONNEL 


so that work doesn't pile up 


delay of orders, is 


Syracuse Supply. 


"< Ss La 
, causing 


always maintained at 


As the 


load increases un- 


der the impact of Defense, more are added 


to the office staff. 
board operators, 


Reed, 


Leona 


At left are the two switch- 


Rowe and Louise 


whose pleasant reception gives the 
right start to hundreds of 


right is Bill Mahagan, 


calls daily. At 


breaking in at a desk 


job, devoting most of his time to products 


in Jerry 


left to right, are 


Thompson's department. 


Below. 


Carl Asmus, Betty Slahor 


and Josephine Mondo, all carrying on im- 
portant work today in the Service Depart- 


ment, following progress of back orders. 
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Counter Sales 


Service station for customers who need things in a hurry, the ‘‘store’’ also serves 


as show-place for the company and training camp for future salesmen 











COUNTER PATRIARCH 


. is able Tom Sidley, store manager, who here prac- 
tices his own preaching by quizzing a customer on ap- 
plication of this special grinding wheel, planning a 
follow-up with suggestions on related items. Under 
Tom are six counter men. Sixteen years with Syra- 
cuse Supply, 15 in his present job, has amply quali- 
fied Tom Yo be a good housekeeper for the 40,000 
items in his charge. 


W 
HEN PLANTS A 


from peace-time to war-time production, adding new men, 


EXPANDING, being changed over 


training others in special kinds of work, business in the 
display and salesroom of the supply house picks up 
tremendously. Here may come the harbinger of the news 
that a local contractor is building a new plant or addition 
(a type of customer who demands and gets special con- 
sideration). Here may enter a youngster seeking the 
necessary first tools to begin his apprenticeship as a 
machinist. Here the young salesmen-in-training who man 
the counters must have sufficient acquaintanceship with 
the products on the shelves above their heads to render 
intelligent, quick service no matter who comes with what 
problem. 

The ground floor salesroom of Syracuse Supply might 
well display a sign reading, 

“Over these counters our best salesmen 


first faced a customer.” 
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FIRST DAY 


. as a counter salesman (after a month in shipping 
and receiving departments) found Frank Koelb] writ- 
ing up an order. An expert tool maker, Frank served 
many years as field representative for a prominent 
precision tool manufacturer. Already both inside 
and outside men are making use of his tool knowl- 
edge. Clean jacket is furnished each week by the 
company, his name inscribed over pocket. 


It has an important place in the sales promotion pro- 
gram because of its effect in giving many a customer a 
new and greater idea of the scope of Syracuse Supply 
service and facilities. 

Under the guidance of Store Manager Tom Sidley, and 
head shipper Harry Schuttler, new recruits (after going 
through the shipping and receiving mill) are carefully 
trained to know the location of every stock item, discuss 
related product groups, handle themselves well and advise 
customers competently. The new man on the floor spends 
his first month pushing a four-wheeled truck about, 
replacing items that have become depleted on the shelves. 
This teaches location of items. When the store fills with 
customers, as it does in the early morning and late after- 
noon, he tries his hand at waiting on trade. 

Tom Sidley watches for signs of growing confidence in 
the new man, and as he begins to take hold, a special sec- 


tion of related products is turned over to him. His respon- 
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BIG ORDER 


. + but experienced Clarence Sibson assuredly 
clinches the sale of a bandsaw. For a man who 
majors on grinding wheel specialties, this may seem 
out of his line. But regular attendance at sales school 
and a knack for asking intelligent questions, devel- 
oped in his ten years on the floor, enables Clarence 
to pitch in wherever he’s needed. 


“SOMETHING MORE” 


. is what young Doug Jones tries for on every order 
and he had his first taste of success shortly after com- 
ing on the job when a customer asked for a single 
wrench and eventually walked out with a tool box 
and full kit of tools. 


sibility is to watch stock in that section, make certain 
plenty of literature is available on the counter, absorb 
as much information as he can about the manufacturers 
of these products, as well as the applications in industry. 
He comes to work in close harmony with the department 
specialist on these lines. 

In time a counter man becomes something of a special- 
ist on certain products, yet he is not confined to any 
definite section of the store. He works behind all counters. 


handling each customer as he comes in. He handles “will 
call” orders that come in by mail or telephone. (These 


are sent down by pneumatic tube from the desk salesmen 


and filled by the man nearest the tube at the time the 


order is received.) 


The customer who requires special help is turned overt 


to Tom Sidley or the floor salesman best able to give 


advice. If it's beyond these two. the department head in 


whose group the particular product falls. is consulted. If 


DOWN THE ALLEY 
... for efficient Harold Wood is this customer's order 
for a set of matched V-belts. Harold probably knows 
all about the job and has spoken for sheaves, pulleys, 


bearings too. Besides these lines, he also handles 


welding equipment. 


business 25 years, with Syracuse Supply 14. 


Harold has been in the suppl 
















it concerns a new installation, or special type of applica- 
tion, one of the company engineers is summoned. Any 
customer entering the store is assured of complete 
information and the best possible advice on his problem. 
He goes away with a respect for the competence of Syra- 
cuse Supply to serve him over the long pull. 

It's Tom Sidley’s belief that the customer who appears 
at the store is already of a mind to buy something in 
particular. The trick is to toss out a few leading questions 
concerning the use the customer plans to make of the 
product, often opening the way to sales on related items. 
It’s simple, Tom thinks, to get a customer started talking 
about the job he’s doing. Customer quizzing has become 
valuable to house and customer alike. It has paved the 
way in many cases for better understanding of the 
customer's problem and frequently results in sending to 
the customer’s plant a field man who can be of still 


further assistance. 
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Soundly schooled in practical knowledge of things mechanical, these ‘family 


doctors'’ are in demand for consultation on defense change-over problems 


T HE BEST GAGE of the extent to which Syracuse Supply 
salesmen are participating in the defense program is their 
averages of daily sales calls. As their assistance has 
become more and more in demand by plant men involved 
in changeovers to war basis production, each visit is a 


little longer and their daily calls. which once numbered 


from nine to twelve, have now slipped to five or six. There 


is much to be proud of in that fact. It backs up something 
which has often been rumored but never definitely proved: 
That supply salesmen actually do occupy the position of 
“family doctor to industry,” that industry does lean 
heavily on their unique scope of practical knowledge 
about thousands of produc ts and the application of those 
products in as many ways. Industry never leaned heavier 
on them than it is leaning now. 

It is a basic rule of Syracuse Supply Company that its 
outside salesmen must know power transmission. They 
may not all be graduate engineers, but they can correctly 
he called engineering-type salesmen. 

“That is the keystone of the business.” says Harold 
Torell. “Power and speed are the two factors always 
encountered in the operation of every piece of equipment. 
With a thorough knowledge of correct power transmission 
and application as a foundation, one will learn other 
things more readily.” 

Territories are determined with an effort to assign to 
each man a prope! share of the big and the little accounts. 

In general, Syracuse Supply salesmen have these char- 
acteristics: alert; good-humored; of broad interests but 
leaning, of course, to the mechanical; living comfortably 
as family men: good appearance; at home in any kind of 
company; well-acquainted with their customers but never 
over-familiar. Those who work out of Syracuse check in at 
the office at 8:30 in the morning and go out to begin 
making calls about nine. Calls end about 4:30 and the 








DANGEROUS ACCIDENTS 


. occurred frequently on this drive at National 
Cellulose Co., Baldwinsville, until Salesman S. N. 
Vessey recommended 30-in. 10-ply rubber belt operat- 
ing from 350 r.p.m. water wheel to main line shaft 
driving five beaters. Belt travels at a speed of about 
1000 f.p.m. and the pull is on the top. With Vessey 
is Chief Electrician Charles Green. 


men come in once more to make a final check-up before 
going home. Healthy, mildly boastful, keyed-up, their 
counterpart is found in every American city, found not 
at all in any other country. 

Insofar as possible, salesmen try to make a regular 
routine of calls so that busy men in the many plants 
will know what day of the week to expect them, and be 
ready at that time with such problems as may require 


discussion. 
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FASTER PRODUCTION 

is imperative today for the manufacturer of 
machine tools, and plant equipment must be the 
best obtainable. Genevieve Edlund, left, president of 
Edlund Manufacturing Co., and Carl Bowen, super- 
intendent, consult with Salesman Merle Pabst, ask- 


ing his help in suggesting items from the catalog. 
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GRINDING WHEELS 


. are getting tight, Pabst tells Carl Bowen. Edlund 


superintendent, so his advice is to stay six weeks 
ahead of them. Plant men follow such advice faith- 
fully. are grateful to the supply salesman for keeping 
possible 


them informed on and prepared for 


shortages of the future. 


TOO, TOO CLEAN 
. Was the impression a power plant engineer had 
of J. P. Jones when he made his first industrial call. 
To lick that prejudice, “J.P.” grasped the engineer's 
grimy paw heartily, stripped off his coat and 


proceeded to fire the boiler like an expert. 





ENTIRE CHANGE-OVER 


. and modernization of drives was the job given to Vessey and the 
Syracuse Supply engineers by National Cellulose Co., Baldwinsville. 


manufacturers of facial tissues. 


Vessey have his say about the two motors that drive through silent 


chain to a vacuum pump and Jordan engine: In the process of change 


over, a 25 cycle operation was changed to 60 cycle. 


chain drives and, in some cases, direct connected units. 


SIX YEARS 
. and no complaints is the record for this unit con- 
sisting of a 50 h.p. 1750 r.p.m. enclosed electric motor 
operating a hydraulic coupling with a possible speed 
variation of 3 to 1, which in turn drives silent chain 
to Butterworth calender. Master Mechanic Robert 
Shirley of Oswego Shade Cloth Co. says “Okay.” 


Chief Electrician Charles Green lets 


All new motors 
were furnished, with flat composition belts, silent chain drives, roller 


” 
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LOTS OF PROBLEMS 

. were encountered in the engi- 
neering of this variable speed 
drive, which has a 7}-hp. motor 
with a 2-1 ratio (1200-600 r.p.m.) 
to a speed reducer. and a roller 
chain drive from the reducer to 
calender roll. But Andy Justu- 
son of the Sitroux company stands 
back of Vessey and swears his 
satisfaction with it all. 


CONSULTATION 

between Purchasing Agent 
Walter Krowick, General Manager 
Otto Bachman and Salesman Ves- 
sey at the Sitroux paper mill finds 
the visiting salesman listened to 
with as much 
and respect as either of the others. 


or more— attention 


DIESELS FOR DEFENSE 
. . were called upon at the Dileta Machine Works, 
Fulton, N. Y. Vessey studied the problem presented 
by an overloaded water wheel generator and recom- 
mended this equipment direct connected to a 90 kw. 
generator outfit. Greater productivity was the result 


Plant Superintendent Loomis wanted—and got. 





ASSURANCE 


based on sound engineering knowledge sends 


Salesman C. L. MeGavern into the purchasing agent's 
office with an air of true confidence. 


CHANGE-OVER 


... for this big punch press from original belt drive 


off line shaft to individual V-belt drives, was made 
at suggestion of McGavern. 


Plant Superintendent 
Jerry Hourin points out reasons for approving the 
setup. 


THE PAY-OFF 
is made by the equipment itself, says Jerry 
Hourin, superintendent. Capacitors were installed to 


correct overall plant power factor and are saving an 
average $50 monthly in power bills. 


34° BELOW, BUT 


Salesman Mel Rice gets through to the Army’s 


new cantonment at Pine Camp, N. Y., bringing Syra- 
cuse Supply service right to the door. 


In the back- 
ground are seen a few of the 800-odd buildings that 
were erected in jig time. 


REGULAR CHECKUP 


of current needs is made by C. A. Everett, pur- 
chasing agent for J. B 






Wise Co., large plumbing 
specialties house in Watertown, as Mel Rice stands 
by to make frequent suggestions. 
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FILTRATION PLANT 





. costing $2,500,000 went together with the use of 
many items from Syracuse Supply. C. G. Hart, super- 


intendent, has just received Dana Grady’s survey 


recommending lubricants, packings, protective paint. 
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EVIDENCE 
. of good work well done is recorded on Salesman 
Dana Grady’s camera to catch the interest of contrac- 
tors on other jobs. 


FLOOD CONTROL 
in the $6,000,000 Whitney Point Dam project, 
THROUGH THE WINTER dumped a big one in Salesman Grady’s lap. It meant 


months of living on the job. John Sawyer, general 





. work has progressed on a major grade crossing superintendent, checks off a new list of needs for 


job under George Hockensmith, chief engineer, who Dana and Syracuse Supply to fill 


here checks with Grady the list of requisitions for 







further needed tools. | 


THE WHOLE BOOK 


was bought by contractors for this $3.000.000 


’ 





grade crossing elimination job. Chas. Mallis. assistant 








general superintendent and George Hockensmith. 


! 


i% : 
chief engineer, relied on Dana Grady who serviced a ‘aa 


the job from its inception. 


EVERY MONDAY 
salesmen trudge 


books 


. Syracuse Supply 
out to their cars with price 
brought up to date over the week-end. 


Here’s Ken Hoff with his. 


KEN ENGINEERED 


roller chain and sprocket drive on this job 


Plant makes special braided wire for industrial uss 
Lubrication 


equires specially designed equipment. 
troubles existed and Ken’s right answer won 


order for lubricants throughout the plant. 


TROUBLE 
ves, gear on this 2-hp. vari-drive 
motor was chewed up, but Ken Hoff 
looks over the situation with Chas. 
Harper. left, and makes a satisfactory 


recommendation. 


SALESMAN’S BURDEN 


in back of car consists of two leather bags con- 
taining price lists, metal cases and cardboard box 
filled with literature on manufacturers 


others, Ken Hoff usually checks literature weekly 


and replaces catalogs given out on calls 
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By rendering service in every phase of plant engineering, effectiveness of the 


entire sales force is raised and business built on larger installations 


THE FIGURE WORK 


. - » Of the sales engineering de- 
partment is done in these compact 
offices. Here are all the applice- 
tion and performance data needed 
to calculate large equipment in- 
stallations—and the men who 
know how to do it. Left to right: 
Cooper, Miss Barrett, Hall and 
Capocefalo. Clinch, as usual, is 
out somewhere in the territory. 


a NDEPENDENT of the outside salesmen, yet a major help 
in their selling, independent of the sales supervisors yet of 
great assistance to them, too, the sales engineering depart- 
ment’s assignment is to handle all sales in which a group 
of two or more products are to operate in combination to 
produce results specified in advance by the purchaser. To 
illustrate, if a buyer orders several items of power trans- 
mission without specifying what service he expects from 
them, the order clears through the regular channels for 
all commodities. In this case the engineering was already 
done by the customer. But if the same order had also 
stated the power load to be carried, or in some other 
way had defined results expected, it would be routed 
right over to the engineering department for a careful 
check before it was filled. 

Not confined to power transmission or material 
handling problems, actually the department is well quali- 
fied in every phase of plant engineering. Many other 
lines common to the mill supply business come in for their 
attention. A few examples—air compressors, fans and 
exhaust systems, heat exchangers, vibration dampeners. 

Likewise the department serves as liaison between all 
divisions on any project which in part requires the 
technical study of a specialist in more than one of the 
several departments to complete the undertaking. 

Many applications of diesel power plants have been 
worked out—one outstanding example is the emergency 
lighting system at the Syracuse airport meeting most rigid 


specihcations. 








The management had a dual purpose when in 1933 it 
organized this department: To increase its business in the 
field of large installations of mechanical equipment. 
while at the same time lifting the effectiveness of other 
members of the sales staff by relieving them of engineering 
detail. The wisdom of that decision is borne out by the 
department’s performance record. 

The staff operates without regard to territorial assign- 
ments of the salesmen and gets their full cooperation 
because of the system of crediting some participation in 
all engineering department sales made to their customers. 
Thus, the two types of men complement each other. Each 
digs up leads and opens up new accounts for the other. 
And because of the sales engineers’ readiness to go out 
with them on technical jobs, the outside salesmen sell 
with greater confidence, and can make larger units of 
sale. 

Many smaller industrial plants cannot reasonably afford 
an extensive engineering force. To such, this service 
assures a competent, practical, assistance. To both large 
and small industrials, these engineers lend invaluable 
aid—in preparing detailed estimates for cost cutting, 
time saving applications of standard products, often in 
ingenious combinations. A surprising proportion of 
these estimates develop into orders. 

The engineering office is well equipped with modern 
drafting equipment and resembles any well organized 
plant engineering department. Many testing and recording 


instruments are in use. 


94 MILL SUPPLIES © MAY, 1941 





NOW, VD DO IT 
like this, Eddie Capocefalo (left) tells Joe 


Cooper and Vic Hall, as all three pore over an 
intricate materials handling layout. The drafting 
board is the scene of many informal discussions. 





AN OVAL 


monorail system at the Lowry Tool and Machine 
Co. moves dairy equipment parts to the Bonderizing 
vats, thence to a paint spray booth. Operator Jacob 
Muhl proves Sales Engineer Joe Cooper’s contention, 
for the benefit of Plant Manager Charles Sherman. 
that the svstem saves priceless production time. 


NIGHT WORK 


is not uncommon right now, as Syracuse indus- 


trials press for extra service needed to fill defense 


orders. Like the other sales engineers, Joe Cooper 


is a better-than-average draftsman. 


THIS DRIVE 
has been selling like hot cakes since we put 
yours in, Eddie Capocefalo tells E. G. Ruckdeschel, 
paper mill superintendent at the New York State 
College of Forestry. This special “Syco” drive, de- 
signed by Syracuse Supply engineers, is being widely 
adopted by many paper and pulp mills. 
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A PAIR 
maaan . . . Of chain hoists on an oval monorail system 
BRS r rind i wa. speed Bonderizing operations for Syracuse Supply 
bites us a Sul Co.'s good customer, the Lowry Tool and Machine 
, Co., manufacturer of dairy equipment. 


KNIVES FOR 
the pockets of many Americans are ground by 
: x the Camillus Cutlery Co., using a large group drive. 
: Transmission Specialist Walter Clinch and Jerry 
Hourin, plant superintendent, survey the battery of 
18 vrinders, formerly driven by a single large motor, 
which was changed over to eight group drives with 
six machines each. Because any one of the groups 
can be operated independently of the others. sub- 
stantial economies in power costs have been realized. 
° Each of the eight drives included a 10 h.p. motor, 


two. five-croove sheaves. and five B-section V-belts. 
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AIR) CONDITIONING 


units in process of manufacture must be 
moved with ease and dispatch through Car- 
rier Engineering's big Syracuse plant. J. Han- 
hardt, Carrier plant man, and Joe Cooper 
agree that the monorail and hoist do the job. 


SPEED CONTROL 


for each section of a paper mill machine 


is the feature of the special “Syco” 


drive. 


unique 
The drive provides control over indi- 
sections by means of variable speed 
Capocefalo explains its advan- 


Nicholas 
College 


vidual 
transmissions. 


tages to a user, Ferris, paper ma- 


chine tender at the of Forestry. 


BEHIND 


of Syracuse Supply’s special 


THE SCENES 


“Syco” paper machine 
drive is a wealth of special electrical control equipment. 
the distributor. Eugene Pate, ma- 
York State 


Capocefalo, an expert in all things electrical. 


all furnished by paper 


chine tender at the New College of Forestry, 
concurs as 
waxes enthusiastic over the accuracy of speed control. 
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vertising 


Promotion, budgeted with an eye to its proper place in the sales program, keeps 


local industry posted regularly on the house, products, service 


NEW CATALOG 


on bearings, recently issued, gets off 
on the right foot with striking cover shown 
here. Sample page is seen at upper left, 


= » ave 
opposite page. 


% 
= S EFFORT has been made to establish an advertis- 


ing plan geared to the selling job, suited to the character 
of house and territory. budgeted with an eve to its relative 
position in the total merchandising program. 

Of some importance in the promotion schedule is 
participation in the annual local purchasing agents’ show. 
Syracuse Supply does a good job on this event, and its 
manufacturers come in to give their help. This exhibit has 
long been established and is attended each year by many 
individuals who are purchasing factors in the thousand o1 
more large and small plants throughout the territory. The 
distributor selects a number of products to be given front 
line attention and arranges an exhibit that impresses 
visitors with the scope of Syracuse Supply facilities. 
service and lines. Salesmen come in from the territories to 
assist. The feature is an annual event for this distributor 
and others in the territory who are enthusiastic about 
results. 

Some promotion of its own is sent out by the house. 
but there is a strict rule that a sales message emphasizing 
one particular product must not be sent on the Syracuse 
Supply letterhead. The reasoning behind this is a result 
of a survey among buyers who clearly indicated a prefer- 


ence towards hearing from the manufacturer himself. 


and the distributor's conclusion is that the manufacturer 


is. in fact. the best authority to speak on the subject of 
his own product. Promotional pieces exploiting a particu- 
lar line are sent by the manufacturer after a mailing list 
has been provided by the distributor. The name and 
address of the supply house is used prominently on the 
front page, then the manufacturer gets down to business 
selling the product. 

The firm places an advertisement each month in the 
“Central New York Purchasor,” publication for purchas- 
ing agents in the territory. At the time of the annual 
exhibit, this ad is sometimes a two-page spread. 

Still remembered by many purchasing agents and 
preserved in their data files is the excellent 32-page 
booklet, “Minutes And Dollars,” 


Supply about three years ago. This book was based on a 


issued by Syracuse 


presentation describing the full scope of the service and 
function fulfilled by the industrial distributor, giving 
facts and figures to prove the economy of using distributor 
service instead of buying direct. A fairly inexpensive 
offset job, the book was neatly prepared and its message 
easily understood. 

From time to time stock lists of particular sections from 
Syracuse Supply stocks are prepared and sent to the 
local trade. (Currently the new bearings catalog is meeting 
a good reception. ) 
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TO-THE-POINT 

messages are contained in blotters 
(upper right) and folders (right). The 
Buyers’ Guide, right, neatly lists and prices 
various metals carried. Piece below is 
fold-in insert carried in local purchasing 
agents’ publication, tying in with com- 
pany’s efforts in purchasers’ show. 





SYRACUSE SUPPLY CO. 
Carper & Deas Waecmeest Same: 
TEL 2.9231 
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TOOL gits 
HACK SAWS 
METAL Circular 
METAL BANDS 
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LIKE MANY OTHER organizations who are trying to keep their busi- 
nesses in step with the fast changing pace of American industry, 
we never realized, until the field staff of Mitt Supp ies brought to 
our attention in their survey of our organization, just how much we 
owed our friends in the development of our present day methods 
and organization. 

When the editors questioned us as to the source of certain ideas, 
it was amazing to stop and recall that nearly every one of them 


originated in the interchange of ideas with our factories and cus- 





tomers, and particularly our friends in the mill supply and machine 
tool industries. The ideas were then modified, of course, to meet 
our own particular requirements. 

I feel that any advancement we may have made in any one of 
our divisions is due largely to the friendly cooperation and free 
exchange of ideas so prevalent in American industry. Whether it 
has been one of our customers’ plants, one of our factories or a dealer 
doing a similar line of business, we have had the most open and 
wholehearted cooperation of the executives and department heads 
whom we contacted. Through them we have been able to avoid many 
expensive mistakes which they themselves found out through trial 
and error that only experience would indicate and which they pains- 
takingly pointed out to us. 

To our own department heads goes the credit of keeping an 
open mind and a wholehearted willingness to put into operation these 
new ideas, particularly when some of them had been contrary to our 
older methods which at the time appeared to be adequate and were 


of their own devising. 





Since our organization as depicted is a compilation of ideas 
rather than a recitation of our own acumen, we were glad to 
cooperate with the editors that we might publicly acknowledge our 
gratitude in the hopes that some part of our operations might prove 


helpful to those who have helped us. 
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Tempting Days for Salesmen 


The fat order may have a delivery date hook in it big enough to 


catch the salesman who lets himself become the customer's fish. 


By P. S. OMonuNDRO, Sales Manager, Garrett Supply Co., Los Angeles 





SALESMEN TODAY are facing a more 


serious problem than they did at the 
depth of the depression in 1932. Then 
they had merchandise on the shelves 
to draw from, or could safely promise 
delivery on short notice. The big 
problem was price cutting, which 
could be met in various ways. Today, 
however, stocks of some items are 
greatly depleted and there is no such 
thing as prompt delivery from the 
source. Yet that is exactly the thing 
in which the customer is most inter- 
ested, 

There is a saying that, “You can’t 
he blamed for trying”. and it is not 
unnatural that a buyer will throw a 
large order at the salesman with a 
definite delivery date specified. Of 
course, the salesman is tempted to 
exceed his authority and accept it, 
hoping that by some miracle the de- 


livery date can be met. That is the 
temptation, but I must say that sales- 
men are fast learning to conquer it. 

To assist our salesmen. we issue 
frequent typewritten bulletins when- 
ever there is any change in delivery 
dates. As we specialize in a relatively 
small number of lines, this is prac- 
ticable for us. 

In the case of a supplier furnishing 
a list of items containing changes in 
delivery dates, we do not attempt to 
edit the list in any way, but put it all 
into the bulletin. This constitutes doc- 
umentary evidence, so to speak, of 
what we sincerely believe we can do 
about deliveries. It is presented to 
the buyer to read if he cares to. On 
that basis. six weeks means six weeks 
and four months means just that. not 
what some salesman would think to 


be “about right”, 
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Our salesmen are not now per- 
mitted to accept an order short-cut- 
ting the schedule without first taking 
the matter up with the office. We in 
turn can take it up with the supplier 
to see if there is a possible chance 
that it can be done. Therefore, on any 
large order or in any emergency, the 
rule is, “Contact the office first!” 
While initiative is a grand thing in a 
salesman, these are not normal times, 
and on the important matter of deliv- 
ery it just won't do for the salesman 
to take matters into his own hand on 
the hope of being “50 per cent cor- 
rect’. 

This method has so far kept us out 
of hot water and we have come 
through in the majority of cases. 
Even this, however, is not infallible 
because of other factors entering. 
such as priorities, Every day it is 
getting more difficult for buyers to 
get goods without a priority rating. 
In the Southern California territory, 
priorities were rapidly coming into 
use early this year. Sound buyers 
were looking ahead to delivery on all 
materials, and preference grading 
certificates were generally sought. A 
few buyers working on national de- 
fense jobs clung to the open order, 
but it was readily discernible that if 
the tempo continued as it had been 
in the first three months. priorities 
would become unpleasantly common. 

If a salesman should step out of 
hounds in accepting an order with 
delivery requirements, we at least 
make an effort to satisfy the customer. 
But if the factory comes back with a 
“cant do” notice, the embarrassing 
job of reporting back to the customer 
is one that belongs exclusively to the 


salesman. 
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Three horizontal bandsaws in a special-steel stockroom of an automotive plant. 





Bandsaw Market Grows 


Metal-cutting bandsaws are now found on production lines and all through the toolroom, 


as well as in the toolcrib and storeroom. Here's the lowdown on this growing market. 


By 


Most sTEELS TODAY are alloyed to 
some degree, and year after year the 
steels become harder, more costly, 
and tougher to cut. Hence the metal- 
cutting bandsaw, once used largely 
for toolcrib or storeroom cutting-off 
of bar and rod stock, now finds ever- 
increasing use for cutting other sec- 
tions. Included are stacks of plate 
and die sections to be cut to irregular 
contours, both the male and female 
die sections of some types being cut 
from the same piece of stock. 

These things are possible because 
to the older broad blades have been 
added blades 


profile-cutting some 


only 4\5 in. wide—and special fixtures. 


as well as simple blade-welding de- 


vices built right into the machine. 
These blades waste a minimum of 
stock, can follow any contour. and 
can be welded so readily that they 


can be used quite easily for internal 
sawing. The blade is simply passed 
through a drilled hole and welded up. 


then broken again when sawing. is 
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E. J. TANGERMAN, Technical Editor 


completed. This same ease of welding 
means greater economy of blade steel 
and encourages ready interchange so 
that the operator can use exactly the 
correct blade for any sawing job. 
Blade manufacturers proudly adver- 








Raker 


Straight 
Set 


Set 


Group 
Set 








The three types of ‘'set” 
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tise “12 widths (,', to 1 
gauges, 8 pitches, 3 tempers and 3 
sets.” The operator with that kind of 
a selection to choose from can saw 
anything from the thin gauges to 
heavy die blocks, and from the hard- 
est, toughest steels to plastics. 

But first let’s talk a little about ma- 
chine types. There are really two 
major saw types, the horizontal, and 
the 


commonly quite similar to power 


vertical. Horizontal types are 


hacksaws—the piece to be sawed is 
clamped in a vise and the saw blade, 
instead of reciprocating, passes con- 
tinually around two bandwheels. 
Guides twist the blade so that the re- 
turning side of the blade is well above 
the cutting plane. Vertical types are 
much like wood handsaws, although 
in some models intended primarily 
for heavy cutting there are clamping 
tables, and blades may be twisted 90 
deg. before reaching the cutting plane 
so that the length of the cut-off sec- 


tion is not limited by the diameter of 








UMI 


the bandwheel. Saws intended primar- 
ily for profile cutting may have blade- 
selector and blade-welding devices 
built in, as well as storage room in a 
base cabinet for the 100-ft. coils in 
which such profiling blades are com- 
monly purchased. Even the coil pack- 
ages are designed to hold the coil 
continuously—the user simply pull- 
ing out the end of the coil to snip off 
the required length. Production-type 
saws, on the other hand, usually 
have blade-feeding mechanisms. 
Saw bands are made in two types, 
one with hard edge and flexible back, 
the other with 


blades hardened 


throughout. The first is by far the 


commonest, being used for all sorts 


of cutting jobs at comparatively low 
speeds. The second is used only for 
cutting soft, thin materials at high 
speeds, say 5.000 to 10,000 ft. a 
minute. 

The high-speed blade, also called 
spring-tempered or — Swedish-steel 
saws, are tempered throughout, so 
can be resharpened just as you'd re- 
The blade teeth 
don’t cut out a chip as a_ milling 
cutter or the soft-back blade does. 


but actually wear away the material 


sharpen a wood saw. 


by friction. These blades cut thin 
sheet steel (such as automobile-body 
stock), 
num (such as windshield molding). 


Bakelite, Micarta, Textolite, etc. The 


soft-steel tubing, soft alumi- 





METAL-CUTTING SAWBAND SPECIFICATIONS 





MATERIAL 


Aluminum alloy 
(pistons, moulding) 
Aluminum pure. 
Aluminum sheets. 
Asbestos sheets 
(thin gages, asbestos board, etc.) 


Babbitt. ... 
Bakelite. . 
Brass cast — soft 
(screw stock, red-yellow brass, etc.) 
Brass cast — hard 
Brass sheets and tubing 


Bronze 
(manganese, tobin, etc.) 
Bronze castings 
Bronze moulding 
Builders board. . 


Carbon tool steel. . 
os iron. 
Cold rolled steel. 
Copper..... 
Drill rod. . 


Everbright 
(nickel, copper alloy). 
Everdur. 
Fibre. 
High-speed steel. . . 
ose — canvas and rubber 


Hose — metallic 
Iron bars. 
Iron sheets (under 20 ga.) 
KA2S§ 

(Nirosta, ascoloy, etc.) 
Machinery steel 


Malleable iron 
Metal wood. . 
Mica. 

Monel metal. 
Nickel silver 


Nickel steel. 
*ipe... 
Radiator core 
Rubber — hard 
Slate... 


Structural steel 

**Thin moulding and special shapes 
Transite 

Tubing steel 


straight, G is group or “ wavy. Under 


**Special for sections under 





‘Treen | *SPEED oF 
Pern Set |} Temper | Brape, Fr. 
Incu | } Pen Min. 

12-14 RK B 100-125 
8-10 Ss B 1000-3000 
8-10 Ss > 1000-3000 
8-12 Ss A 150-200 
10-1 RK B 1000-1500 
8-10 Ss 800-1000 
10-14 Ss B 700-1500 
10-14 } RK A 200-500 
4 SorG CG 700-1500 
1-14 | K A 150-350 
10-14 SorkR B 300 800 
i4-18 } S B 500- 1000 
%-12 | 5s A 150-200 
12-14 | RK A | 100-125 
12-14 | RK | A 100-125 
10-12 | OR B 100-125 
8-12 | S | C | 500-1000 
4 | RK A | 100-125 
| 
10-12 RK } A | 150-350 
10-12 R A 150-350 
8-10 | Ss A 300-500 
2-14 | RK | A 90-125 
8-10 SorG « 500-1000 
| 
18-22 | SorG | G 500-1000 
12-14 K B 100-125 
14-18 RK B 100-250 
10-14 RK A 90-100 
10-14 K B 100-125 
12-14 K A 150-200 
14 RK B 1000-2000 
10-12 Ss A 300 600 
10-12 R A 125-200 
18-22 Ss B 150-175 
10-1 R A 90-125 
14-18 RorsS B 100-200 
14-18 RorG B 150-400 
10-14 be] A 150-200 
10-14 be) A 100-150 
10-14 RK B 90-125 
10-12 RK CG 10000 & 11000 
8-12 Ss A 100 200 
14-18 RorG Bb 100-150 


The above re« ommendations are to serve as a guide only. 
Tem 
*CGenerally speaking, the greater the number o 
Uperating conditions vary too widely to make 
Actual operating experience on spec ific machines gives the only correct answer. 

20-gage where flexible saw is preferred over tempered throughout. 


~ » Ais very hard, B medium, and C soft 


all these recommendations without variations 


Under “Set, R is raker, S is 


teeth the lower the speed, and vice versa 
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teeth are hard enough to stand many 
hours of service, but tough enough to 
stand the terrific strain of highspeed 
Then the blade 
sharpened and reset. The “set” or 


cutting. can be re- 
sideboard angle is always “straight”, 
alternating right and left. and the 
But there 


“regular 


temper is always the same. 
are two degrees of set. the 
and the “ 


Pullman”, the latter having 


less top clearance, hence sturdier 
under hard service. 

The common. flexible-back blade 
has far greater versatility, hence is 
made in a number of different tooth 
pitches (number of teeth per inch) 
and in three “tempers”, very hard, 
medium and soft. The hardest temper 
cuts Transite, asbestos sheet, Bake- 
lite, cast iron, bronze, carbon tool 
steel, etc. The very soft is designed 
especially for cutting thin sheets and 
tubing where the teeth in a hard-tem- 
‘shell, or break 
out, as they strike the edge of the 


pered blade would * 


piece being cut. The medium, as 
taking the 
ordinary steels and the regular jobs. 


usual, strikes between, 
Details on selection of temper, as well 
as set and pitch, are given in the 
table. 

There are nine common pitches: 6, 

10, 12, 14, 18, 22, 24 and 32 teeth 
to the inch. The same rule applies 
here as with a hacksaw blade—-the 
teeth must be fine enough to keep at 
least two teeth in the work, yet coarse 

(Continued on page 208) 





A typical vertical bandsaw, in which the 
blade is twisted 90 deg. for cutting. The 
entire machine head is fed into the work. 
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Next 60 Days Critica 


Defense Plants Roar... 


. . - but are still far below the peak. O.P.M. stresses 


urgency of the situation and insists on greater effort. Grants 


priorities sparingly so as to preserve their effectiveness. 


As INDUSTRIAL DISTRIBUTORS well 
know, the Nation’s defense plants are 
rapidly shifting into high gear. What 
may not be so well known is that 
the Office of Production Management 
is now pushing the accelerator to 
the floor-boards. 

In Washington one gains the im- 
pression that the pattern is set, and 
not likely to be tampered with. When 
and where necessary, the organiza- 
tion will be streamlined, but modifi- 
cations will be in detail rather in 
basic design. And from the mount- 
ing production figures it is evident 
that the American genius for mass 
production is coming through with 
flying colors. As one defense official 
expressed it, there has been some 
lack of coordination but no lack of 
cooperation. 

In Washington there is also a 
greater realization of the seriousness 
of Britain’s military position than 
anywhere else. There, the feeling is 
that American aid to Britain must 
become effective in 60 days. Hence. 
in the O.P.M., orders for British war 
materials get the same priority 
ratings as do American defense 
orders. 


Industrial Supply Section, O.P.M. 


Composed of a distributor and a 
manufacturing executive from the 
industrial distribution industry (H. 
H. Kuhn, president of Hardware & 
Supply Co., Akron, Ohio, and H. F. 
Seymour, vice-president of the Colum- 
bian Vise & Mfg. Co., Cleveland), the 
Industrial Supply Section of the 


O.P.M. has made noteworthy con- 
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To H. H. Kuhn the industry owes a vote of 
appreciation for services rendered, gratis, 
to the Defense Program. Having finished 
his three months’ term, he now returns to 
Akron, Ohio, where he is president of the 
Hardware & Supply Co. He is succeeded 
by Chas. E. Curtis. Present plan is for 
successive distributors to serve three months 
each. 


tributions to the Defense Program 
in applying a first-hand, practical 
knowledge of industrial supplies. in 
determining the actual capacity of 
groups of manufacturers in the in- 
dustry, in pointing up increased pro- 
duction of urgently needed supplies, 
in working with the Army and the 
Navy in simplifying their specifica- 
tions. and in interpreting the value 
of distributor services to defense in- 
dustries. 

Through simplification of products 
and elimination of non-essential 
items in various lines, the Section has 
shown the way to increase production 


from 10 to 40 per cent in supplies 
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Chas. E. Curtis, president of Western Iron 
Stores Co., Milwaukee, went to Washing- 
ton on April 21 to answer his country's 
call. He succeeds H. H. Kuhn as the dis- 
tributor representative on the Industrial 
Supply Section of the O.P.M. His partner 
in this activity is H. F. Seymour, the manu- 
facturing representative, who preceded him 
by several weeks. 


needed by the military. In one type of 
product, which will serve as an ex- 
ample, the Section found from a 
careful survey of all manufacturers 
in the industry that a production in- 
crease of 25 per cent could be 
achieved by eliminating 12‘ per 
cent of the sizes commonly made. 
This increase, please note, did not 
necessitate the addition of any new 
floor space, machinery, or extra labor 
by the manufacturers. By voluntary, 
cooperative agreement the manufac- 
turers of this product all agreed to 
the recommendations, and are now 
realizing this improvement in their 
(Continued on page 205) 
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Rearmament Program 





O.P.M. Gets Distributor Story 


The Office of Production Management is learning all about 


industrial distribution ... the essential services provided by 


distributors, and the raw materials needs of manufacturers. 


FROM MANY souRCES, the Office of 
Production Management is getting an 
intensive schooling in the essential 
services which distributors are 
quietly, faithfully performing for de- 
fense plants, and in the fundamental 
soundness of the industrial distribu- 
tion industry. Being for the most part 
industrialists themselves, O.P.M. offi- 
cials are appreciative of the “fire de- 
partment” type of service which dis- 
tributors render, and are anxious to 
keep supplies moving freely through 
established channels to defense in- 
dustries. 

Most recent of the educational steps 
taken by MILL Suppiies magazine is 
the four-page, two-color section pub- 
lished last month under the title, 
“Distributors Speed Defense Produc- 
tion.” In reprint form, this piece is 
being distributed to all important de- 
fense officials. 

Even more intensive, direct efforts 
to portray the importance of the dis- 
tributor have been revealed by the 
O.P.M. in the form of memoranda on 
various phases of the subjec.. 

One memorandum outlines the 
range of items covered by the term 
“industrial supplies,” tells how manu- 
facturers produce and ship in large 
quantities to distributors, and shows 
that distributors relieve the manu- 
facturer of the immense detail in- 
volved in handling a great multitude 
of small orders, while furnishing im- 
mediate delivery to the ultimate con- 
sumer out of a 60 to 90 days stock. 
It estimates that from 60 to 100 per 
cent of a distributor’s sales are now 


for defense, directly or indirectly, 


and points out that the buyer be he 
a maker of machine tools, tanks, guns, 
or a railroad, arsenal, or navy yard 
can have immediate delivery on any 
number of the thousands of items 
stocked by his local distributor sim- 
ply by giving him a single order. 
To prevent shortages, this author 
proposes that the O.P.M. take steps 
to assure an adequate supply of raw 
materials to industrial supply manu- 
facturers, and suggests that the 
O.P.M. establish a method for check- 
ing both manufacturers and distribu- 
tors at regular intervals on the stocks. 
Another memorandum circulated 
among O.P.M. officials drew an anal- 


ogy between industrial distributors 
and Director General W. 5. Knud- 
sen’s plea for sub-contracting. (On 
March 18, Knudsen said, “Spreading 
the defense job into every available 
plant is the best possible way to speed 
up urgently needed deliveries now, 
and to increase total reduction.” ) 
The writer points out that it is quite 
possible for a file manufacturer, for 
example, to handle quickly a priority 
order for 1,000 dozen files for a big 
aircraft plant, but asks “what about 
small orders from small sub-contract- 
ors and machine shops?” Or how 
can the Navy Yards at Mare Island, 
(Continued on page 203) 


To help Britain meet the menace of Nazi submarines, the U. S. last month placed orders 
for additional shipyards for the construction of President Roosevelt's ugly ducklings. Along 
the Southeastern seaboard distributors laid plans for greatly increased demands for 


ship-building supplies. 
























SALES MEETING in Print 


Some questions on steel and 
steel production. How much do 
you know about them? Can you 
answer 18 out of 25 questions 


correctly? If so, you're doing 


very, very well. If not, you'll 


find answers on page 200. 


1. How does our country’s steel ca- 
pacity compare with that for other 
countries ? 

2. What per cent of the world’s steel- 
making capacity is in the United States? 

3. How our present steel ca- 
pacity compare with that of 1918? Of 
1929? 

4. Has the increase in steelmaking 
capacity kept with 


does 


pace population 
gain? 

5. Was any of 
added last year? 

6. Operations of the steel industry 
have been reported at over 92 per cent 
of its capacity for some months. How 
long can they continue there? 

7. What could the industry produce 
if called upon to operate at its highest 
“practical” capacity in 1941? 

8. Would 86,000,000 tons be enough 
for defense needs, for exports and for 
other needs? 

9. How does that tonnage compare 
with what has been needed for ordinary 
commercial uses in the past? 

10. What does 66,000,000 tons repre- 
sent on a per capita basis today? 

11. What was the rate of steel output 
in 1940 relative to capacity? 


this new capacity 





BERT Yk 
GLUECKSTEIN, 








"The boss never has any trouble learning the truth about products!" 


12. Did steel output rise in response 
to national defense program in 1940? 

13. Was this production for use in 
the United States alone? 

14. How much steel did we export 
during 1940? 

15. How do those exports compare 
with earlier years? 

16. What done with the steel 
made and used in this country last 
year? 

17. Where did the rest go? 


was 


Paste This In Your Hat 
CHARACTERISTICS OF VARIOUS GASES 





Dec. Faun. 
Excess Am 
B.T.U. 

FT. oF 
THIS MIXTURE 


Max. Teme. 


Votumes or Am 
Comsustion 
OptatnaBLe, 
Max. Temp. 
witn 100% 
PER CU. 


Rego. ron ComPLete 





Acetylene 1470 
Natural gas 960 
Ceal or City gas.......... 600 
Coke oven gas 550 
Carbureted water gas* 580 
Lf. Serer 450 
Fuel gas** 380 
Water gas 300 
Producer gas 130 
ee 100 


et ee me STOOD 
WO SON W260 


4200 
3300 
3500 
3400 
3600 
3300 
3500 
3600 
2800 
2500 


2600 
2100 
2200 
2200 
2300 
2100 
2300 
2400 
2000 
1900 





* Oil gas made with air in an internally fired retort or generator. 
** Gasification by Continuous process, using hot coke for water gas, and blow up gas to heat retorts. 
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18. How much 
make a battleship? 

19. Building a “two-ocean” navy will 
take how much steel, on that basis? 

20. How does that amount of steel 
compare with what the automobile in- 
dustry uses, for instance? 

21. How much steel is used in build- 
ing airplanes? 

22. Has there been any change in 
the types of steel used for military and 
naval equipment since 1918? 

23. Is the steel industry dependent 
on foreign sources for raw materials? 

24. Which raw materials must be im- 
ported? 

25. Where do 


from? 


steel is needed to 


these imports come 


Another Matchstick Puzzle 


A hollow square is made up of 24 
matches, in eight groups of three, thus: 


it Wt Ul 
Ill Ill 
il Wt Ul 


Each side, you will note, totals nine 
matches. If four matches are removed 
and the matches rearranged, how can 
the totals be maintained at nine per 
side? Par is 15 seconds. 

(If you go over par, see page 202). 





THIS SERVICE DOES 


THE Sjrade Work” For 


INCREASED BRUSH SALES 


e Osborn is helping you obtain a greater 
share of the existing brush business by 
giving you a complete line of products 
of the highest quality. But we’re not 
stopping there. A new service, known 
as the Osborn Brushing Analysis, is 
now made available to industry. Its 
purpose—to point out new and im- 
proved applications for brushes that 
will save the user time and money. 


A constructive service of this type 
will both create new customers and 
increase the volume of brush purchases 
among present users. In other words, 
it lays the groundwork for sales in 
spots where competition doesn’t now 
exist. From all indications, industry 
is going to welcome “O.B.A.’’—and 
we think you will, too, because it’s 
going to put more brush business on 
your books. 


THE OSBORN MANUFACTURING CO. 
5401 HAMILTON AVENUE + CLEVELAND, OHIO 


Select your brushes by pencil and paper 


@ Here’s a quick way to figure the 
true cost of any brush you buy. Fill 
in your own figures—you'll find it 
interesting and profitable. (The fig- 
ures in brackets are an actual case, too.) 
1. Daily wage of workman who 
will use the brush... $ 
2. Days the brush will last 
3. Labor cost to wear out the 
brush (No.1x No.2)$ ($750) 
NOW, if an Osborn Brushing 
Specialist can prove to you (we said 
prove) that a different brush or a 
different use of it will save 10% in 


($5) 
(150) 


labor (actual savings often run up 
to 50%) you would save 
10% of $750 =$75 every 150 days, for 
each workman on that operation. As 
proven bya large rubber manufacturer. 
That's the kind of arithmetic we'd 
like to figure with you, after an 
Osborn Brushing Analysis of your 
plant. We helped an automotive 
manufacturer cut 80% off the time 


of one operation; a washing machine 
company double brush life; an elec- 
trical manufacturer do a better job 
with cheaper materials. 


There’s no cost nor obligation to 
you for an Osborn Brushing Analysis 
—but there is sure to be a profit- 
making idea in it. Write The Osborn 
Manufacturing Company, 5401 Hamil- 
ton Avenue, Cleveland, Ohio. 








SHARP AND STRONG AS THE 
TEETH OF A WOLF 
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AMERICAN 
WAY 


Our part in this great problem to 
keep the American Way of Life safe 
for the future is to produce metal cut- 
ting blades of quality that will give the 
service required and to work with our 
Distributors in every way. 


It is the American Way by the 
AMERICAN SAW & MFG. CO. 


Springfield, Mass. 





Trend of NUPPLY SALES 
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Orders Orders 
per Volume Averge per 
Sales- per Giles | Work- 

man_ | Salesman 
per Day | Day 


North . : $11,700 
Atlantic . d $12,350 


*Average Month, 


Southern | , : $10,100 
$12,800 


$11,780 
$13,300 


eA 


Jan. Feb. Mar. Apr May JuneJuly Aug.SeptOct. Nov. Dec. 











Western $6,280 | $30.70 
March was by far the biggest month in the history of the ; oe + 
Sales Indicator, as the monthly index jumped up to 222 


from February’s level of 188.8. Simultaneously, all other 


indices moved forward, size of average order to $26.90 Pacific | Feb. | 193.0 9 $5,520 | $32.50 43 
from $26.30, orders per working day to 113 from 98, and | Mar. | 187.5 * $7,100 * | 
volume per salesman to $12,300 from $10,600 (see page 

110). 





% Omitted because of insufficient data. 
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26 160 
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KEEPING UP with Business 


Machine Tool Load Piles Up 
Under Lend-Lease Needs 


Just as it appeared that the pressure 
of new business was easing, the ma- 
chine tool industry is about to have the 
heaviest load in history placed upon it. 
The new program arises out of Britain’s 
needs under the Lend-Lease agreement 
and will strain the industry’s productive 
facilities, now being further expanded, 
for months ahead. Indications are that 
just as many machine tools will be re- 
quired for defense purposes in 1942 as 
this year, when the industry expects to 
turn out $750,000,000 of 
more than seven times normal output. 


machines 


Arms Production Gains 
In Many Lines 


Small arms production is ahead of 
schedule and pressure is being exerted 
in Washington to get three huge new 
plants into operation next fall instead 
of in the spring of 1942. Machine gun 
manufacture is maintained at 
close to the quota set, and so are ex- 
plosives. Preparation for medium tank 
production has been held up deliber- 
ately to give preference to more critical 
items. In the last seven months 784 new 
factories for munitions production (in- 
cluding aircraft) have been started and 
are now 60 per cent completed. April 
aircraft production is expected to show 
a gain over March, when 1,126 planes 
were assembled (compared to 972 in 
February). Biggest expansion has been 
in fighting planes. Engine manufacture 
is keeping much closer pace with plane 
output than a few months ago. 


being 


Ford Strike Hindered 
Defense Tooling Up 


Sitdowns and work stoppages that 
occurred in the Rouge plant of the Ford 
Motor Co. were not so costly in produc- 
tion, yet the disturbances were far 
reaching. The Rouge works, called the 
most highly integrated and diversified 
manufacturing plant in existence, is 
heart and soul of the Ford organization, 
and eventually the stoppage rippled out 
to the farthermost outposts of the com- 
pany. By and large national defense 
activities of the Ford company were 
halted by the strike. All tooling up 
activities on the aircraft engine plant 
stopped, and construction and machin- 
ery installation 


ceased, also. 
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American Chemical Plants 
Ready for War Demands 


That the American chemical industry 
is infinitely better prepared to meet the 
demands of its government in the de- 
fense program today than it was during 
World War I, is borne out in the “Facts 
and Figures” issue of Chemical & Met- 
allurgical Engineering. Our plants, 
moreover, are staffed with a higher pro- 
portion of technically trained men and 
are equipped with better and more effi- 
cient machinery than those of any other 


nation. From 1914 to the peak of war 
activities in 1918, there was a stupen- 
dous growth in most divisions of the 
heavy chemical and organic chemical 
industries. 

But the new demand for chemical 
munitions, particularly explosives, re- 
quires even greater effort than was 
needed during World War I. Estimates 
of explosives required for “total de- 
fense” are based on figuring one pound 
per day of high explosives and one 
pound per day of propellent powder 
for each man in the army. 
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(As of April 19, 1941) 


Volume of the average supply salesman took the sharpest turn upward 
ever recorded by MILL SUPPLIES’ monthly survey, giving him $12,300 
for March ($10,650 in February). This Trend closely parallels the Sales 
Indicator’s movement from 188.8 in February to 222 in March (see page 
109). At the same time, the number of orders per salesman per day 
increased from 16 in February to 19 in March. 


VOLUME PER SALESMAN 


JFMAMJIJ AS ONO 





Orders per salesman per day in March—19 


FIGURES 


Steel activity 
Carloadings 


98.3 
679,808 
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Drop Forged Steel 
Valve & Fitting 
Industry 





‘sie, BELONGS IN 
<3} YOUR FILE! 
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VOGT DROP FORGED STEEL VALVES, FITTINGS AND FLANGES! 


This new 328 page volume of in- 
formative data on Vogt drop forged 
steel Valves, Fittings and Flanges is 
ready to serve you. Use it for up to the 
minute information on the most com- 


prehensive line of drop forged steel 


HENRY VOGT MACHINE CO., In 


LOUISVILLE, KENTUCKY 


ces’ New York, Philadelphia, Cleveland, Chicago, Cinunnats 


A request on your company letterhead will receive prompt attention! 


piping materials anywhere available to 
industries requiring safe and efficient 


handling of oil, steam, water, 








air, gas, and ammonia, at high or & 
low pressures and temperatures, 


in process work. 


C. 





MILL SUPPLIES © MAY, 1941 il 








Industrial Supplies Defense Survey 


DELIVERY DELAYS EASE UP 


Deliveries from manufacturers improved in a few lines last 
month, and leveled out in others. To meet growing demands of 


defense plants, distributor stocks increased moderately except on 
“tight” items. 


For the first time since MILL SuPPLIES 
started the Industrial Supplies De- 
fense Survey, there was noticeable 


E 
\AL SUPPLI DELIVERY TIME 


(Days From Placing Order Changes in Stock improvement last month in deliveries 
September 
1940 


Until Receiving Goods! March-April in % from manufacturers to distributors. 
A few products are being shipped 
faster. And among those which show 
additional delays—principally metal- 
cutting tools—the new delays are 


Ball and roller bearings 
small by comparison with previous 
months. 

The table at the left lists products 
of key importance to defense, giving 


Coated abrasives 


foe 


delivery periods as averaged from 
Drop forged wrenches im , 


distributor reports from all over the 
country. As shown, deliveries had 
lengthened steadily until last month 
over the whole range of items sur- 


Electric tools 


veyed, causing great concern and no 
Grinding wheels little embarrassment to distributors. 

Extra working shifts, expanded 
Hack saw blades plant facilities, elimination of special 
items and simplification of product 
lines are all contributing to the bet- 


ter performance of manufacturers. 


5 
Sate 
=see 


And the result should be reassuring 
to distributors. 

A survey conducted among manu- 
facturers revealed further that only 
about 65 per cent of the orders on 


Light machine tools 


their books are for immediate deliv- 
ery. The remainder are for deferred 
but scheduled delivery (25 per cent), 
and deferred unscheduled delivery 
(10 per cent). This survey showed 
that manufacturers can still increase 
production from 10 to 35 per cent 
on many lines. 

Except on “tight” items, distribu- 
tor stocks moved up moderately in 
anticipation of still greater demands 


from defense industries. 
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Sheed Defense 


CARE AND CONSERVATION® 


* * * 


* Extend the life-span of your production equipment through 





greater operating care and improved maintenance. 


Believing that defense production must be maintained at its 
highest peak; being aware that peak production cannot be 
maintained if machines break down; appreciating the im- 
portance of antifriction bearings to continuous machine 
operation; we urge that extra care and attention be given to 


existing equipment in order to prevent premature failures. 


StS INDUSTRIES, iNC., FRONT ST. & ERIE AVE., PHILA., PA. 


4801 


BALL AND ROLLER 
BEARINGS 
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In Des Moines last month, the Globe Machinery & Supply Co., officially opened its new four-story building to customers. The banquet, 
above, was held in the top floor meeting room for salesmen, department heads and manufacturers’ representatives. 
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Cent 


Standard Shannon Supply salesmen in Philadelphia joined Abrasive 
Co. representatives for a dinner and sales meeting on technical 
aspects of selling abrasives last month in the Benjamin Franklin 
Hotel. W. B. Ilko, Abrasive sales manager, is at the extreme right. 
Vance Boyd, Standard Shannon sales manager, is second from the 
end at the other side of the table. 


& a > ? 
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\ a yr 


. 
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To celebrate its 85th anniversary, W. J. Holliday Co., Indianapolis, 
held an industrial show in March that drew 6500 visitors. Here 
C. Harvey Bradley, Holliday president, squares off to slice the 
birthday cake while George Stalker, manager of industrial depart- 
ment, waits for his slice. For details of the Holliday show, see com- 
plete report elsewhere in this issue. 
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TEAMWORK 


TEAMWORK, as HEWITT interprets it, is no 
empty gesture ...it is the heart of a policy un- 
swervingly aimed at building profitable industrial 


rubber goods volume for our Distributors. 


TEAMWORK is spotlighted in today's devel- 
opments. With the added facilities of a newly 
completed plant expansion, HEWITT Distributors 
are supported by a product quality and uniform- 


ity made possible by the most modern methods 


heb) 3 


CONVEYOR & TRANSMISSION 
BELTS 


PACKING 


and equipment in the industry. Our Distributors 
are in a better position than ever before to in- 


crease their industrial rubber goods profits. 


TEAMWORK again—HEWITT is assuring in- 
creased volume in 1941 with more than 12,000,- 
000 advertising messages directed to the men 
who buy for industry. And note this—every one 
of these messages points out the HEWITT Distrib- 


utor as the man to see. 
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Teeth like a metal 
saw cut faster and 
easier... last far 
longer...turn out 
better work. So 
always look for 
the Red Tang, the 
mark of top-qual- 
ity files made 
only by Simonds 
Saw and Steel 
Co., Fitchburg, 
Mass. 


ASK YOUR DEALER 


SIMONDS 
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When you get into the oil well line of 
supplies and tools, stock and panel board 
displays look pretty much like others, as in 
the case of this Republic Supply display in 
Bakersfield, Calif. Come to examine them 
closely, however, the tools are not just like 
shop tools generally. Some of them you 
can't guess the use of. Anyhow, its a fine 
looking lay-out, and the same neatness of 
stock arrangement is carried clear back to 
the shipping floor. 


H. E. Smith on Board 
of Raybestos-Manhattan 


H. E. Smith, Assistant General 
Manager of The Manhattan Rubber 
Mfg. division, was elected a member 
of the board of directors and of the 
executive committee of Raybestos-Man- 
hattan, Inc. at an annual stockholders’ 
meeting held April 1. 





Sales Staff Revamped 
By Harry P. Leu, Inc. 


To strengthen the outside selling 
staff of Harry P. Leu, Inc., Orlando 
(Fla.) distributor, Ernest McCarthy, 
sales manager, announces several addi- 
tions and promotions in the 
ization. 

Leslie E. Soper, formerly in the pro- 
motional division of the Orange County 
Chamber of Commerce, has been ap- 
pointed to handle the distributor’s sales 
promotion and advertising activities, re- 
placing Welch Bremer, who has been 
promoted to outside sales. Harvey M. 
Wiggins is a new outside salesman han- 
dling the territory of Walter Sturgis. 
who has gone into the military service. 
Clarence Linton has joined the com- 


organ- 


pany in the shipping department. 

James M. Horner, city salesman who 
feft the first of the year to go with the 
J. G. Christopher Co., Jacksonville dis- 
tributor, has been replaced by Thomas 
Cook. Simultaneously. the territory 
| formerly handled by W. M. Gaillard 
(who left to join the Southern Pump 
and Supply Co. in Tampa) and B. P. 
Franklin (now with J. G. Christopher ) 
was divided into three parts. covered by 
Mr. Wiggins, Frank E. Keenan and 
| W. H. Fox. 
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Hard-Edge ‘Red 
End” Hand Hack 
Saws come out 
straight from the 
toughest twist... 
cut fast and smooth 
for many more 
hours. Tooth-edge 
alone is hardened. 
Buy Hard-Edge 
High-Speed Steel 
Blades made by 
Simonds Saw and 
Steel Co., Fitch- 
burg, Mass. 


ASK YOUR DEALER 




























FOR 
“SALES VOLUME” 


“Goop WILL" 
AND "PROFIT" 
SELL— : 
: 
| | Line of Trade-Marked 
first quality Products 








—RED TANG FILES 
—RED END HACK SAWS 
—TOOL HOLDER BITS 
—FLAT GROUND STOCK 
—BAND SAWS 
—CIRCULAR SAWS 
—MACHINE KNIVES 
——-CROSS-CUT SAWS 
—METAL SAWS 





Correspondence Invited with Supply Dealers in open Territories 


SIMONDS SAW AND STEEL COMPANY 


Established 1832 FITCHBURG, MASS. 
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___ LOCAL and NATIONAL | 
SHOW EXHIBITS QUALITY PRODUCTS 


SOCKET SCREW PRODUCTS 
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on HOLO-KROME 
for UNFAILING PERFORMANCE 


100% DISTRIBUTOR DISTRIBUTION SALES POLICY 
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THERE'S A BELMONT PACKING FOR EVERY SERVICE 





Now, when every production minute has an increased value, no plant can 
afford to have unnecessary delays and equipment failures caused by inade- 
quate packings. That's why it is important to pack with Belmont—the packings 
that are pre-planned for service. 

Below are two of the many Belmont Packings especially made for Oil Ser- 
vices, packings that will perform their tasks faithfully—even under the strain 
of 24-hour-day operations. Both Belmont 6100 and 189 are made from selected 
high grade asbestos yarn, braided, and treated with an exclusive lubricant for 
ultimate wear and greater efficiency. 

The complete line of Belmont Packings (for all types of services) is illustrated 
and described in detail in Belmont Catalog No. 40. Write for a FREE copy 
on your company letterhead today! Any Belmont distributor will be glad to 
show you samples and help you with your particular packing requirements. 


BELMONT 


PACKINGS 






I 


LPH 












Appearing 
nq business 


in lead 


every month 


new customers tor you. 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS » PHILADELPHIA, PA. - 
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Th ; number 3 of a 
new series of advertise- 
ments on Belmont Pack- 


publications 
this series 


make new friends and 


* 


NEW LINES 
laken on by 


Distributors 


Briccs-Weaver Macu. Co., DALtLas, 
has been named distributor for the 
“Meco” line of oxy-acetylene welding 
equipment and will carry a complete 
stock. 


J. D. Ropinson Co., SAVANNAH, has 
added the welding and cutting line of 
Victor Equipment Co. and General 
Motors’ diesel engines. 


MatHews-Morse Sates Co., CHAR- 
LoTTE, N. C., has taken on Johnson 
Bronze bearings. 


Morcans, Inc., Savannah distributor, 
reports the addition of Alemite fit- 
tings, Allis-Chalmers road machin- 
ery, and Frick sawmill equipment. 


Kester Macuinery Co., distributor in 
Winston-Salem, N. C., has added Vic- 


tor welding equipment. 


Samuet Harris & Co., Inc., Cutcaco, 
now handles the products of the 
Cleveland File Co., and the Henry G. 
Thompson & Son Co., “Milford” 


hack saws. 


Wysonc & Mites Mitt Suppry Co., 
Greensporo, N. C., is now distribut- 
ing Allen set screws, Alemite lubrica- 
tion, Billings & Spencer wrenches, 
Wickwire Spencer wire rope, Rhodes 
leather belting, Beaver pipe tools, 
Cleveland twist drills, and Cling Sur- 
face belt dressing. 


Harry P. Lev, Inc., or OrLANDO, FLA., 
has taken on materials handling 
equipment of the Jeffrey Mfg. Co. 


CaMERON & Bark ey Co.’s Jacksonville 
branch has added Wisconsin gas 
engines and G. E. welding equipment. 


Hacerty Bros. Co., Peoria, ILt., has 
been appointed distributor of equip- 
ment made by the Dodge Manufac- 
turing Corp. 


Late Co., Loutsvitte, Ky., reports tak- 
ing on the line of Insto-Gas torches. 
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ALL CLIPS ON ALL JOBS 


FOR THIS COMPANY MUST BE 


THE GENUINE CROSBY WIRE ROPE CLIP" 


A Specification Many Companies Make 


Why do contractors and industrial 
companies make such a specifica- 
tion? The answer is they want safety 
— dependability — ease of applica- 
tion — real economy. They get all 
this with the Genuine CROSBY. 
Small wonder that distributors ev- 
erywhere keep building their 
CROSBY Wire Rope Clip sales. To 
you it means an opportunity — and 
our advice, based on what other dis- 
tributors are doing, is to get behind 
the CROSBY Clip immediately. 






Now, because of the defense pro- 
gram, more wire rope is being used 
than ever before. That means more 
wire rope clips are being used. Right 
now you have a wonderful oppor- 
tunity to introduce CROSBY Wire 
Rope Clips more extensively and 
build a bigger business on this prof- 
itable item. 








; 


Added Profit Opportunity 


AMERICAN STANDARD LINE OF 
WIRE ROPE BLOCKS 
AND SHEAVES 


AMERICAN Wire Rope Blocks have 
heavier pins and axles — extended 
thick plates protect the sheave 
flanges against chipping and break- 
ing. Sheaves have deep smooth 
grooves to cut down wear on wire 
rope. Made in a variety of sizes, 
they give you widesales advantages. 
You'll make more money selling 


AMERICAN Blocks. 


AMERICAN Wire Rope Sheaves 
are available in a : 
wide range of sizes, 
from 6 inches to 
four feet in diam- 
eter. Make money 
with this fast 
moving line. Write 
for details. 








AMERICAN HOIST & DERRICK CO. 





Read these CROSBY WIRE 
ROPE CLIP SALES POINTS 


1. Genuine CROSBY Wire Rope Clips 
develop the full strength of the rope 
at LOWEST COST per fastening. 


2. Genuine CROSBY Wire Rope Clips 
can be used over and over BECAUSE: 


(a) U-Bolts and Nuts are over-size 
for extra strength. Threads 
won't strip. 

(b) Base is drop forged steel; inde- 
structible — resists distortion 
and fracture under heavy loads. 

(c) All parts heavily hot dip galvan- 
ized to resist rust. 


3. Each repeated use of a Genuine 
CROSBY Clip nets a saving. 


4. The Genuine CROSBY Clip complies 
with A. P. L. and National Safety 
Council Specifications. It is ‘“THE’’ 
SAFE WIRE ROPE FASTENING. 


Laie STANDARD SIZE CONTAINERS 
7% + For convenience in handling and 
stocking, Genuine CROSBY Clips 
are put up in tough fiber cartons for 
the '4-inch size. Also for small lots 
of mixed sizes. Stoutly made wooden 
boxes with hand grip on each end 
are standard packing for all sizes 
from y inch to 1 inch. 


i qgossred *cLiPs 





: NEW YORK SAINT PAUL. MINN. CHICAGO 3 (Ze 
Catalog No. ore te gives m the 
AMERICAN TERRY DERRICK CO. ow age © tag ee Be Fie per 


SOUTH KEARNY, N_J it now — ask aiso about an author- 
2 ized distributorship. Make money 
with CROSBY Clips 
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LYON STEEL WORK BENCH: (No..100).Top fastened to legs through 
hardwood attachment block to deaden sound. Edges of steel 
LYON STEEL BENCH LEGS:(No.2993-11). 


Durable, for wood and steel bench 
tops, wood tables, machine mount- 
ings and bulk storage platforms. 
Top and bottom cross members are 
punched on 3 inch centers for at- 
tachment of top and shelf. Upright 
members punched for attaching 
stringers or cross bracing. Exclusive 
features: (1) riveted and welded for 
permanent rigidity; (2) reversible 
front to rear; (3) formed steel; (4) 
easily cleaned foot. 28” deep, 
32-1/4" high. Finished in green 
baked enamel. Shipped completely 
assembled. Ship. wt. 27 lbs. Price 
$2.95. 


LYON TOOL STAND: (No. 

2970-17). Portable.  P#t-Applied 

Flanged top and trays ” 

prevent tools and parts 

from falling off. Includes drawer and pad- 
lock attachment—no padlock. Sturdily built 
—factory riveted—will remain rigid after 
years of hard use. Width 24", depth 24”, 
height, with swivel-type steel casters, 
37-1/8"'. Green baked enamel finish. Ship- 
ped set up. Ship. wt. 80 lbs. Price $11.35. 
(Flat key lock—90Oc extra and must be speci- 
fied if desired.) 


TOOL BOX: (No. 470-11 with No. 
474-11 tray). A heavy duty box 
that protects tools. Equipped with 
heavy hinges and strong padlock 
attachment. Padlock hasp designed 
to latch cover for carrying. Pad- 
lock not furnished. 18’ wide, 6” 
deep, 6” high. Finished in dura- 
ble green baked enamel finish. 
Ship. wt. 11.9 lbs. Price $2.30. 


top are flanged down and back on both front and rear edges 
for strength and smoothness. 28"’ deep, 72”’ long, 34” high. 
Finished in green baked enamel. Shipped knocked down. 
Ship. wt. 145 lbs. Price $14.30. 


ASSEMBLER’S BENCH BIN: (No. 2963). 
Accessible storage of 12 different 
parts in only one square foot of 
bench area. Individual hoppers 
(filled from top) are self-feeding. 
Built of steel and finished in green 
baked enamel. 16-1/4" wide, 
9-1/4" deep, 15” high — overall. 
Hopper front openings are each 4” 
wide and 3” high. Loading com- 
partments at top are 4’’ wide and 3” 
deep. Ship. wt. 19 lbs. Price $5.70. 


LYON TOOL CABINET: 
(No. 2144-11). Heavy 
duty cabinet for lock- 
ing up valuable tools, 
dies, precision instru- 
ments, drawings. Fit- 
ted with three station- 
ary shelves and pad- 
lock attachment (lock 
not furnished). Top 
is flanged. 21-1/4" 
wide, 15-1/4" deep, 
34” high. Finished in 
green baked !enamel. 
Shipped set up. Ship. 
wt. 75 lbs. 

Price $12.00. 





These Time and Space Savers Available LYON METAL PRODUCTS, INCORPORATED 


General Offices: 5305 Madison Ave., Aurora, lil. 


for Delivery RIGHT NOW! Branches and Distributors in All Principal Cities 











LYON SHOPROBE: (2065-12). Port- 
able. Double face— 20 person 
capacity. Equipped with 20 
non-removable coat hangers. 
Accessory equipment—chain 
to run through sleeve of coat 
and lock with a padlock (pad- 
lock not furnished) to the com- 
partment door. Diamond per- 
forated doors. Overall size— 
50” wide, 36"’ deep, 75-7/8"' 





ADJUSTABLE 
SORTING 
RACK: (No. 
2285-1).Has 
nine shelves, 
adjustable 
every 1/2”, 
forming 12 
compart- 
ments. All 
shelves are 
equipped 
with label 
holders. Bot- 


high. Finished in green baked se ——— 
S ; or stacking. 

enamel. Shipped set up with Two racks are illustrated. Sorts mail, 
standards and base detached. a , 6 
Shi 415 lbs. Pri shipping papers, job tickets,and stores small 

ip. wt. Sl &. Perse $52.10 tools and sandpaper. 34-1/4’ wide, 11-1/2'’ deep, 10-5/8” 
without chains. (Price of high. Shelf width 10-13/16”'. Finished in green baked enamel. 
chain 60 cents each. Ship. wt. Ship. wt. 34 lbs. Price $11.90 each. 
of chains 2 lbs. each.) — 


PAT. No. 2-209-497 


SUPPLY BIN: (No. 602). Di- 
mensions: 36’’ wide, 12" 
deep and 84” high. Thirty- 
six openings—thirty-two 9” 
x 12"x9"; four 9’°x 12” 
x 12’. Dividers are adjust- 
able horizontally on 1’’ cen- 
ters without the use of nuts, 
bolts, or tools. Green baked 
enamel finish. Shipped set 
up. Ship. wt. 170 lbs. Price 


$31.25. | | LYON BARRACK: | 

Double face. One first and 
one additional section illus- 
trated. For storage of bars, tubes, rods, 
shapes, hose, posts, etc. Arms adjustable 
on 3"' centers, 31-1/2'’ deep, 79-5/16" 
high. Green baked enamel finish. Ship- 
ped knocked down. First section (No. 
28-36), 36" wide, 2 uprights, 28 arms. 
Ship. wt. 264 lbs. Price $36.15. Ad- 
ditional section (No. 28-236), 36” 
wide, 1 upright, 14 arms. Ship. wt. 

SHOP BOX, STYLE “0”: (No. 425F11). $67 Ee. PS ee 

Rugged. Any box in a stack may 

be partially slid out for loading or LYON “ADJUSTABLE BACK” STEEL STOOL: (No. 

unloading. Runners of upper box 1226). All welded, non-breakable. Unusually 

fit between tubular side rails of large, comfortable seat area—14"’ square. Long life 

box below. Built-in handle at each pressed wood seat applied over steel for strength. 

end. Made of 18 gauge steel. No Forged steel dome shaped foot, 1-1/8" in diame- 

finish. Width 11-13/16", length ter, prevents possible damage to floors. Green ' 

22", overall height 7-5/8". Not baked enamel finish. Height, 26’’. Shipped assem- ALL PRICES 

crated. Ship. wt. 17.4 lbs. Price bled and bundled—not packed or crated. Ship. 

$1.75 each. wt. 14.1 lbs. Price $2.85. F. 0. B. FACTORY 


LYON 


and Western Se 
SHOP EQUIPMENT 





boards will be 
from nearest p 
and billed F. 0. B. 
those plants. 
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ONE OF A SERIES OF 





SALESMEN 
LOOK FOR 
JACK 
SALES 











Here's a Jack you can 
carry with you—demon- 
strate “on the job’’— 
the Duff-Norton No. 514 








Canadian Plant: 


arf 
Np pn 
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DO SUCCESSFUL ° 


“EVERY COMPANY on our list is a 
Prospect for DUFF-NORTON JACKS” 
says Syracuse Supply Co. 


With 300 styles and sizes of lifting jacks to 
choose from, and the world-wide recognition 
of Duff-Norton quality to make selling easier, 
you can look for jack business from every 
customer on your call list! Every mine, mill, 
factory and plant needs jacks for lifting, 
lowering, pushing, pulling or holding. 


Study your customers’ operations, look for 
jack applications; you'll find jobs that can be 
done more easily, more efficiently with Duff- 
Norton Jacks. Then show your customers how 
they can save labor, time and money by buy- 
ing the RIGHT Duff-Norton Jacks from you! 


THE DUFF-NORTON MANUFACTURING 


PITTSBURGH, PA. 


Coaticook, Quebec 
The House that Jacks Built” 





MILL SUPPLIES © MAY, 1941 













Maddock & Co., Philadelphia distributor, 
featured electric tools at the recent Phila- 
delphia Purchasing Agents’ Show, and had 
a full force on hand to extoll the virtues of 
their lines. Above, left to right: Howard 
Jenkins of Nicholson File, Eric Federschmidt 
of Black & Decker, Charles Pierson and Al 
Reasuor of Maddock, E. H. Goodby of 
American Screw, Ralph Herrick of Black & 
| Decker, and Bill Tuppeny of Maddock. 





| Gollwitzer Named Phoenix 
| Rotary Club President 


Someone tossed C. E. Gollwitzer’s hat 
into the primary for nomination of 
president of the Phoenix Rotary Club 
at its meeting on April 11. When the 
primary ballots were counted, Ed Goll- 
witzer, long time secretary-manager of 
Pratt-Gilbert Hardware Co. of Phoenix, 
Arizona, had such an overwhelming 
majority of votes cast he was auto- 
matically declared elected. 

Ed Gollwitzer came to Arizona in 
1913 and served as the first secretary 
of the Arizona Industrial Commission. 
In 1924, he started manufacturing 
brooms in Phoenix and in 1929 joined 
Pratt-Gilbert as secretary. Within a 
short while he was made manager of the 
company, assuming the dual responsi- 
bility which he still maintains. 


Flora Named President 
Of Hagerty Bros. 


John H. Flora, purchasing agent of 

| Hagerty Bros., distributor in Peoria, 
Ill., has been elected president of the 
company. 
personnel 


Other changes in executive 
include the election of 
Walter J. Heyd, sales manager, to vice 

| president; and the appointment of 

E. L. Peterson as assistant treasurer. 
A new member of the staff is L. E. 
Forbes, who assumes the position of 

secretary of the company. Mr. Forbes 

has been in the mill supply business 
for 25 years. 
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HE pressing demands of Industry 

for materials, supplies and equip- 
ment are emphasizing the economic 
position of Industrial Distributors. You 
are the factors that Industry depends 
upon for swift, intelligent service, in 
an era of rapidly accelerating produc- 
tion. 


What the government expects of 
you—what constructive measures you 
can suggest to the government—these 
will be prominent subjects on the pro- 


BARNES 
QD Hach Saw 
BLADES 





gram at the Triple Mill Supply conven- 
tion this month. 


Barnes will be at the meeting, pre- 
pared to discuss with you practical 
means for helping your customers 
meet new demands for production 
speed. Metal cutting problems are 
growing in number and importance— 
perhaps we can help you suggest 
solutions to your customers. 


See you in Chicago! 
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“That's how 
lymouth gets the 
dope on rope’ 
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He also serves who sits and finds the 


answers to rope problems in industry 


YES, the man who sat on the 
oil driller’s “lazy bench,” just 
watching, was a Plymouth rope 


researcher. 


When you have a rope prob- 
lem in your industry, that’s 
how we go about finding the 
answers—on the job. Analyzing 
requirements such as tensile 
strength, flexibility, lubrication, 
considering the safety factor, 
Plymouth Rope Research meets 
all the special needs. of differ- 
ent industries with better rope 


pe rformance and economy. 


At our plants, Plymouth Rope 
Engineers check all operations 
to see that every inch of rope 


will do the job it’s being made 


PLYMOUTH 


ROPE FOR INDUSTRY 





128 





for—and more. The result is a 
perfection and uniformity that 
users know will be in all types 


of Plymouth Rope. 


When you sell Plymouth Rope, 
you have the real advantage of 
selling the nation’s leading 
rope, with Plymouth’s power- 
ful merchandising helps and 
Plymouth’s advertising cam- 
paigns direct to industries. 
Write today for full particu- 
lars—and the free booklet on 
Plymouth Rope for Industry. 


PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts 
Welland, Ontario 


Division Offices: 
New York, Chicago and San Francisco 
Warehouse Stocks: 
New York, Boston, Baltimore, Philadelphia 
Cleveland, Chicago, Houston, San Francisco 





PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts 


Please send me a free copy of 
* Lift It Safely” 


NAME 





FIRM 
ADDRESS 
CITY 
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| “financial genius” of the company. 





"So help me, it's the truth," said R. L. Park- 
enson, sales manager of the industrial divi- 
sion of the Rayl Co., Detroit, as he gagged 
one for the local Ananias Club. 


| Kelley Talks Before 


Purchasers’ Assistants 


The problems of the mill supply dis- 
tributor, particularly the small order 
problem, were outlined in a presenta- 
tion before the Metropolitan Pur- 
chasers’ Assistants Club of New York 
City by J. Robert Kelley, vice-presi- 
dent and general manager of the mill 
supply division of Manning, Maxwell 
& Moore at a dinner meeting Tuesday, 
April 8. 

Mr. Kelley is known to his industry 
particularly for the work he has done 
to determine the extent of cost involved 
in handling small orders. He addressed 
the Triple Mill Supply convention on 
the subject last April in Dallas. At the 
New York meeting he was assisted by 


Gardener Stebbins and William P. 
Cisko, both of Manning, Maxwell & 
Moore. 








C. A. Pennell, secretary-treasurer of Flack- 


Pennell Co., the 
He 
keeps out of the limelight most of the 
time, but if need be can go out and sell 


with the best of them. 


Saginaw, Michigan, is 
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LUTE AA ELAN 


We can supply your average, normal needs—right from stock! 
We are also equipped to supply special requirements with very 
little delay. We operate our own modern, electrically-controlled 
furnaces and, with our exacting selection of metals, rigorous test- 
ing, and precise manufacturing methods, the reason is evident why 
“Blue Devil" Screw Products are specified by so many machine 
builders and large industrials. Every piece is uniform—unequalled 
for strength — tough without being brittle — exceptionally long 
lived. 

The pressure under which industry is operating today makes it 
imperative that manufacturers have a reliable source of supply for 
accessories. Our Distributors are well aware of the important 
part they play in this whole scheme—they know too that we are 
ready and able to supply their needs with products of superior 
design features AND—more important now—the kind of SERVICE 
on orders they specify. We guarantee returns that will more than 
satisfy you—send us your orders—get interesting facts today. 


Be SACTY SOCKEI-F SDE COMPANY 


4445 N. KNOX AVE., CHICAGO, ILL. 


MAL Lih 


} 
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1500 Series 
Dreadnaught 
with triple ball 
bearingsin 
swivel and 8- 
Inch semi-steel 
wheel. Rubber 
tread wheel 
also available. 


FAULTLESS CASTERS 
FOR INDUSTRY 


WHAT I BUY ON 


» FACTS 





... that’s why we standardize on 


FAULTLESS CASTERS 


Hundreds of times each day, the men responsible for increased effi- 
ciency and lower production costs are turning to Faultless engineered | 
Because, under “worse-than-average" conditions Faultless 
Truck Casters keep right on functioning—keep assembly lines moving— 
help to avoid costly breakdowns, and delays. 


Casters. 


Take, for example, the Dreadnaught. Note the triple ball races—3 rows 
of hardened steel balls distribute the weight carried over a wide surface 
—promoting easy swiveling. And no matter how heavy the load, this 








PROVED BY 
PERFORMANCE 


caster rolls freely because 
a Hyatt Roller Bearing 
is used in the wheel. | 
Likewise, every Faultless | 
Caster is distinguished 
by noteworthy features. 
No wonder Industry's | 
key men prefer them. 
And you will prefer sell- | 
ing them, too, once you | 
have read our OD Cata- 
log and sales _ plan. 
Write for them today. 





FAULTLESS CASTER CORPORATION 
Dept. MS-5, Evansville, Indiana 
Representatives in Principal Cities. 
Canadian Factory: Stratford, Ontario 


Member of the American Supply & 
Machinery Manufacturers Association 
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Hygrade Sylvania Purchases 
Fluorescent Powder Plant 


Hygrade Sylvania Corp., Salem, 
Mass., manufacturers of fluorescent 
lamps and fluorescent lighting units, 
announce the purchase of a fluorescent 
powder plant at Towanda, Pa. 

The plant purchased was formerly 
operated as a division of the Patterson 
Screen Co., 718 Main Street, Towanda, 
which company had been the principal 
source of supply for the fluorescent pow- 
ders used by Hygrade Sylvania Corp. in 
its fluorescent lamps. The entire per- 
sonnel of the plant will be retained and 
the factory will continue to operate 
under the direction of its present super- 
intendent. 

The sale includes property, equip- 
ment and inventories. It does not, how- 
ever, affect in any way the other proper- 
ties or activities of the Patterson Screen 


Co. 


Patron Transmission Co. 
Brings Out Magazine 


The Patron Transmission Co., power 
transmission specialist of New York 
City, has started publication of a four- 
page periodical for its customers. It 
emphasizes the variety of lines carried 
by the distributor for power transmis- 
sion problems, and stresses their sales 
features. 


J. D. Robinson Moves 
To Larger Quarters 


The J. D. Robinson Co., Savannah dis- 
tributor, is now occupying its enlarged 
headquarters on Bay Street. With two 
floors in a 60 by 100 ft. building, the 
company now has approximately 12,000 
sq. ft. of floor space, in addition to a 
separate steel warehouse and a third 
building which is used mainly for the 
storage of firebrick. 


JOHN D 
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Built into 


WHIPCORD 


8 Reasons for Re-Orders 


—8 reasons that combine to pro- 
tect your customer’s output with 
a continuous flow of power — 
ample power, even for protracted 
overloads. 


Every Condor Whipcord V-Belt 
that you put to work in a cus- 
tomer’s plant becomes an efficient, 
convincing salesman for your 
service, for your other Condor 
and Manhattan products—in fact 
for all the other things you sell. 


Compensated Belts Paper Mill Hose 
Conveyor Belts Sand Blast Hose 
Standard Belts Sand Suction Hose 
V-Belts Spray Hose 
Agricultural Belting Steam Hose 
Acid Hose Water Hose 
Air Hose Air Tubing 
Brewers Hose Dredge Sleeves 
Contractors Hose Chute Lining 
Creamery Hose Launder Lining 
Fire Hose Industrial Brake Lining 
Garden Hose and Brake Blocks 
Hydraulic Hose Molded Rubber 
Oil and Gasoline Goods 

Hose Textile Mill Specialties 
Packers Hose 


OTHER MANHATTAN PRODUCTS 


Suction Hose Oilless Bearings 


Oil Hose Belting of E 
Other Grades of anaiies ” 


Pp Hose Molded Hose for 
lacking 


Matting Every Service 
Pump Valves 

Tubing Abrasive Wheels 
Washers Bowling Balls 


8 Reasons for Re-Orders 


- Minimum Ultimate Stretch. 

- Wide Margin of Effective 
Strength. 

- Uniform Flexibility. 

- Maximum Resistance to 
Structural Breakdown. 

- Smooth Running. 

- Maximum Traction. 

- High Resistance to Side Wear. 

- Correct Lateral Reenforce- 
ment. 


THE MANHATTAN RUBBER MFG. DIVISION 


UMI 


OF RAYBESTOS-MANHATTAN, Inc 
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“WHAT IS A MULTIPLE-SPLINE SCREW?” | Stee! Founders’ Society 


You’re going to hear more 
about it —for it offers you 
an opportunity to build 
some Saskedes you can’t 
lose. 


, ies 


=~ 
NJ 


di i " No ry pres- 
pan pagpomanend ve sure; the Bristo 
in other designs. wrench pulls the 

screw around. 











— 


The Bristo Multiple-Spline Screw is a socket 
screw which—at no extra cost—fastens tighter 





than ordinary hex screws. Its best market is for | 
small assemblies subject to vibration — electric LEE C. WILSON 
rs, V q ; 
razors, vacuum cleaners, etc The Steel Founders’ Society of 
| America an organization representative 
of executives of the steel casting indus- 
Locks tightlywith If you are a Bristol distributor (and there are some try, announces the annual award of a 
: ‘ —— : : hat, accordi the by- 
wrench ... won't territories still open—wire us collect), you can gold medal that, according to the by 


round out or laws of the organization, is presented 


break...easily re- build up a socket screw business which will be to the individual adjudged to 
movable without 


damage. profitable and permanent. have made the most outstanding con- 
tribution toward the advancement of 
| the (steel casting) industry during the 
preceding year.” 
At the society’s annual meeting the 
board of directors presented this medal 
-known as the Frederick A. Lorenz 
Medal—to Lee C. Wilson of Reading, 
Pa., general manager of the Reading- 
Pratt & Cady division and the Reading 
steel casting division of the American 


Chain & Cable Co. 


Only Bristol makes the Multiple-Spline Screw. 














New Appointments By 
Blackmer Pump 


A. A. Glade, who has been engaged 
in the development work in the Grand 
Rapids plant of the Blackmer Pump Co. 
BRISTOL’S BELT LACING HAS A BROAD PROFIT MARGIN FOR = = coy ey oo te ve 

office, where he will be an assistant to 

YOU, AND THE MARKET IS BUILDING UP FAST the Chicago manager. B. C. Young. At 

The time that Bristol’s Steel Belt Lacing saves is the big | me ee announced thet 

Ben Caughlin has been placed in 

charge of the company’s Milwaukee 
—or emergency repairs made—just with a hammer and a office. 

piece of soft wood. 


reason so many firms are buying it. Conveyor belt is joined 


Do you realize how much money you can make on Bristol's New Salesman Named By 
Belt Lacing? Write us for the complete story — 126 Bristol Kester Machinery 


Road—now while this market is increasing fast. L. B. “Ben” Powers has been ap- 
pointed outside salesman for Kester 
Machinery Co., Winston-Salem, N. C. 
distributor, to replace James Day who 
recently joined Manning, Maxwell & 
Moore to cover North Carolina on Han- 
cock valves. 
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TODAY... when users say 


“STAINLESS STEEL VALVES and FITTINGS 


they mean: 





...as they have saic 
and meant... for the last 10 year: 


@ We acknowledge your cooperation in helping to build this 
trademark which stands for the most forward advance in the 
application of Stainless Steel and Corrosion Resisting Alloys to 
modern plant needs for piping materials. 

Wherever corrosion and contamination piping problems exist 
‘‘Aloyco’’ Valves and Fittings are preferred. 

‘“‘Aloyco’’ pledges itself to jealously safeguard the confidence 
distributors and their salesmen everywhere have placed in the 


‘‘Aloyco Line.’’ 


POTS COR) SPURT AE PETS nD OPT OOO ATT? PORES 7 Tot NALS 1 SRY OREO) PMR eeE Unt te Ch 


ALLOY STEEL PRODUCTS 
COMPANY, INC. 


12300 WEST ELIZABETH AV. LINDEN, NEW JERS! 
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have a Complete Line 
to Meet Present Demands 


Industrial specialization has thrown more ex- 
acting demands on jobbers. In order to meet 
specific tool applications, the jobber must carry 
a wide range of %” drill models. ‘Just any 
4" drill” will not suit the assemblers of sensi- 
tive instruments or the builders of sturdy ma- 
chinery. Some must meet close working clear- 
ances; some must have lightning speeds; some 
require brute strength; some need compact pow- 
er; some demand comfortable grip; some insist 
on safety features; and all buy for long life 
and uninterrupted service. 

Y%" drills represent 53% of your drill sales. 
With the Van Dorn line you are ready to meet 


every demand in design, power, speed, weight, 
and stamina that might be made by the most 
exacting tool buyer. 

You needn't lose a single 4” drill sale, be- 
cause you have 24 different combinations in 
Y4" capacity drills from which to choose. Every 
one of these units is backed by Van Dorn qual- 
ity materials, Van Dorn’s advanced engineer- 
ing, style and modern structural improvements, 
Van Dorn’s reputation for long life and trouble- 
free service, Van Dorn’s national advertising 
and promotion, and Van Dorn’s nation-wide 
factory-branch service organization. Van Dorn 
Electric Tools, 717 Joppa Road, Towson, Md. 


CREATE Extra Volume on 14" Drill Sales 


— by showing your !;” Drili customers Van Dorn’s large line of Bench, Post and Pedestal 
Stands, Hole Saws and many other accessories, that widely extend the use of Van Dorn Drills. 


(OlVv. OF BLACK & 


DECKER MFG co.) 


THE “RED-HEADED”’ 
PORTABLE ELECTRIC 
TOOLS 














| | , ELECTRIC 
ELECTRIC a SAWS 
TAPPERS 





ELECTRIC 


HAINVUVIE 


PORTABLE 


RINE 





QS 


















THOUSANDS 


OF COPIES 


of this NEW 52-page 





Business Building Catalog 
are NOW on the job 


e Distributors and their customers are 
finding this new catalog a quick, valuable 
ready-reference source of information on 
the complete Jackmanco line. All details 
of construction, features, sizes and ca- 
pacities are fully covered; any ques- 
tions that might arise in the minds of 
distributors or users are clearly an- 
swered. 


The new Jackmanco Catalog is fully 
illustrated and conveniently _in- 
dexed. It will save you time and 

effort in helping you meet the 
needs of your customers. Write 
at once for your copy. 


JACKSON MFG. CO. 
HARRISBURG, PA. 


EST. 1876 
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At the point of personal contact between 
San Francisco buyers and their house— 
Baker, Hamilton & Pacific Co.—these coun- 
ter salesmen realize their responsibilities. 
Left to right: L. O. Gorgoll, M. Nebon, 
G. A. Schumacher (counter manager), and 
J. Grisanti. 





Boyer-Campbell Announces 
Line of Bulletin Boards 


Streamlined bulletin boards that can 
be used for safety messages (see cut), 
or for plant notices, production sched- 
ules, special exhibits, etc., are being 
promoted among Detroit industrial 
plants by the Boyer-Campbell Co., De- 
troit supply house. 

The inner panel or mounting board 
is removable so that notices and ex- 
hibits can be viewed in the central 
office, before they are installed in the 
Bulletin Boards for general inspection. 

The bulletin board is 30 in. wide x 
37 in. high, but is only 1% in. deep, 
which means that they can be mounted 
along the aisles either singly, or in 
series, without obstructing traffic. 

The metal part of the case is of 20 
gauge steel and has a modern crackle 
green enamel finish. The door, 2814 
in. x 35% in. is fitted with double- 
strength glass protected by channel 
rubber along all edges. It is suspended 
by three hinges, fitted with hasp and 
staple. 


SAFETY BULLETIN 


“INSWELL’ welds 











Short, stubby links bridge 
the corners... without 
gouging and bending stress 


Herc-Alloy Steel Chain with the exclusive 
patented “Inswell” welds is proving its 
superiority in every type of application. Fabricated 
from a special analysis, heat treated steel, the sturdy 


short, stubby links bridge square corners (see photo- 











graph above) minimizing bending stress and gouging 





... adding extra chain life and economy even under 


the most punishing assignments. 


. 

25% extra margin of 

safety and wear 

Note the extra “swell” of steel at the weld of Herc-Alloy steel 
chain. With 25% extra metal at the point where strength is 
vital, these “Inswell” welded links give extra safety to men 
and materials...and longer chain life. Specify and insist on 
Herc-Alloy—it’s your assurance of extra dependability, econ- 
omy and safety. 
Whether or not you need chain today... get the facts. Com- 
plete catalog on request and trained CM engineers are avail- 
able for consultation. Write: 


MBUS-MSKINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 
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advantages of CM products —sales messages that smooth the way for profitable distributor sales. Mill supply dis- 


THIS CM ADVERTISEMENT IS ONE OF A SERIES APPEARING IN LEADING INDUSTRIAL PUBLICATIONS 
Every month the important specifying and buying powers among Tate ltEtiatol ie) L-taehilaleM-> ¢-14 ih elem ello Melololeim ial 
tributors interested in tying up with an accepted and outstanding line are invited to write us for franchise details. 











ERMETO 


SAFETY FITTINGS 


FLARING 
WELDING 
SOLDERING 
THREADING 


Patent No. 2139413 


One kind of fitting for 
all kinds of tubing 


SIMPLE...FAST...POSITIVE 


For oiling systems, air lines, hydraulic applica- 
tions, water lines, steam systems, high pressure 
gas and fuel lines. Unlimited applications in oil 
fields, refinery, marine, machine-tool and min- 
ing industries. Safe under high pressure. Great 
resistance to effects of vibration. Will hold up 
beyond the burst strength of the tube itself. 


THE WEATHERHEAD CO., 300 E. 131st Street, Cleveland, Ohio 


WEATHERHEAD 


TUBE FITTING 


en oh, eee: @ wa Oa - BOlel, me Beneer, Tenea 
AN REFRIGERATION SPECIALTIES 
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| Michigan Ave., 


Ralph Hoffman Elected 
Vice-President, Link-Belt 





RALPH M. HOFFMAN 


Mr. Alfred Kauffmann, Link-Belt Co. 
president, announces that with a view 
to making the General Office organiza- 
tion a more effective aid to plant sales 
managers, the board of directors has 
elected Ralph M. Hoffman a vice-presi- 
dent, delegating to him the general 
direction and supervision of sales for 
the company. 

Mr. Hoffman, a mechanical engineer, 
University of Minnesota, 1911, has been 
assistant to the president since January, 
1940, with headquarters at 307 N. 
Chicago, where he will 
continue to have his office. 

He came to the Link-Belt organiza- 
tion in 1923 as manager of Link-Belt 


| Meese & Gottfried Co.’s Seattle branch. 


He served in this capacity until 1931, 


| the name of the Pacific Coast subsidiary 


meanwhile becoming Link-Belt Com- 
pany Pacific Division; and from 1931 
to 1939 served as vice-president and 
sales manager of this subsidiary, with 
headquarters at San Francisco. 


Charlotte Supply 


| Official Dies 


T. R. Pegram, assistant treasurer of 
the Charlotte Supply Co. in Charlotte, 
N. C., died of a heart attack on March 
22. He had been with the distributor 
for six years. 


23-Ton Buckets 


Blaw-Knox Co. has an order for four 
giant ore buckets which will be placed 


| in service at a mid-western steel plant. 
| Each of these large buckets will weigh 


| 


about 44,000 lbs. and pick up 23 tons 
of ore in one bite. 








UMI 


LUBRICATING 
EQUIPMENT 


7) 
Pil; 


1-Filler-Type Grease Guns 


2-KLEENSEAL and Button Head 
Grease Fittings 


3-Filler Pump with Gun Carrier 


’ LUBRICATION is the first line of defense against needless wear and tear on indus- 
trial machinery. 

Dependable equipment is required to dispense grease to bearings—and the Lincoln 
line puts YOU in the position to supply what industry needs. 

The complete line of Lincoln Industrial Lubricating Equipment includes hand 
operated grease guns, electric and air operated grease guns, automatic and manually 
controlled centralized systems, and a full range of all types and sizes of grease fittings. 

This important line runs into volume, shows distributor a substantial profit, and 
builds repeat business ... Write us today for complete information. 


Pioneer Builders of Engineered Lubricating Equipment 


ST. LOUIS, MO., U. S. A. 


MILL SUPPLIES © MAY, 1941 














VINCENT 
HUNTINGTON 


Improved 
GRINDING WHEEL 
DRESSERS 


AND 


CUTTERS 





INCREASE YOUR CUSTOMER'S 


PRODUCTION - - -- - 


It's the Distributors’ responsibility now to supply industry with 
equipment that has proved itself—equipment that can do its job 
well. Here's where Vincent-Huntington Distributors are way out 
in front. They know that Vincent-Huntington Grinding Wheel 
Dressers and Cutters can help their customers to increase pro- 
duction by keeping grinding wheels in first-class condition—ready 
for the terrific strain of today's production demands. Manufac- 
turers can't afford to risk loss of accuracy, precision, quality of 
finish or quantity production. Vincent-Huntington Grinding Wheel 
Dressers and Cutters insure this constant day-after-day efficiency. 
Vincent-Huntington Grinding Wheel Dressers and Cutters are 
standard equipment in many of the largest industrial plants in the 
country. Our commercial heat treating plant is the largest in the 
country, therefore we are equipped to serve your customers with- 
out delay, for any quantity, right from stock. Our catalog sheets 
are available, punched to fit your binders—write for them. 





“IF IT’S A HUNTINGTON 
DRESSER OR CUTTER 
VINCENT MAKES IT” 











Non-Burring 
Cutters 


THE 


TE. 


New Type Hardened 
Steel Bushings 





] | E. C. Atkins Co. Honors 
Pioneers at Banquet 






E. W. Clark (left) 
John Johnston 


C. A. Newport 


On March 1, three employees of E. C. 
Atkins & Co., Indianapolis, were hon- 
ored at a banquet held for all members 
of the Atkins Pioneer Club. Twenty- 
one new members received their 20- 
year buttons at the dinner. Total mem- 
bership of the Atkins 20-year service 
club is now 291. There are fifteen 
members with 50 years or more of 
service and they have organized a 50- 
year club within the original organiza- 
tion of Pioneers. 

Specially honored at the banquet 
were: E. W. Clark, sales manager of 
New York branch, who has completed 
55 years of service; C. A. Newport, 
another 55-year man, who has served 
as secretary of the Pioneers for 30 
years; and John C. Johnston, 50-year 
button-wearer, well known in lumber 
camps throughout the United States 
and Canada as one of the first men 
to play the musical saw. 


To Sell Supplies for Hajoca 
in Bethlehem, Pa. 


John C. Korpics has just been ap- 
pointed by W. A. Brecht. president of 
Hajoca Corp., to sell mine and mill 
supplies from the company’s Bethlehem 
(Pa.) branch. 





all full size with 18 
T . Mw 


VINCENT STEEL 
PROCESS CO. 


are a new design to elimi- 
nate turning and wearing 
out the bushing holes in | 
the dresser. Pin revolves | 
freely in bushing and cut- 

ters revolve on pin, insur- | 
ing constant changing of 

relativity of cutters to | 


EETH itled from 
high carbon tool steel, 
scientifically heat 
treated by the ‘Vincent 
Process’’ to a uniform 
hardness insuring tong 
life. Vincent Cutters 
cannot burr or mesh 
even if the washers are 


Greensboro Executive 
Goes Into Army 





2434 Bellevue Ave. 
DETROIT, MICH. 


E. K. Patterson, treasurer of Wysong 
& Miles Supply Co., Charlotte, N. C., 


each other which makes 
for better dressing and 

















left out. truing. has gone into the military service. He 
| is a member of the National Guard. 
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SPEED —and more speed! That's the watch- 
word of the preparedness program. 


One of the ways in which the mill-supply 
man can perform a valuable service to defense 
industries is in pointing out the fast production 
capacity of Nicholson and Black Diamond files. 
For here are files made with the extra care and 
precision necessary to give them both greater 
speed and a greater number of efficient filing 
strokes per file. 


They're files with plenty of bite when a lot 
of metal has to be removed... . Files with the 
correct cut and trueness of cutting surface 
when a snug fit or a smooth finish is required. 

Files with the proper toughness and 
hardness for long serviceable life... . Files 
in a wide variety of designs and sizes to 
enable production heads to choose exactly 
The right file for every job 
@ Be helpful to your industrial customers during their 
strenuous effort for production speed, and they'll 
remember you favorably 


NICHOLSON FILE CO. « Providence, R.I., U.S. A. 
(Also Canadian Plant, Port Hope, Ont.) 


NICHOLSON 


a 


FOR EVERY PURPOSE — 
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R-W “OveR-Way” Conveying Equipment 
For Trolley Track or Steelbeam Track Systems 






oT 





No. 100-35 8-wheel Swivel Car- ae 
rier, a typical OveR-Way Trolley 
Track Truck. 1,250 Ibs. capacity. 





2¥e 


No.375 TROLLEY TRACK 
10 GAUGE 


%es 


” Carries 
2,000 to 
3,000 Lbs. 





No. 925 Ball-Bearing Trolley 


The complete R-W line consisting of tracks, 
curves, switches, cross-overs, cranes, etc., is fully 
illustrated and described in Catalog No. 50. 
Send for this book today! 


RICHARDS -WILCOX MFG. CO., AURORA, ILL. 

















IMPULSE STEAM TRAP 
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Bryan, Allis-Chalmers 
Traffic Manager, Dies 


FREDERICK C. BRYAN 


Frederick C. Bryan, for 30 years 
general traffic manager of the Allis- 
Chalmers Mfg. Co., died at his home 
in Milwaukee April 7 as the result of a 
heart attack. 

It was Mr. Bryan’s task at Allis- 
Chalmers to see that the giant turbines, 
electrical apparatus, farm and other 
industrial machinery, built by his com- 
pany, safely and quickly reached pur- 
chasers all over the world, and to 
insure, as needed, the proper move- 
ment of all the vast supply of raw ma- 
terials required to produce all this 
machinery. Mr. Bryan was a member 


| of the Milwaukee Traffic Club, Chair- 


man of the Transportation Committee 


| of the Milwaukee Association of Com- 


merce, Chairman of the Machinery Di- 


| vision’s Shipper’s Advisory Board, and 


a Director of the Associated Traffic 
Clubs of America. 


| Steel Prices Frozen At 


First Quarter Levels 


A price schedule freezing steel prices 
at the levels which prevailed during the 
first quarter of 1941 was issued on April 
17 by Leon Henderson, Administrator 
of the newly formed Office of Price 
Administration and Civilian Supply. 
This action was precipitated, Mr. Hen- 
derson explained, by recent wage in- 
creases in the industry. 

Mr. Henderson pointed out that a 
steel price increase at this time might 
touch off a general increase in the cost 
of living and start the country off on the 
road to price inflation. 

A thorough study of prices and costs 
in the steel industry will immediately 
be made by the Office of Price Adminis- 


| tration and Civilian Supply, he said. 
| Adjustments in the schedule will be 


made, he added, if these studies indi- 


| cate that they are necessary. 
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CUTTING TOOLS 
That Can Take Jt! 


® National tools are engineered for stamina! 


Their long, economical life is never accidental. 
Engineers, metallurgists, and skilled workmen 


stand beck of their performance in your service. 
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FOR INDUSTRY 


The handiest reference book — 56 
pages, indexed for easy use-— 
showing industrial hand tools. It 
offers you splendid opportunities 
to pick up some big hand tool 


orders right now. 


STANLEY 
SCREW DRIVERS 


Typical of the completeness of 
each classification of Stanley Tools 
are Screw Drivers. Shown here 
are a few of over 200 different 
screw drivers and bits described 
in this new catalog. Included is 
a full line of drivers for “Phillips” 
Recessed Head Screws and Bolts, 





THE TOOL BOX 





\ 


STANLEY TOOLS 


DIVISION OF THE STANLEY WORKS 


NEW BRITAIN, CONN. 


OF 





THE WORLD 
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New York district sales representatives of 
the American Chain Division of the Ameri- 
can Chain & Cable Co. agreed on sales 
plans for the season last month at 2 meet- 
ing in the home office in York, Pa. W. D. 
Kirkpatrick, vice president (at head of the 
table), presided. Standing are Henry Kling, 
Dave Hertzfield, Jack Thiebauth, Ray Dean, 
B. Kiernan, Paul McElroy and W. F. Cotter. 
Seated: Mr. Kirkpatrick, Henry Irwin and 
E. ¥. Grimes. 


Hardware Manufacturers 
To Meet October 13 


The week of October 13 has been 
set by the American Hardware Manu- 
facturers Association for its 83rd semi- 
annual convention. Meetings will be 
held in Atlantic City, N. J. During the 
same week the National Wholesale 
Hardware Association will hold _ its 
47th annual convention. Headquarters 
of both associations will be the Marl- 
borough-Blenheim Hotel. 


Flexible Steel Lacing 
Men Meet in Chicago 


The growing market for fastened 
V-belts was discussed at a sales con- 
ference of Flexible Steel Lacing Co.’s 
representatives, March 17 to 21, at the 
Graemere Hotel in Chicago. Attended 
by field salesmen and company ofh- 
cials, the meeting disclosed the fact 
that there are now several manufac- 
turers of cross-woven, fabric-center 
construction V-belts of the type suit- 
able for use of the Alligator V-belt 
fastener. The sessions also discussed 
conveyor belt fasteners and rip plates, 
used for repairing and patching, which 
have been in increasing demand as 
heavy industry steps up output. 

Among those attending the con- 
ference were J. W. Gillespie, S. J. 
Baker, G. W. Gramer, A. F. Wydeen, 
C. L. Garesche, R. H. Bacon, P. S. 
Rinaldo, H. J. Beach, H. I. Reinhorn, 
H. L. Coats, M. B. Beach. H. J. 
Racette, Austin Webster, R. A. Beach, 
and W. B. Paulson. 
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= Says Mr. Percy Ridings, Vice-President of 
"Syracuse Supply Co.: “You can sum up 
i our long association with Johns-Manville 
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Tough customers calm down remarkably under the spell of 
Raybestos-Manhattan packings. They know the name and 
respect it. They accept R/M as a huge factor in the rubber 
and asbestos industries, and you as its representative. 


That acceptance makes. R/M packings the perfect resale 
line. That, plus the small number of items you need stock 
to supply every call, and our strict distributor policy. The 
R/M line is widely advertised. It is backed by a company 
with 40 years’ experience in asbestos and rubber products. 


See how R/M can smooth out your packing ‘problems. 
Send for the R/M catalog, sell 
R/M packings and line up those 
tough customers. 

PACKINGS 
This condensed, cross-indexed catalog of 


the smal! but complete R/M line, built 


for resale, is yours for the asking. Inves- 





tigate this catalog. Just write us for it. 


INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


Makers of Packings for Every Industrial Use 


BRIDGEPORT, CONN MANHEIM, PA NORTH CHARLESTON, S.C PASSAIC, N 
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Fox Named President 
Of Lincoln Electric 


ALEX P. FOX 


The board of directors of the Lin- 
coln Engineering Co., in their annual 
meeting elected Alex P. Fox as presi- 
dent. He will take over the duties of 
Frank S. Barks, deceased. 

Mr. Fox was formerly vice-president 
and treasurer and has been associated 
with the company for 28 years, begin- 
ning his career as a draftsman in 1913 
when the factory was located at Valley 
Park, Mo. Much of the subsequent 
expansion of the company can _ be 
credited to the policies established by 
Mr. Fox. He has numerous inventions 
to his credit, having been for many 
years in active charge of engineering 
and production. 

Other officers of the company who 
were re-elected are Foster Holmes, vice- 
president in charge of sales; Jonathan 
Kludt, vice-president in charge of pro- 
duction; G. J. W. La Rue, secretary. 
L. C. Rotter, chief engineer, was elected 
a Director at the annual stockholders’ 
meeting to fill the vacancy brought 
about by Mr. Barks’ death. 





W. G. Barclay, sales manager of Barclay, 
Ayers & Bertsch Co., Grand Rapids, Michi- 
gan, believes a small amount of time spent 
daily studying pays dividends in increased 
sales volume. 
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ELIABILITY, cooperation and service, 

plus a complete line of faultlessly per- 
forming products, are the important ele- 
ments in the set-up which DIXON offers 
to distributors. 


Every user of industrial hose is a prospect 
for DIXON Couplings, Clamps, Nipples, 
Valves and the many other quality items 
in the DIXON line. Selling these depend- 
able products is the surest way to establish 
customer confidence in you and your 
house, because the name DIXON means 
the highest degree of service and satis- 
faction. 


Having earned wide recognition and ac- 

_ ceptance during more than a quarter of a 
century, DIXON products provide a profit- 
able source of steady, repeat business in 
every field of industry. 


Remember . . . DIXON products are sold 
only in strict accordance with our estab- 
lished Distributor Policy. If you are not 
now handling them, investigate today! 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY 











... KNOW THE MERITS OF 


DIXON 


PRODUCTS 





“BOSS’’ COUPLINGS 
Washer and Ground Joint 
Male and Female 


“BOSS” 
AIR HAMMER 
COUPLINGS 
Washer and Ground Joint 





“DIXON” 
AIR HAMMER 
COUPLINGS 
Washer and Ground Joint 





“AIR KING” 
Quick-Acting, Universal Type Coupling 


ian anal 


“DIX-LOCK” AIR HOSE COUPLING 
Quick-Acting. Renewable Sleeve and Spring 


O + 


“KING” CLAMPS “BOSS” AIR VALVES 
Single and Double Bolt Self-Honing, Throttle Type 











MMM Ss Cog “KING” 
PHILADELPHIA, PA. co bl? COMBINATION 
BRANCHES: CHICAGO + BIRMINGHAM «+ LOS ANGELES * HOUSTON NIPPLE 
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Attention: SALESMEN HANDLING G & K BELTING! 


Are you completely equipped with material to help you sell “the right combination 
for short center drives?” 

G & K’s easy-reference belting catalog? . . . Pivoted Motor Base Data Book? ... 
short center drive booklets? Also, you can use our new slide-film for showings before 
groups of customers and prospects. 


Go hand-in-hand with G & K — get out in front in ’41 
@ Read GRAKNIGHT LIFE for new selling ideas 


GRATON & KNIGHT CO. 


Tanneries and Manufacturing Plant at 
WORCESTER, MASSACHUSETTS 


i 
IWe are the only leather belting manufacturer with complete 

















| promotion of R. E. 


L. “Stoney” Stoneburner (left) and Paul 
Smith, inside salesmen for lowa Machinery 
& Supply Co., Des Moines, finds a few 
spare moments at lunch hour to rig up a 
display sign for the window. 


Executive Changes Named 
By The Stanley Works 


Election of five new vice presidents 
of the Stanley Works, New Britain, 
Conn., has been announced by the 
board of directors together with the 
Pritchard to the 
presidency of the firm, succeeding C. F. 
Bennett who becomes chairman of the 
board. 

The five new vice presidents are 
C. Cairns, P. F. King, L. M. Knouse, 
L. S. Howe and R. B. Britton. Mr. 
Cairns and M. A. Coe were named 
directors, and E. E. Ogren as the new 
assistant secretary. 

Mr. Bennett retires from the presi- 
dency after 50 years of service with the 
company. He had been president since 


1923. Mr. Pritchard, the new presi- 
dent, has been with Stanley since 
1914, except for 1917-18 when he 


served overseas as first 
the air corps. 


lieutenant in 


Mr. Coe, a new director, has been 
with Stanley for 34 years, the past 12 
as general manager of Stanley Tools. 

Mr. Cairns, who joined the company 
in 1924, spent several years in foreign 
offices of the company. His election as 
vice president puts him in charge of 
the hardware division. 

Mr. King has been with the com- 
pany since 1900 and for several years 


| has been sales manager of the hard- 


ware division. 

Mr. Knouse, another new vice presi- 
dent, is well known in the mill supply 
field as general manager of the electric 
tool division. Mr. Britton is manager 
of the pressed metal division, and Mr. 


| Howe serves as general manager of the 
steel strapping division. 


divisions. 


Mr. Ogren, the new assistant secre- 
tary, is credit manager for all Stanley 
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For Zhree Generations the 


call has been for 


NATIONAL STEEL PIPE 





SERS of pipe from long experience have 
learned to depend more and more on 
NATIONAL for outstanding quality and satis- 
factory service. There are many reasons for 
this uninterrupted record of leadership. For 
more than 50 years NATIONAL Steel Pipe has 
met the most exacting requirements of indus- 
try. Here is a pipe that is strong and durable, 
low in cost, and long in service. Constant im- 





provements year by year, higher quality steels, 
better manufacturing processes, removal of 
scale, careful inspection, and retarding of cor- 
rosion have contributed to give users the great- 
est value per dollar of cost. When the call is for 
pipe—join the long list of experienced buyers 
and use NATIONAL. Quality distributors, located 
strategically in every major commercial center, 
are capable of helping youinevery pipe problem. 


Here are some of the points that have helped to make NATIONAL the long-time leader: 


1. UNIFORM. In metallic structure, dimen- 
sional accuracy, strength, ductility, and 
corrosion resistance. 


2. STRONG and DUCTILE. These qualities 
are “built into” NATIONAL Pipe through a 
system of close metallurgical control of 
chemical and physical properties, all the 
way from ore to finished pipe. 


3. EASY to THREAD. Smooth, full, strong, 


easily cut threads are important to the user. 


4. EASY to FLANGE. Flanges without loss of 


material, time or labor—a feature practical 
men appreciate. 


5. MAKES SOUND BENDS. Many contractors 
report making thousands of close bends 
without buckles, splits, or open welds. 


6. MAKES SOUND JOINTS. It has the enthu- 
siastic endorsement of hundreds of work- 
men who have welded or coupled thousands 
of joints. 


7. RETARDS CORROSION. Butt-weld sizes 
Y, to 3 in. are freed of mill scale by the 
NATIONAL Scale-Free Process. All sizes 4 
in. and less are Spellerized. Both processes 
reduce corrosion. 


8. Available in COPPER STEEL. Introduced 
over 25 years ago, NATIONAL is the original 
Copper Steel Pipe. Resists atmospheric cor- 
rosion 2 to 5 times more than ordinary pipe. 


9. Available in DUROLINE. Lined with an 
impervious material, this pipe resists the 
attack of corrosive waters and many other 
fluids that quickly rust unprotected pipe. 


10. THOROUGHLY TESTED. Thorough tests 
and inspections at every stage of production 
result in outstanding quality. The result is 
a product which the user may safely rely on. 


NATIONAL TUBE COMPANY 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 





PITTSBURGH, PA. 
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for More Tool Mileage 





| Victor Belting & Rubber Co., Los Angeles. 
| At the left is J. B. Coffey, vice-president, 
| then D. C. Sheridan, secretary, Amelia 
| Matz, and Harry Sheridan, salesman. Secre- 
tary Sheridan reports a new catalog being 
compiled, which will be produced locally 
and covering all their lines. Principal among 
them are Thermoid Rubber Products, Quig- 
ley refractory products, United States Rub- 
ber boots and clothing, Page New Process 
leather belting, Chesterton packing, Globe 
solid woven belts and Keystone lubricants. 
C. H. Coffey is president of this company. 





New Plant Ready 
For Aluminum Industries 


Operations in its new $800,000 alumi- 
num and magnesium foundry and alu- 
minum paint plant will start on May Ist, 
according to an announcement by offi- 
cials of Aluminum Industries, Inc., Cin- 
cinnati, O. This will be the first unit to 
be completed in the company’s building 
program, which will include, in addition 
to the foundry and paint plant, a large 
machine shop and an office building. 
All of the new buildings are being 


The rare combination of strength | erected on a 35-acre site recently pur- 
and lightness found in our pliers chased by the company on Werk Road, 


Cincinnati, O. 


and wrenches is a tribute to our The new foundry and paint plant, 
; ° m . a which has an area of 150,000 sq. ft., 
ineering and manufacturing was designed and constructed by the 
SAAS eae i Austin Company of Cleveland, O. It 
* has modern functional lines and is of 
all-welded structural steel and face 
brick construction, with high continuous 
bands of sash on all sides. 

The foundry with its estimated ca- 
pacity of 2,225,000 pounds per month, 
will be devoted entirely to the produc- 

| tion of magnesium and aluminum alloy 

| castings of the sand, permanent mold 

| and semi-permanent mold types, for 

| aviation, automotive and other basic de- 
fense industries. 
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MILWAUKEE 


has the line of 
INDUSTRIAL BRUSHES 


stat HAS SALES PEP*-- 
~ THat cives You RESULTS --- 


« TuaT apps To your PROFITS -- 


HERE is THE LINE There’s a GREATER need right now in all of Industry for brushes. 
You can be in a position to offer the right brush for every indus- 

THAT DOES THE WORK trial application whether for production or maintenance. You 
can do that profit-making selling job with MILWAUKEE 

—— a INDUSTRIAL BRUSHES. Each MILWAUKEE Brush listed at the 
“Mono-Bilt’” left is made specifically for the job it is to do. Each is expertly 

“Steel Clad” made of highest quality materials to give your customers maxi- 
“Dura-Bilt” mum service. This wide selection of industrial production and 
“DiBilt’” maintenance brushes equips you to fully cover the entire 


“Peerless” industry. Get our proposition and make more money selling 
Twie-Tult’” MILWAUKEE Brushes. 


Dan: Wie tallies a THE MILWAUKEE BRUSH MANUFACTURING CO. 


“Sturdi-Bilt” Wire Cup Brushes MILWAUKEE WISCONSIN 
Fibre Wheel Brushes 


Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 
Miscellaneous Maintenance Brushes 


LT: Key to Industrial Brush Problems 


"MONO-BILT" Wire Casting Brush 
Wire Wheel Brush 
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gives you 


GREATER QUALITY 
GREATER SALES 
GREATER PROFITS 


®@ The line of belting to handle is 
the line that gives your cus- 
tomers the best service and long- 
est life ... and at the same time 
brings you greater sales and 
profits. You'll find all these qual- 
ities in every belting product 
made by GLOBE. Research... 
superior manufacturing methods 
- all the “extras” that spell 
“quality” are found in each 
GLOBE Belt. And these are the 
qualities that sell easiest, and 
keep every buyer sold! So, plan 
to handle GLOBE Belting exclu- 
sively . .. write for GLOBE’s dis- 
tributor plan— it's extremely fair. 
Also a price and product list. 


Build added belt- 
sates with these 
products sc 


Solid Woven Cotton Belting 


Solidly woven—no plies to 
separate. Especially  suit- 
able for all types of light 
conveyor jobs. 


Kanrytex 


A specially impregnated belt 
for conveyor purposes in 
the food and canning indus- 
tries. Odorless, tasteless 
and proofed against fruit 
aad vegetable juices and 
acids. ay be washed with 
hot water or live steam. 


Solid Woven Water-Proof 
Treated Belting 

Particularly adapted for 
transmission drives runnin 
under moisture or mil 
steam conditions. 


Endless Woven Belts 


Made in one _ continuous 
piece. No joint. No splice. 
For use with high speed 
tools. 


(e4 Ke} =) 2 


Woven Belting Co., Inc. 
1400 Clinton St. 
BUFFALO, N.Y. 


Dr. Kimball Explains 
Priorities System 


Dr. Dexter S. Kimball, Chairman of 
the Tools and Equipment Group of the 
Priorities Division of the O.P.M. last 
month described the country’s priori- 
ties system as “a method of putting 
first things first, a technique for mak- 
ing sure that machines and wheels and 
gears and guns and radios and _ther- 
mometers and range finders—and all 
the other things needed for National 
Defense—are produced promptly, on 
schedule, without delay. Dr. Kimball 
spoke before the April meeting of the 
American Society of Mechanical Engi- 


_neers in Atlanta, Ga. 


“In actual practice, this often re- 
quires the greatest skill in scheduling 
and production techniques on the part 
of the producer. When he has two or 
more defense jobs with different rat- 
ings, he cannot put all his effort on the 
top job and finish that before he 
begins to think about the next one. 
What he really does is to put his 
facilities to work on different jobs, with 
different ratings, at the same time. But 
in doing so he must always make sure 
that the more important contracts are 
executed in. the order of their impor- 
tance and are turned out according to 
schedule.” 

Although the priorities system is de- 
signed primarily to aid the defense 


program, Dr. Kimball said that it can | 


also be used to aid important civilian 


projects. However, “it is not the policy | 
of the division to use priority actions | 
. an effort is always | 


indiscriminately . . 
made to find solutions through other 
means.” 

The assignment of preference ratings 
for strictly military contracts is han- 
dled by the Army and Navy Munitions 
Board. Here, the assignment of ratings 
is handled on an automatic basis, using 
the Priorities Critical List (of about 
200 items). 

Problems which lie outside the 


strictly military sphere, as defined by | 


the critical list, are administered by 
the O.P.M.’s Priorities Division. In this 
field, the division can operate (1) by 
means of individual preference rating 


certificates, (2) by using industry-wide | 


control, usually involving the tech- 
nique of allocation, (3) by issuing 


limited blanket ratings for the acquisi- | 
tion of materials, or (4) by any other | 
steps necessary to solve the problems | 
| which arise. 


Dr. Kimball said that these two 
phases of the program, the military 
phase and that administered directly 


by the Priorities Division, are closely | 
geared together in an effort to make | 
sure that the economic system con- | 


tinues to function smoothly as it picks 
up the new load of defense. 
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ITS TAKING HOLD 


WELDWOOD PLASTIC 
RESIN GLUE 1S 
VY WATERPROOF 
VV STAIN FREE 
ROT PROOF 


TREMENDOUS 
STRENGTH 


QUICK ACTING 


y cOLD SETTING 
PLASTIC 
W f part : 
UNITED STATES PLYWOOD CORP. 


616 West 46th St New York N.Y 


WELDW4UD 


PLASTIC RESIN 


WATERPROOF GLUE 
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American Chain Shifts 
Greenwood to Coast 


Roy E. Greenwood E. J. Flood 


Roy E. Greenwood was recently ap- 
pointed assistant Pacific Coast Man- 
ager of American Chain & Cable Com- 
pany, Inc., with headquarters at 630 
Third Street, San Francisco. He will 
operate under E. O. Johnstone, Pa- 
cific Coast manager. 

Mr. Greenwood has been associated 
with the company for more than 10 
years and has been district sales man- 
ager for the Chicago territory of Amer- 
ican Chain division since February, 
1939. 

E. J. Flood will succeed Mr. Green- 
wood as district sales manager for 
Chicago territory of American Chain 
division, and will continue as district 
sales manager for Chicago territory of 
Page Steel and Wire division, in addi- 
tion to his new duties. Mr. Flood is 
well known to the trade as he has 
been associated with the company for 
many years. His headquarters will 
remain at 400 West Madison Street, 
Chicago Daily News Building. 


Chandler-Boyd Handles 
Fiberglas Insulation 


Chandler-Boyd Co., of Pittsburgh, 
has been appointed distributor by the 
Owens-Corning Fiberglas Corp. for in- 
dustrial fiberglas. The industrial appli- 
cations of fiberglas are considered to 
have good possibilities, especially at the 
present time when magnesium and as- 
bestos are so difficult to procure. 

The Chandler-Boyd territory will 
cover western Pennsylvania, West Vir- 
ginia and some eastern counties of Ohio. 
Products to be sold will include pipe 
covering, insulating block, insulation 
with and without metal facing, metal 
mesh blankets, blanket type pipe insu- 
lation, insulating wool and insulating 
boards. Stocks will be carried in the 
Chandler-Boyd warehouses. 

A sales promotional campaign will 
supplement the personal sales program 
on the line. E. W. Stitt, an experienced 
heating and insulating engineer, will 
be in charge of the new department. 
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Where there’s Production 
there’s Precision! 


And where there’s Precision, there’s a Mill Supply House to 
furnish. the tools for it. The Lufkin Rule Company is proud of 
the fine relations it enjoys with the Mill Supply dealers and is 
today. more than ever before, making an effort to warrant your 
friendship and allegiance. We are answering the greatest de- 
mand ever made for our Precision Tools with the highest pro- 
duction peaks we've ever known—and yet we are faced with 
delivery problems like anyone else. Please be assured that 
your orders are receiving 

our most careful attention. 


We are doing — and will 


continue to do our human 


SAGINAW, MICHIGAN . New York 
best. 


TAPES . RULES PRECISION TOOLS 
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HYDRAULIC PACKINGS 
PNEUMATIC PACKINGS 
OlL WELL PACKINGS 
WATER WELL PACKINGS 
MECHANICAL PACKINGS 


Make us your headquarters for your cus- 
tomers’ needs. We carry large stocks of all 
the popular sizes of Packings, as well as be- 


ing equipped to manufacture your special 





@ All Water Well Packings are packed in 
sturdy, modernistic packages which can be 
conveniently stacked and readily identified 
as to contents. Packed one dozen to the 


box. 


requirements from ample supplies of raw 


materials. Handy specification-sheets are 
available for you to provide to your cus- 
tomers so that their exact needs can be 
promptly filled. 


Supply men everywhere depend on X-L os their logical source of supply for 
Leather Packings. 








Regiatered 
U. 8. Patent Ofice 


EXCELSIOR LEATHER WASHER MFG. CO. 


ROCKFORD, 





ILLINOIS 
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First honors as the most informative exhibit 
at the Boston Purchasing Agents’ Show last 
month were taken by Hinds & Coon, Boston 
distributor. Above, left to right: Jack Sut- 
ton, Hinds & Coon salesman; A. D. Forbes 
of General Electric's West Lynn plant, and 


| Hedley Halfyard, manager of the mill sup- 


ply department of Hinds & Coon. Picture by 
Paul Wright of L. H. Gilmer Co. 


Wholesale Distribution 
Within State Covered 


The Wage and Hour Division’s posi- 
tion that wholesale distribution of 
goods which have crossed the State 
line is an operation covered by the 
Fair Labor Standards Act, even though 
the goods do not thereafter leave the 
State in which the distributor is lo- 
cated, has been upheld in its first test 
before a Federal Court, General Philip 
B. Fleming, Administrator of the Divi- 
sion, has announced. 

General Fleming was in receipt of 
the opinion of Judge Robert L. Rus- 
sell of the Northern District of Georgia, 
who ruled that Alterman Brothers, an 
Atlanta wholesale grocery concern, was 
covered by the Wage and Hour Law, 
in enjoining the firm against further 
violation. 

“This is one of the most important 
decisions as to the extent of the Wage 


and Hour Law’s coverage that has 
been made,” General Fleming said. 


| “More than a million and a half work- 


| It was 


ers are engaged in the wholesale trade, 
according to estimates made two years 
ago by the Bureau of Labor Statistics 
of the U. S. Department of Labor. 
estimated, also, at the same 
time, that nearly 80,000 workers in 
the wholesale trade were receiving less 
than 30 cents an hour, the statutory 
minimum wage under the Fair Labor 
Standards Act; 447,000 workers were 
working in excess of 42 hours per week. 
The Fair Labor Standards Act requires 
that wages at the rate of time and a 


| half the regular rate of pay be paid 


workers for all hours worked in a 
single workweek in excess of 40.” 
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MORE CUSTOMERS . 


Farmers, factory workers, fishermen, 
painters, ship operators, shop keep- 
ers and shippers, in fact practically 
everyone in every territory is a pros- 
pect for one or more of these fast- 
moving products. American Rope 
and Cordage is a most desirable line 
requiring but small capital invest- 
ment and having quick turnover and 


good profits. 


American Manufacturing Company 
has had fifty years experience in 
making manila, jute and sisal prod- 
ucts and is today the world’s largest 


"he 
(/ 
ba / 

1% " 


producer of cordage. The American 
Line is complete, with every product 
designed to give the greatest service 
and satisfaction to users . . . the 
greatest possible volume and profits 
to American Dealers. 


Order the stock of American Cord- 
age suited to the need of all your 
customers. Benefit by a single source 
of supply . . . one order, one ship- 
ment. “Go American” today . 
and profit. 


y Look for the red and green markers. 


AMERICAN 


ROPE - TWINE - OAKUM - PACKING 





. . MORE SALES 








The Only Full Line 
From One Source Of 
Supply 
Amco ‘‘All-Weather”’ 
Manila Rope 
“American Superior’ 
Manila Rope 
American Manila 
Transmission Rope 
American ‘‘Superwear"’ 
Manila Drilling Cables 
“Spartan” Sisal Rope 
‘Anchor’ Sisal Rope 
Fine Polished Twines 
Coarse Polished Twines 
Fine Unfinished Twines 
Coarse Unfinished Twines 
Sisal Twines 
Royal’ 
Plumbers’ Spun Oakum 
“American” Marine 
Oakum 
“Eagle” Twisted 
Jute Packing 





AMERICAN MANUFACTURING COMPANY 
NOBLE AND WEST STS. BROOKLYN, N. Y. 


western Factory: ST. LOUIS CORDAGE MILLS, sr. Louis, mo. 


BALTIMORE ° 


PHILADELPHIA ° 


CHICAGO ° 
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. Flexible as a buggy whip. 
. Cuts like an "‘all-hard." 


| 

2 

3. Tough teeth that won't strip. 

4. Will not break in use in frame. 
5. Made from a new kind of steel. 
6. Heat-treated by a new process. 
7 


Distinctive all-over black finish 
(patented). 


8. Size and number of teeth clearly 
printed on blade. 


9. A protective metallic coating 
that prevents rust. 


10. Faster cutting—longer lasting. 
11. Packed in modern metal boxes. 
12. The same price as ordinary 


blades. 


These are merely a few of the rea- 
sons why distributors find the New 
VICTOR Unbreakable Special Flexi- 
ble Hack Saw Blades easier to sell. 
Their identification value due to 
the distinctive finish—and the mod- 
ern metal boxes—make them truly 
a special. Their cutting qualities 
make them repeat. Better profits 
are the result. 


There are other VICTOR Blades— 
made in Hand and Power types—in 


Tungsten, "Moly" and High Speed 
steels. 
















Stock VICc- 
TOR Frames, 
too — strongly 
built, finely 
finished and 
in four styles 
to fit every 


need. 


VICTOR SAW WORKS, 


| ‘SWYOM MVS YOLIIA 


HiSa3i BI-SZzO 


| 
—s 
= 
| ome ] 
ad 
2 
mS 
= 
mr 
= 
5S 
Ro 
—— 
orm 
) 
rm 


ixOl 











McNally Heads Sales 
of Westco Pump 





H. L. McNALLY 


Micro-Westco, Inc., Bettendorf, Iowa, 
has announced the appointment of 
H. L. McNally as sales manager of the 
Westco pump division. This advance- 
ment from the position of assistant 
sales manager resulted when Leon F. 
Wernentin, former sales manager, was 
promoted to the sales department of 
the Bettendorf Company, the parent 
organization. 

Mr. McNally joined the company 
over sixteen years ago and steps into 
his present position with a wealth of 
practical knowledge of pump produc- 
tion and sales, gained through his 
varied experience in the factory, office 
and field. 

No radical changes in company 
policies are contemplated by Mr. 
McNally, although he has already 
made the first move in a program of 
closer co-operation with the Westco 
Distributing organization, by adding 
two sales engineers to the office force. 
These engineers, C. V. Copeland and 
Ivor G. Morgan, will assist Mr. Mc- 
Nally in the promotion of both domestic 
and industrial turbine-type and cen- 
trifugal pumps. 


See Page 159 


Fifth of the series of advertisements 
sponsored by Mitt Suppties in the in- 
terest of the industrial distributor ap- 
pears on page 159 of this issue. This 
advertisement appears in eight publica- 
tions with a total circulation of 300,000 
executives and _ operating officials 
throughout the manufacturing and 
service industries of the country. 


Augusta House Moves 


S. Donald Fortson Co., industrial 
distributor in Augusta, Ga., has moved 
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Middletown, N. Y. 


to new and larger headquarters at 901 
Reynolds St. 


@& 108 
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and Engineering & Mining Journal. 


portant industrial buyer in America. 





This advertisement is appearing in Business 
Week, Aviation, American Machinist, Fac- 
tory Management & Maintenance, Textile 
World, Engineering News-Record, Power, 


An 


eight magazine campaign reaching every im- 








ONE MAN WAS READY WHEN THE DAM BURST 





AMERICA’S SMOKE of battle belches forth from 
the chimneys of tank and truck plants, from the 
factories of motor manufacturers, machine tool 
builders, weavers of khaki cloth for a million men. 
From tens of thousands of plants of all kinds! 

This world has never known the likes of it 
for sheer power and volume and speed! 

And one reason the whole thing works so 
beautifully is the Industrial Distributor, the man 
who holds down industry’s “life-line.” For behind 
the scenes ... behind this “world’s greatest produc- 
tion show” .. . is a never-ending stream of supplies, 
of parts, of vital tools that keep industry “on pro- 
duction.” The Industrial Distributor feeds industry. 
He is able to make deliveries from stocks on hand 
in half a day that might take a month, two months, 
or more, direct. 

Nowhere else in this wide world will you 
find a counterpart for him. He fills a funetion 
peculiar to the American industrial system. 

Over the years hundreds of manufacturers 
have learned they could serve their customers better 
and faster and more economically through the 
Industrial Distributor. But just suppose their pro- 
duction schedules, now so compactly geared to the 
known requirements of a few hundred distributors, 
should have to be adapted to the unknown needs of 
tens of thousands of users! Think of the chaos! 

And what about those tens of thousands of 
users? They, too, have learned to depend upon the 
Industrial Distributor. For materials, for tools and 
supplies—what they want, when they want it. No 
wonder one of this country’s best known names in 
the machine tool field buys every last item it can, 


exclusively from the Industrial Distributor. No 


wonder one of our leading builders of bombers 
does exactly the same! No wonder, as you go 
through industry, you find plant after plant profit- 
ing by the identical policy. 


What a man this Industrial Distributor is! 


Able to anticipate industry’s needs, knowing his 
territory as he does, he ranks high in ability and 
low in cost as a salesman... simply because he 
operates so effectively as a purchasing agent for 
his customers. He knows his business and he knows 
enough about the business of his customers to act 
as trouble shooter and to pass along useful ideas. 
Think of the flexibility of distribution he makes 


possible. The economy of distribution he creates! 


Long before our Defense Program was out 
of first gear... in fact, long before any Defense 
emergency existed . . . the Industrial Distributor 
was handling this ticket of work on a solid schedule 
of working hours, fifty-two full weeks a year. Years 
ago he learned to look emergencies in the face—and 
lick them! When someone kicked over the red 
lantern, and the Defense rush was on—he was ready 
for it! 

It was his kind of job. He has always worked 
best under pressure. He’s known it all his business 
life. So he simply rolled up his sleeves and went 
right on delivering driving himself even 


harder, to serve. 


Yes, every hour of every working day he’s 
“delivering the goods” for plants from coast to 
coast. He’s writing his own story ... in sweat, not in 
words. He doesn’t hit the headlines, and he’s too 
busy to take any bows. But for our money, he’s 


“All-American” on this great Defense team! 
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‘SELLING HELPS 
THAT MEAN 
BUSINESS: 


“Twelve-time” ad schedules in 
publications with circulation 
of more than 125,000 indus- 
trial buyers. 
























M 


Monthly mailings to thou- 
sands of plant men and pur- 
chasing agents .... . your 
territory is covered. 


PLUS — The Blackmer Rec- 
ord of more than 30 years of 
satisfactory pump perform- 
ance means — CUSTOMER 
ACCEPTANCE. 


















CHEMICAL 
ENGINEERING 





BLACKMER 
ROTARY 
PUMPS 
“THE PUMPS THAT ARE 
SELF-ADJUSTING FOR 
WEAR” . . give you selling 


features that convert inquiries 
into sales. 


THE BLACKMER LINE 
IS COMPLETE 


Hand Pumps 


Power Pumps from 
in 54 models. Sanitary Pumps 


5 to 700 GPM. 50 to 100 GPM. 
PY ese ee et. cares MANUAL that 


takes the higher mathematics 
out of pump selling. 


Write for catalog and the Blackmer Jobber Proposition. 


BLACKMER PUMP COMPANY 





1815 Century Ave., S.W. Grand Rapids, Michigan 
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The appointment of James R. White as di- 
rector of sales of the Clover Mfg. Co., Nor- 
walk, Conn., has been announced. For the 
past three years Mr. White has been presi- 
dent of Rickard & Co., Inc., industrial ad- 
vertising agency, which position he resigned 
to become associated with Clover. A past- 
president of the Technical Publicity Associa- 


| tion of New York, he is at present a member 


of the executive board of the Army Ord- 
nance Association. 


Honor Roll of Advertisers In 
Our 1911 Convention Issue 


SUPPLIES 
magazine went to its first convention. 
The industrial distribution industry of 
that era, while not so well organized as 
it is today, was just as important a cog 

| in the economic life of industrial 
America as it Is now. 


Thirty years ago MILt 


Turning through 
the pages of that early issue it is sig- 
nificant to note that 24 of the 191] 
advertisers are still an integral part of 
the distribution industry and still ad- 
vertising in Mitt Suprpiies. We salute 
these 30 year advertisers at this time: 

American Chain & Cable Co. 

American Injector Co. 

American Pulley Co. 

\ppleton-Atlas Car Mover Corp. 

Beaver Pipe Tools 

Bond Foundry & Machine Co. 

Bristol Co. 

Chicago Rawhide Mfg. Co. 

Chisholm-Moore Hoist Corp. 

Deming Co. 

Dodge Mfg. Co. 

Duff-Norton Co, 

Eagle Mfg. Co. 

Jenkins Bros. 

Link-Belt Co. 

Lunkenheimer Co. 

Wm. Powell Co. 

Quaker Rubber Corp. 

Strong, Carlisle & Hammond Co. 

Thermoid Co. 


| Toledo Pipe Threading Machine Co. 


Victor Balata Textile & Belting Co. 
T. B. Woods Co. 
Yale & Towne Mfg. ¢ 
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That’s why the “Pipe Master” is so popular 
with Mill Supply Distributors, today. 





There’s no long wait for deliveries—no long 
wait for profits. TWO, modern plants ex- 
panded to meet defense demands; produc- 
tion stepped up to 24 hours a day—7 days a 
week, to give decent deliveries to your cus- 
tomers and give you a steady profit, instead 


of waiting 6 months, a year or longer. 


ero en ee en ------ “ THE 
WHEN YOU GET : OSTER 
AN ORDER FORA ' mes. 
2" PIPE MACHINE, | cO. 
2041 East 61st St. 
You CAN GET A Cleveland - Ohio 
“PIPE MASTER” 











Speaking of brake bands, here are a couple 
of real ones, just going out of the ware- 
house of the Republic Supply Co., Bakers- 
field, Calif. They are to be used on the 
“draw works” of an oil well, which hoists 
the drill pipe out of a well. The draw 
works weighs 28 tons. The big fellow in i 
front says that he gets two or three months’ 
life out of a band, which is supposed to be 
more than pretty good. 








| William A. Briggs Dies 
At Home in Atlanta 


ot cree — 


Wn. A. Briggs, manager of Southern 
sales for the Boston Woven Hose and 
Rubber Co. died at his home in 
Atlanta, Ga., on Saturday, March 22. 

Mr. Briggs had been in the employ 

| of the company since June 1903 when 
he took a position in the receiving 
department in the factory. After a 
short time he was transferred to the 
The last three mill supply catalogs issued by the Syracuse ee “; pede pnd oo 
Supply Company have been Donnelley-compiled partment about 1918 where his first 
. . | work was in connection with the piece 
| goods division. Later he became head 
of the service department. 


Since the Last Annual Mill Supply He served as assistant to A. C. 


Kingston, general manager until 1931 


Convention at Dallas— | = was transferred to the Pacific 


Mr. Briggs returned to Cambridge 
in July, 1934, and in 1935, he was 
appointed manager of the southern 


More Distributors Have Ordered New 

‘ sales district with headquarters in 
Donnelley-Built Catalogs Than in Any Corre- | Attanta. 
sponding Period for the Past Tnenty Years. 


weer 








N. J. Power Transmissioners 
h To Play Golf and Such 

While you are attending the Triple Convention this 
* J 7 mage 8 : ed ; The North Jersey chapter of the 
year, we cordially invite you to visit our Chicago head- Power Transmission Council has sched- 


quarters and get acquainted with the Donnelley Catalog | “ry pd gy —— iy rig ago 


Compiling Facilities, and the Lakeside Galleries and | Ridge Country Club in Livingston, N. 


‘ “18 | J. As in past years, the group has 
Libraries. invited members of the New York chap- 
| ter to join them for the day. The 


rogram includes golf, quoits, horse- 
R. R. DONNELLEY & SONS COMPANY | ‘ 


shoes. and the annual baseball game 
350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS winning team each year. 


for the cup trophy which goes to the 
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Here's Proof that Ravtite Sealing Compound 
Will Make Friends and Money for You 





ee 
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Mr. J. Walter Singmaster, President of Lehigh Valley 
Supply Co. at Allentown writes: 

“In our experience we have never merchandised a product 
with its exceptional sealing ability, plus its truly economi- 
cal, almost parsimonious saving in the making up of 4,448 
joints, because the entire installation consumed only 7 
gallons of ‘Key-Tite’.” 

= - 


HE Progressive Mill Supply Distributor Knows, from 
experience, that certain lines... properly exploited 
... Can produce amazing returns. These returns should be 





measured in two ways—the establishment of permanent 
business relationship with the industrial plant, and the 
profit margin involved in pushing the line. 


We have repeatedly emphasized that Key-Tite Sealing 





Compound pays a larger profit margin than most of the 


448 Leak-proof Joints for only 10% miles of piping under the items the distributor carries. But even more important is 
. tid Resecord ee scomven aut leak because om he f h K Ti | i | | " 

y ealing Com- and gas et connections are sea é é é 2V- > Sale develops as é onage 
pound in the installation shown ed with KEY-TITE. a ee Sor 8 v ” ee a ee ee 
above. because of the satisfaction of the customer. 


This Simple Sales Story Sells KEY-TITE 
HERE’S WHY THE CUSTOMER WILL BUY 


1. Key-Tite is nationally advertised. He knows 
about it. 


If you are not now handling Key-Sealing Compounds, in- 
vestigate if your territory is still open. To the Key dis- 
tributor and distributor’s salesmen... don’t overlook any 


. opportunity to foster friendship-building Key sales. 

2. It’s absolutely leak-proof against water, gas, PP y P 8 y 
compressed air, low-pressure steam, etc. 

3. Key-Tite is economical to use... goes two to 
three times as far as ordinary pipe dopes. 

4. It will not settle in the can, does not freeze 
the joint, will not affect the color or taste of 
potable liquids. 


2621-A McCASLAND AVE. . . EAST ST. LOU LOUIS, ILL. 
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TRANSMISSION 
EQUIPMENT 


enables you fo sell 
BETTER PERFORMANCE 
at a PROFIT! 


Customer confidence in DICK PROD- 
UCTS will make your selling efforts 
produce tangible, profitable results 


when you go after transmission business. 


Dick experience in the field has taught 
us how to make quality products avail- 
able to industry through distributors, 


without a price handicap. 


Investigate the many sales opportunities 
offered in the Dick line. 


BARRY STEEL SPLIT PULLEYS 
DICKROPE V-BELT DRIVES 
DICKBELT—DIXITBELT 
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Eighteen years ago to the day (that this 
picture was taken), J. D. Bruce, right, took 
a year's leave of absence from managing 
a couple of Florida sawmills to sell mill sup- 
plies for the Farquhar Machinery Co., Jack- 
sonville distributor. Each year he's said it 
would be just one more, but the lure of the 
selling game was too strong. Here he's 
telling Ward Bryson of Carborundum that 
"Maybe next year... ." But his customers 
among the sawmills hope not, and his friends 
and associates know better. 


Shifts Are Made By 
Page Steel and Wire 


J. E. Skinner was recently placed in 
charge of welding wire sales, as assist- 
ant to W. H. Bleecker, sales manager, 
at the general sales office of Page Steel 
and Wire division, American Chain & 
Cable Company, Inc., Monessen, Pa., 
taking over the duties previously per- 
formed by V. H. Godfrey who was 
recalled to active duty with the United 
States Navy. 

W. G. Hoagland of the Chicago office 
of Page Steel and Wire division was 
transferred to Monessen, Pa., to take 
over the duties previously handled by 
J. E. Skinner. 


Two New Buyers Named at 
Seattle-Tacoma Shipyard 


A. L. MeKinnon and A. W. Morris 
have been named assistant purchasing 
agents under C. E. Bothwell, purchas- 
ing agent. at the Seattle plant of the 
Seattle-Tacoma Shipbuilding Co. Pur- 
chasing offices have been moved to the 
Harbor Island plant at 2400 llth Ave. 
>. Ws 





ee 


UMI 


UMI 





oe 






PRODUCTS 


HYTEMPITE 
plastic, air-setting refractory bonding 
mortar. “The World's Standard 
High Temperature Cement.” 
Q-CHROME 


neutral chrome-base refractory cement. 


FYRE-MORTAR 


dry, refractory bonding mortar. 


Q-CHROMASTIC 
plastic, super-refractory surfacing 
mortar. 
QUIGLEY SPECIFICATION 
FIRE BRICK 
Missouri, Pennsylvania, New Jersey. 
MONO-LINE 
first quality plastic fire brick. 
ACID-PROOF CEMENTS 
plastic, air-setting, heat-resisting. 
CAST-REFRACT 
refractory concrete for temperatures 
up to 2500° F. 
HEARTH-CRETE 
patented chrome base castable 
refractory. 
INSULCRETE 
insulating refractory concrete for 
temperatures up to 2500° F. 
INSULBRIX 
insulating fire brick for temperatures 
up to 3000° F. 
INSULAG 
insulating refractory lagging for high 
or low temperature equipment. 
TRIPLE-A PROTECTIVE 
COATINGS 
anti-corrosive, decorative coatings for 
iron, steel, concrete and 
other surfaces. 
Q-SEAL 
plastic, expansive joint-sealing 
compound. 
DAMIT 


waterproof, joint-sealing compound. 


ANNITE 


cleaning compounds 


Bulletins are Available 
on All Products 





MWe 


Known the World Over in Solving 
Vital Maintenance Problems! 


UALITY, Performance 
and Merit go hand in 
hand in applications of 
Quigley Products. For over 
a quarter of a century, 
Quigley Company and its 
franchised distributors have 
successfully pioneered the 
development and application 
of refractories, refractory 
insulations, protective coat- 
ings and other Quigley In- 
dustrial Specialties — prod- 
ucts which are recognized 
the world over for their abil- 
ity to meet exacting condi- 
tions ECONOM- 
ICALLY. 
The Quigley 
line is a Quality 





line that sells on Perform- 
ance and results in repeat 
business. 

The high value placed on 
the Quigley Franchise by 
distributors is the result of 
the close cooperation of 
Quigley with the sales prob- 
lems of its distributors and 
the alertness of Quigley en- 
gineers to meet new user 
problems presented through 
distributors. 

Such cooperation has 
meant just one thing —a 
mutually profitable relation- 
ship between 
Quigley Com. 
pany and Dis- 
tributors. 
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| Finley Heads Kingsland 
Export Representatives 








L. P. FINLEY 


L. P. Finley, vice-president and 
director of sales and advertising for 
the Union Fork & Hoe Co., Columbus, 
Ohio, has recently assumed additional 
duties as president and treasurer of W. 
J. Kingsland & Co., of New York City, 
export representatives for Union’s line 
of farm, garden and industrial tools. 
Henry Fischer, New York City, has 
been reelected vice-president and sec- 
| retary. 

The Kingsland Co. has long been 
| closely connected with the hardware 
| trade for which it furnishes specialized 
| representation in all parts of the world. 
| Mr. Finley will continue to be in active 

charge of Union Fork & Hoe Co.’s 


sales and advertising at Columbus. 
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Complete data for quick reference on the ‘PRODUCTION 
DRIVE.” Invaluable information for the selection of the cor- 


rect short-center leather-belt pivoted motor base drive for 


Carboloy Co. Triples 
Production Capacity 


An expansion program which, when 
each individual requirement. completed, will triple carbide metal 
production capacity is nearing comple- 


All of your transmission equipment salesmen should have this tion at the new plant of the Carboloy 
Co., Inc., Detroit, producers of ce- 


new book to serve the growing popular demand for the mented carbide for cutting tools, dies, 
“PRODUCTION DRIVE”—called the most efficient short- etc. Completed in 1939, the Carboloy 


plant at that time had a production ca- 
pacity several times the amount of tung- 
| sten carbide then being consumed by 
Ask any Leather Belting Manufacturer for your supply. industry, with provision for further ex- 
pansion within the plant. The new 
program provides for absorbing, for 
AMERICAN LEATHER BELTING ASSOCIATION production needs, all previously avail- 
53 PARK ROW, NEW YORK, N. Y. able and unassigned floor space in 
addition to which the construction of a 
new warehouse will release further 
eee 


center drive in the world, today. 
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More Volume « More Profits 


for Industrial Distributors 
..with the Worthington 
Complete Standard Line 


q sa ae 


Horizontal Single-Stage Air Compressors 











Displacements to 2000 c.f.m. 


Pressures to 150 Ib. /sq. in, WORTHINGTON BUILDS MORE THAN 
; » 5000 STANDARDIZED PRODUCTS 
---to meet the widely varying 
needs of the nation’s industries. 


5 eee RENEE = 


Ww" a comprehensive product line, nationally 


accepted, Worthington’s new franchise includes 





ee es 


: ee a sound, straightforward STATEMENT OF POLICY, 
feast Wb ing oe augmented by a complete MERCHANDISING PLAN, 


to protect the dealer’s VOLUME AND PROFITS. 


A few territories are still open . . . write for full particulars today 





dd 


Vertical Air Compressors 









Water-cooled Air-cooled 
Displacements Displacements 
to 67 c.f.m. to 25 c.f.m. 
Seemnins 00.125 Drasedes te 150 Motor-driven Power Pumps Duplex Steam Pumps Industrial 
Ib. sq. ir. Ib. ‘sq. in Horizontal and Vertical Types Capacities to 410 g.p.m. Meters 


Capacities to 59 g.p.m. Pressures to 250 Ib. /sq. in. Capacities to 2800 g.p.m. 
Pressures to 1800 Ib. ‘sq. in. 





Split-casing Monobloc Frame-mounted Rotary Pumps 
Centrifugal Pumps Centrifugal Pumps Centrifugal Pumps Capacities to 4100 g.p.m. 
Capacities to 2000 g.p.m. Capacities to 1000 g.p.m. Capacities to 3500 g.p.m. Viscosities to 500,000 S.S.U. 

Heads to 550 ft. Heads to 280 ft Heads to 130 ft Pressures to 300 Ib. sq. in. 





WORTHINGTON PUMP AND MACHINERY CORPORATION GENERAL OFFICES: HARRISON, NEW JERSEY 


1c1-13 
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SEND FOR THIS BOOK 


NOW! 


—It will show you how to take 
advantage of today's business boom 


Now’s the time to get your share in industry's steadily 
increasing market. Sell the equipment they need to keep 
their production at top speed. A-S-E Aurora Shop Equip- 
ment has what it takes to help keep the production lines 
moving. This new catalog completely describes these prod- 
ucts which have always been in demand—hut are nou 
“whooping it up.” 

A-S-E Aurora Equipment has been sold and catalogued 
by mill supply distributors for years. In selling it, you are 
assured of a full line, super-quality, good profits, economical 
prices and strong selling aids. 

Get this catalog today. It costs nothing to find out—and 
it may open an avenue for outstanding profits. Ask, too, 
about A-S-E’s cut and copy about their strong 
selling helps. An A-S-E Salesman will be glad to conduct 
a meeting for your men—pointing out the unusual sales and 
profit possibilities in A-S-E Equipment. Mail the coupon 
today. 


service 





ALL-STEEL-EQUIP COMPANY 


RATE 


205 Cleveland Avenue 





Aurora, Illinois 
ALL-STEEL-EQUIP COMPANY, INCORPORATED 
205 Cleveland Ave., Aurora, Ill. 


Send me full details and prices on the A-S-E line ( ). 
Send me the free, 16-page illustrated catalog ( ). 


Please have a salesman call with all the facts on A-S-E sales-help 
service ( ) 


Name 
Address 


City State 








SOME 
ASE PRODUCTS 
IN 
CONSTANT 








DEMAND 
A-S-E 
STACKING BOXES 

promote 
safety, 
: conserve 
floor 
space, 
speed 





production. Made in 
any size and gauge. 


A-S-E STACK-UNITS 

with im- 
proved, slop- 
ing bin 
fronts. Stor- 
age parts 
made readily 
accessible .. . 
positive stacking. 


A-S-E TAPER PANS 

- con- 
tainers for 
small ma- 
chined parts . . . one- 
piece steel construction. 





a 


A-S-E TOOL BOXES 
built to 
“*stand 
the gaff.”’ 
In any special size or 


A-S-E 
BENCH DRAWERS 
built 
for hard 
shop use 
. . «+ keep contents 
safe. Easily attached 


under benches. 


A-S-E 
HANDY-MAN TOOL 
HANDLER 


saves time, 
reduces 
overhead . . . 
quickly 
moved 
along the as- 
sombir line 
or from job to job. 


+4 


A-S-E DRILL AND 

REAMER CABINETS 
offer clean and 
safe protection 
for small tools 


os ee 2 

b easy to find the 

. right tools... 
able to stand 


hard use. 


A-S-E STORAGE 
CABINETS 


are strongly 
built of heavier 
gauges of steel 
. Styles and 
sizes tO meet 
every require- 
ment. 





A-S-E LOCKERS 
include a type and size 
to meet every space ar- 
rangement and budget 
requirement . . . assure 
extra years of trouble- 
free service. 
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Alvan T. Simonds Elected 
President of Simonds Saw 


Alvan T. Simonds has been elected 
president and general manager of the 
Simonds Saw & Steel Co., succeeding 
Gifford K. Simonds, his brother, whose 
death was reported last month. Mr. 
Alvan Simonds was chairman of the 
board of directors when he was asked 
to assume the additional responsibili- 
ties of the presidency. 


Army and Navy Contracts 
Total $13,022,000,000 


Defense contracts awarded by the 
Army and Navy from June 1, 1940, to 
March 31, 1941, totaled $13,022,000.000, 
according to figures prepared by the 
Bureau of Research and Statistics Office 
of Production Manager. 

Navy awards for ships and ship parts 
constitute 34.6 per cent of the total; 
contracts for munitions, ammuntion, 
miscellaneous ordnance, 21.0 per cent; 
airplanes, engines, accessories, 18.6 per 
cent; industrial facilities, 9.1 per cent; 
posts, depots, stations, 7.2 per cent; 
transport equipment, 1.7 per cent; other 
equipment and supplies, 7.8 per cent. 


Kester Machinery Going 
Into Larger Quarters 


Larger quarters will soon be taken 
over by the Kester Machinery Co. at 
Patterson and Fogle Streets in Winston- 
Salem, N. C., according to A. R. Nico- 
las, sales manager. The new building 
will provide 21,000 sq. ft. in five stories, 
with increased space for stocks of steel 
and industrial supplies. The company 
will also have modern display space in 
the front of the building, and ample 
parking accommodations for customers. 





C. B. Robinson will be store manager when 
the Kester Machinery Co. moves into its 
new building in Winston-Salem, N. C. this 
month. 

















“24 hours a day, 7 days a week 
for the past 3 years” 


“Have been cutting 3” sq. to 10” sq. slugs to lengths 
of from 3” to 15 inches, 24 hours a day, 7 days a 
week for the past 3 years and have been doing a very 
good job”, reports this eastern forge company. 


Faster-cutting than any other hack saws, these 
MARVEL (9A and 6A) “Automatic” Saws are built 
for continuous heavy duty operation, with all moving 
parts operating on ball-bearings and with automatic 
bar push up, they require no more operating atten- 
tion than an automatic screw machine. 


The complete MARVEL line provides efficient 
metal-cutting saws that are exactly suited to the needs 
of every shop. 


This series of adver- 
tisements running 
currently in many 
trade _ publications 
MARVEL 
lead- 


ing industrial plants 


emphasizes 
dominance in 


everywhere. 


ARMSTRONG-BLUM MANUFACTURING CO. 


“The Hack Saw People” 
5700 Bloomingdale Ave. 


Chicago, U. S. A. 


Eastern Warehouse & Sales: 199 Lafayette St.. New York, N. Y. 
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Simple Rule Helps 
In Roping a Drum 
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Courtesy American Cable Division 
American Chain & Cable Co. 


b 
It’s new— 
There is a rule, rather complicated, 
distinctive— that tells at which drum flange to start 


roping a smooth drum. If started at 

Hy the proper flange the rope will wind 
and outstanding with the wraps tightly hugging each 
other. It will so wind itself on the 
drum that there will be no space i 
between wraps. If a rope is not to 


New in steel and heat-treatment — 
teeth will not strip and blade is guaran- 
teed not to break in use in frame. Dis- damage itself prematurely the wraps 
tinctive in all-over green metallic finish must lie close together. 

(patented) and clear markings of size and num- Wee o 
ber of teeth. Outstanding in flexibility, sharp- 
ness, toughness and performance. The New STAR 
Unbreakable Special Flexible Blade is different in 
every way—with features not found in any other blade, 

yet it sells at no advance in price. 


right-lay rope is being 
underwound on the drum (which is to 
say, it leads from the bottom of the 
drum) start it from the right flange, 
looking at the drum from the rear. If 
a left lay rope, start it from the left 
STAR pioneered with the first hack saw blade, the first Moly" flange. Conversely, if a right-lay —— 
blade, the first modern metal boxes—and now with the New is being overwound (that is, it leads 
Unbreakable Special Flexible. Other STAR blades are made in from the top of the drum) start it from 
Hand and Power types—in Tungsten, Moly" and High Speed the left flange. If a left lay rope 
Steels. STAR Frames are available, too—in four popular styles. (over-wound) start it from the right 
Check your stock today—it means quick profits! flange. 

That’s a complicated rule to re- 

KEEP CUSTOMERS WITH STAR 


member, and more frequently than not 


KEEP STAR FOR CUSTOMERS quick reference to it is not available 


| at the machine. So—here’s a far simp- 
i . | ler rule—using your doubled-up fist to 
CLEMSON BROS., INC, Middletown, New York |! 2l—sing your doubledup fst 0 
| finger to indicate the flange. With 
| right-lay rope use the right fist. With 
| left-lay rope use the left fist. For 
| overwound rope keep your fist back 

up. For underwound rope, palm up. 
| Pointed to the drum the index finger 
will indicate both how the rope should 
lead from the drum and from which 
| flange. The accompanying illustrations 








show how easily this rule may be 
applied. 


Sheldon Machine Co., Inc., is now 
located at 1624 N. Kilbourn Ave., Chi- 
cago, Ill. Its former location was 
3253 Cottage Grove. 


Sheldon Moves 


@ !00 
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Capacity 


STEPPED 


For external and internal grinding. 
Speed range up to 30,000 r.p.m. 
Interchangeable quills. Ball bearing. 
Air conditioned. Model HLGE. 


PRECISION LATHE GRINDER 








6" UTILITY BENCH GRINDER 


For edging tools of all kinds and 
continuous general purpose grinding. 
Totally enclosed motor will not burn 
out. Reauires no attention. Ball 
bearing. 


cy 





«’” HEAVY DUTY DRILL 


Indispensable for heavy production tasks. 
Ball bearings on armature. Chrome nickel 


steel gears. Two pole trigger switch. 


THE UNITED STATES - 


= HW 


es 
——_—_, 


INCINNATI, 





CAN CONTINUE 
TO DELIVER 


go angel true of the na- 
tion as of our own plant 
. . « increased capacity so 
we can deliver... so you 
can produce . .. so wheels 
can keep on turning. 


PROFIT BY THE JU. S. 
6-POINT DISTRIBUTOR 
PROPOSITION for Sales and 
Profits 





WRITE FOR 
CATALOG NO. 56. 





PORTABLE ELECTRIC GRINDER 





Streamlined. Straight line ventila- 
tion. High powered. Light weight. 
For continuous production. 


ELECTRICAL TOOL CO. 
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Specializing in power transmission, 
Mathews, president of the Mathews-Morse 
Sales Co. in Charlotte, N.C., has built up a 
substantial sales volume in the few years 
since he organized his own company. Ma- 
terials handling equipment and related lines 
have recently been added 


.. &. 


Procurement Live Topic 
As Purchasers Meet 


In the competition for economic su- 
premacy, on which world influence is 
based, procurement is playing an in- 
creasingly important role. 

Purchasing agents are 
studying markets for the 
two questions: 


intensively 
answers to 


Where and when can we get ma- 
terials? 

What will the prices be? 

In order to get the answers to these 
and other questions which are vital to 
national defense production, the Na- 
tional Association of Purchasing 
Agents is calling on all business and 
industry to supply information at the 
Association’s 26th annual convention 
and informashow at the Stevens Hotel 
in Chicago May 26 to 29, inclusive. 

High government officials and lead- 
ers in business and industry will fur- 
nish vital information at the conven- 
tion, according to Program Chairman 
John P. Sanger of the U. S. Gypsum 
Co., who is holding up completion of 
the program for last-minute 
ments. 


develop 


One of the features of the convention 
will be the informashow, an annual 
affair at which new materials and de- 
velopments in business and industry 
are exhibited. The show is under the 
direction of Chairman Henry C. Bauer 
of the Revere Copper and Brass Co. 
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MACKLIN 


Grindina Wheels 





These well stocked distributors form Macklin's second line of defense. 


ALABAMA 
Jefferson Brick Supply Co. 
Birmingham, Alabama 
CALIFORNIA 
Miller & Stern Supply Co. 
San Francisco, California 
Union Hardware & Metal Co. 
Los Angeles, California 


COLORADO 
Johnson Supply Co. 
Denver, Colorado 
CONNECTICUT 
L. L. Ensworth & Son, Inc. 
Hartford, Conn. 

F. Hallock Company 
Derby, Conn. 

The Lindquist Hdwe. Co. 
Bridgeport, Conn. 
FLORIDA 
J. G. Christopher Co. 
Jacksonville, Florida 
GEORGIA 
Corbin Supply Company 
acon, Georgia 
Pye-Barker Supply Company 

Atlanta, Georgia 
ILLINOIS 
Anderson & White Supply Co. 
Chicago, Illinois 


s 
Clifford Peterson Tool Co. 
Chicago, Iinois 


* NEW YORK « 


petent advice and prompt service on all your grinding wheel problems. 


INDIANA 
Fort Wayne Pipe & Supply Co. 
Fort Wayne, Indiana 
G. E. Meyer & Son, Inc. 
South Bend, Indiana 
Piumbers Supply Co. 
Evansville, indiana 
Tools & Supplies, Inc. 
Indianapolis, Indiana 
Watzek Saw Service Co. 
Bloomington, Indiana 
IOWA 
lowa Machinery & Supply Co. 
es Moines, lowa 
KENTUCKY 
Dehler Bros. Co. 
Louisville, Kentucky 
Hannan Supply Company 
Paducah, Kentucky 
LOUISIANA 
Dixie Mill Supply Company 
New Orleans, La. 
Hollis & Company 
Shreveport, La. 
Oliver H. Van Horn Co., Inc. 
of Shreveport 
Shreveport, La. 
MARYLAND 
James Walker Company 
Baltimore, Maryland 
MASSACHUSETTS 
G. R. Armstrong Mfgrs. Supplies 
Boston, Mass. 
industrial Supplies 
Lynn, Mass. 
Standard Industrial Supply Co. 
Springfield, Mass. 


MICHIGAN 
Bard Steel & Mill Supply Co. 
Kalamazoo, Mich. 

A. L. Holcomb Company 
Grand Rapids, Michigan 
Kendall Hardware & Mill 
upply Co. 

Battle Creek, Michigan 
Lakeshore Machinery & 
Supply Co. 
Muskegon, Michigan 
Utility & Industrial Supply Co. 
Jackson, Michigan 
MINNESOTA 


Northern Machinery & Supply Co. 


Minneapolis, Minnesota 
Smith-Sharpe Company 
Minneapolis, Minnesota 
MISSOURI 
Ellfeldt Hardware & Machinists 
Supply Co. 
Kansas City, Missouri 
Tools & Supplies, Inc. 
St. Louis, Missouri 
NEBRASKA 
American Machinery & Supply Co. 
Omaha, Nebraska 
NEW HAMPSHIRE 
Cohen Machinery Company 
Manchester, N. H. 
Ew JERSEY 
Van Duren Supply Company 
Paterson, New Jersey 
NEW YORK 
M. E. Avery Company 
Watertown, New York 
Baldwin Hall Company 
Syracuse, New York 


Clark Witbeck Co., Inc. 
Schenectady, New York 
Haverstick & Company 
Rochester, New York 
A. N. Nelson, Inc. 
Brooklyn, New York 
H. D. Taylor Co. 
Buffalo, New York 
OHIO 
Erie Tool & Supply Co. 
Toledo, Ohio 
Wm. T. Johnston Company 
Cincinnati, Ohio 
Ross-Willoughby Company 
Columbus, Ohio 
Ross- Willoughby Company 
Springfield, Ohio 
Steele's Automotive Parts, Inc. 
Lima, Ohio 
White Tool & Supply Co. 
Cleveland, Ohio 
OKLAHOMA 
Clark-Darland Hardware Co. 
Tulsa, Oklahoma 
Consolidated Supply Co. 
Picher, Oklahoma 
OREGON 
R. Hoe & Co., Inc. 
Portland, Oregon 
Klamath Machine & Locomotive 


Works 
Klamath Falls, Oregon 
PENNSYLVANIA 
E. 0. Habhegger Co. 
Philadelphia, Pa. 
United Hardware & Supply Co. 
Titusville, Pa. 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS—JACKSON, MICHIGAN, U. S. A.—Distributors in ell principal cities 
SALES OFFICES:—CHICAGO 


DETROIT 


* PITTSBURGH «+ 
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CLEVELAND + 


CINCINNATI « 


MILWAUKEE + 


They are equipped to give you com- 


TENNESSEE 
Knoxville Belting & Supply Co. 
Knoxville, Tennessee 
Nashville Machine & Supply Co. 
Nashville, Tennessee 
Pidgeon-Thomas tron Co. 
Memphis, Tennessee 
Rogers-Bailey Supply Co. 
Chattanooga, Tennessee 
TEXAS 
Oliver H. Van Horn Co., Inc. 
of Texas 
Houston, Texas 
Oliver H. Van Horn Co., Inc. 
Fort Worth, Texas 


UTAH 
Mine & Smelter Supply Co. 
Salt Lake City, Utah 
VERMONT 
Granite City Tool Co. 
Barre, Vermont 
VIRGINIA 
Industrial Supply Company 
chmond, Virginia 
Noland Company 
Newport News, Virginia 
Noland Company 
Norfolk, Virginia 
WASHINGTON 
R. Hoe & Co., Inc. 
Seattle, Washington 
WEST VIRGINIA 
McJunkin Supply Company 
Charleston, West Virginia 
WISCONSIN 
Rundle-Spence Mfg. Co. 
Milwaukee, Wis. 


PHILADELHIA 
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BEST 
BY 
TEST 


FOR 93 YEARS 


Why Distributors 
Boost 
The Wiss Line 


In sheet metal working shops 
the nation over, the name “WISS" 
is synonymous with fast cutting, 
high quality snips—snips that are 
as famous today as they were in 
1848. 

For 93 years, WISS SNIPS have 
won recognition for quality per- 
formance and maximum value— 
for strength and long life in hard 
service—for outstanding ability to 
meet everything demanded of 
them... 

With such a background of recog- 
nition and acceptance — with 
shapes, cutting edges and types 
available in the complete WISS 
line—it is logical and natural that 
distributors are enthusiastic to 
get the WISS line, boost it, and 
build a profitable repeat business 
with it. 






“METAL MASTER" SNIPS 
Aviation Pattern 


Every Type of Snip 
for Every Kind of 


Service... from Wiss 


Where there's a job for a snip 
there's a WISS SNIP to handle 
it—Faster, cleaner, easier cut- 
ting in light or heavy duty serv- 
ice is assured by every snip in 
the complete WISS line. 





BULLDOG SNIPS 
Inlaid Steel Blades 





SCROLL-PIVOTER 





“v" PATTERN COMBINATION 
Solid Steel 


—=<_ 


LIGHT METAL SNIPS 
(Jewelers) 


S56 


REGULAR PATTERN 
Inlaid Steel Blades 


J. WISS & SONS CO. 


NEWARK, NEW JERSEY 
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In selling the many defense plants in and 
around York, Pa., C. E. Hockenbrocht of 
George F. Motter's Sons believes that it is 
more important today than ever before to 
be prepared with samples, literature, and 


catalog data. Hence the back of his car 
is a motorized encyclopedia. Rumor has it 
that when a food manufacturer questioned 
the purity of an industrial lubricant he was 
trying to sell, "Hockey" convinced the pros- 
pect by swallowing some of it. 





Fostoria Acquires 
Thibault Process 


Acquisition of exclusive manufac- 
turing and sales rights from Dewey 
Thibault and Co., Boston, on the lat- 
ter’s infra-red process equipment de- 
signs is announced by the Fostoria 
Pressed Steel Corp., Fostoria, Ohio. 

According to C. W. McDaniel, Fos- 
toria vice-president, the Thibault trade 
name “EvenRay” is a part of the agree- 
ment, and equipment made under this 
license will be branded, “Fostoria 
EvenRay ParaSphere.’” The name 
“ParaSphere” is the Fostoria basic 
trade-mark for its infra-red process 
line. 

Outstanding features of this new de- 
sign are that it provides an even dis- 
tribution of radiant energy over areas 
radiated without high and low spots, 
and that use of lower wattage infra-red 
lamps is permitted to accomplish de- 
sired results in drying, baking, dehy- 
drating, and preheating operations. 


Mediation Board Settles 
Standard Tool Strike 


The strike of 650 workers at the 
Standard Tool Co.’s plant in Cleveland 
has been settled by the National De- 
fense Mediation Board. The strike, 
which has held up shipments of twist 
drills and cutting tools to the com- 
pany’s distributors, was called on Jan. 
27, and settled on April 12 after two 
days of meetings with the board. 
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be able to furnish your customers the exact type of weave and quality and 


quantity of textile belting they need . . . with delivery exactly when they want it. 


THE VICTOR LINE OF QUALITY BELTING IS COMPLETE—with vast stocks of 


all belting types ready for instant shipment. Here, 















* too, is the widest woven belt loom equipment in 
the world .. . producing textile belt widths up to 


84 inches. Additional sales and profits for you! 


% This new PURCHASING GuIDE—when used by your salesmen and dis- 
tributed by you among your trade — greatly simplifies orders and 
” inquiries. (Write VICTOR for the number of copies you will require.) 


saan 
7 aemsts.%. 
9 ORAS. Cee eee 


~~ oe 
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victor Balata & \ 


BALATA & TEXTILE yew York: 53 Park Place 
COMPANY 


$e 
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Building Friendships” 








John H. Dietrich, manager of the mill sup- 
ply department of Schaberg-Dietrich Hard- 
ware Co., Lansing, Michigan, believes in in- 
creasing the number of lines handled by 
house in direct proportion to salesmen's 
ability to master them. His success with 
this program can be gaged by the fact that 
company increased its number of industrial 
lines in past two years by 25 per cent with 
an equivalent boost in sales volume. 





J. A. Kester Dies After 
Automobile Accident 


John A. Kester, president of the Kes- 
ter Machinery Co., distributor in Win- 
ston-Salem, N. C., died on April 3 as a 
result of injuries sustained in an auto- 
mobile accident on March 27 in New 
Haven, Conn. Mr. Kester had been 
president of the company since 1916, 
and at the time of his death was also 
head of the Carolina Narrow Fabric Co. 


a | The firm was founded by his father, 
Here Is Another Satisfied Customer J. H. Kester, in 1880, and will hence. 
forth be operated under the manage- 
ment of his two brothers, J. C. and L. B. 


Kester, both of whom have been active 
in the business for many years. 








The Cuneo Press, Inc. 
Chicago, Illinois 


Attention: Mr. John F. Cuneo 
Gentlemen: 


Congratulations: Our new catalog is 
all we had hoped it to be. This initial transaction 
has cemented our friendship with The Cuneo Press. 
Many thanks for your hearty cooperation. 
Yours very truly, 
STANDARD SUPPLY CO. 


CA Mbt ny, 


Cc. F. Alting 





Complete Information about Cuneo compiled and 
printed catalogs on request . . . No obligation 


THE CUNEO PRESS, Inc.| 





John Gabrielson (Keystone Lubricating Co.) 
ler i i i 
CATALOG SERVICE DEPT. - - - 2242 GROVE ST., CHICAGO | 272 22h" Sadler of Indianapolis Belting & 


Supply Co., Indianapolis, check in for lunch 
after a morning spent together calling on ' 
buying factors in a local steel plant. f 
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Pardon us while we help you 
ore fluorescent lamps --- 


sell m 


THIS G-E ENGINEER is checking the 
brightness of the fluorescent powders 
that are the life blood of G-E Mazpa 
F (fluorescent) lamps. It’s one of 
many tests that may increase your 
profits, because if you are already 
selling these cool tubes of “daylight”, 
you know how much easier it is to 
sell lamps that can be depended upon 
for maximum light output! 


The high efficiency and long, depend- 
able life of the G-E Mazpa F lamps 
you sell are among the many results 
of a multi-million dollar program of 
research and development. This pro- 
gram can be traced back to Thomas 
A. Edison, inventor of the first practi- 


cal incandescent lamp and the 


constant search for ways to make 
lamps give more and more light for 
the current consumed. 


SO IF THEY WANT maximum light output 
for current consumed from fluorescent 
lighting . . . if they want lamps that 
stay brighter longer . . . you should 
sell them G-E Mazpa F lamps! 

General Electric does not make fix- 
tures. But you can now offer your 
customers a full line of Fleur-O-Lier 
fixtures, with certified ballasts and 
starters, providing good power fac- 
tor, equipped with G-E Mazpa F 
lamps, ready to hang up and turn on. 


Get in touch with your local G-E 
lamp office. Or write General Electric 


for the free offer below! 








G-E MAZDA F LAMPS: 
GENERAL @ ELECTRIC } 
Made to stay brighter longer 
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FLUORESCENT FACTS: 








Edison didn’t in- 
vent G-E. fluores- 
cent lighting, but 
curiously enough 
he worked on the 





problem and = ap- 
plied for a patent on a fluorescent 
lamp as far back as 1896. General 
Electric has had to develop and 
perfect scores of devices, processes, 
and materials in order to produce 
today’s tested, high-efficiency G-E 
Mazpa F lamps. Tell your custom- 


ers! 











FREE OFFER Wee ern 


Spinner.” shows how better light speeds 
seeing. Also new illustrated booklet, “Let 
$6) Fluorescent Lighting roll back the 
roof.” Get both! Write on your business 
letterhead to General Electric Company, 
Dpt. 166-MS-F, Nela Park, Cleveland, O. 
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Do you have customers whose 
hack saw business goes else- 
where? Show them Capewell 

something different. Cape- 
well is setting production 
records for faster cutting, for 
longer life, for precision cutting. 

Are you sceptical ?— Ask our 
representative to show you how 
Capewell can increase your 


metal saw business. 
THE CAPEWELL MEG. CO., Hartford, Conn. 






Capewell Metal Cutting 
Saws are sold exclusively 
through distributors. 
Write for details. 


HACK SAW BLADES 
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Production Chief Biggers 
Urges Greater Effort 


Speaking before a meeting of New 
Jersey defense manufacturers in New- 
ark, April 15, John D. Biggers, Di- 
rector of the Division of Production, 
Office of Production Management, out- 
lined some of the progress to date in 
the defense program, and asked manu- 
facturers to exert every possible effort 
on their defense contracts. He also 
requested that purchasing agents co- 
operate by ordering sufficiently far in 
advance, and at the same time to exer- 
cise restraint in not demanding deliv- 
eries until supplies are actually needed. 

To illustrate how the O.P.M. feels 
about production, Mr. Biggers told of 


| visiting the Aberdeen proving grounds, 





with 500 representatives of the press 
and others, to see a demonstration of 
the first of the new medium tanks in 
action. 

“It was an impressive sight. In 
six short months this tank had been 
designed and built to meet the require- 
ments of modern warfare as demon- 
strated by the Nazis in Flanders and 
France. It gave a great demonstration 
of speed, maneuverability, and fire 
power. 

“When you saw that steel monster 
speeding across rough terrain with its 
big 75 millimeter cannon booming, 
powerful 37 millimeter gun blasting 
away and its full complement of ma- 
chine guns in turret and hull sending 
forth endless streams of fire, you could 
well understand why the British, 
French, Belgians, or Yugoslavians 
could not stand up against such me- 
chanical mastodons unless they had 
similar or better equipment. It isn’t 


| a question of personal bravery; it is 


largely a question of technical and 
mechanical preparedness. 

“Upon my return I told Mr. Knud- 
sen about the impressive spectacle and 
mentioned the 500 onlookers. He com- 
mented in his crytic way, ‘Five hundred 
people to see one tank. I just wish 
there had been 500 tanks and only one 
person to look at them.’ 

“Most of the production highlights 
of the defense program were included 
in my recent report to the Military 


| Affairs Committee in the House. The 





facts are known. Suffice it to say that 
the program is being very intelligently 
handled by the Army and Navy, and 
we are doing everything in our power 
to help them at every turn of the road. 
The progress is good—in most cases 
amazingly good; but you and I know 
that we cannot be satisfied. The task 
is so tremendous, the need so urgent. 
that greater and greater efforts are 
the order of the day. 

“One of our major responsibilities in 
ihe OPM is to augment and direct the 
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Here is a catalog which you will find to be a real sales aid. 
It will help you show your customers where Swiss-pattern 
files should be used, explains how American-Swiss Swiss 
Pattern Files are made and the uses of each kind of file, as 
well as giving complete prices, dimensions, and weights. 
Write for your copy of this informative catalog. 


American Swiss File & Tool Co., Elizabeth, N. J. 
Siles of Precision 
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Machine downtime for belt 
installation cut 86°, by Veelos 


V-Belts . . . time and money saved 


says metal box manufacturer 





weindes We sell Veelos by 
selling continuous machine operation ties 
today that’s industry’s important job’’ 


says C. B. BRADFORD, Pres. 
Lewis E. Tracy Co., Boston, Mass. 
“Production delays due to belt failure are 
maximum power transmission is easily main- 
V-BELT 
MANHEIM MANUFACTURING & BELTING COMPANY 


practically eliminated with Veelos,” con- 
tained. So with Veelos we sell greater ma- 
MANHEIM, PA. ADJUSTABLE to any length 


tinues Mr. Bradford. “Only Veelos, with its 
unique link construction, can be quickly in- 
stalled on any type drive. Proper tension for 
chine production instead of just belting.” 
ADAPTABLE to any drive 



























<“\ SAFETY FIRST 


for all 


STRAIGHT 
LADDERS 

















THE DAYTON UNIVERSAL SAFETY Write Today for 
LADDER SHOE is easily installed on your Prices and Catalog 
present straight ladders—a guarantee of ad- Dayton Universal 
ditional safety. This Dayton Universal Safety Safety Ladder Shoe 


Ladder Shoe prevents slipping, so often the 
cause of ladder accidents. Your choice of 
renewable treads including Rubber Suction 
Grip Treads, Neoprene Suction Grip Treads, 
or Suberac Cork Treads. Shoe is instantly 
converted (simply flip by hand or foot) for 
either inside use of treads or outdoor use of 
tempered-steel spike toe. Lock Nuts and 
Spring Washers insure holding and proper 
adjustment. 











Ihe 
DAYTON 
Safety nd 


121-123 W. Third St. 
Cincinnati 
Ohio 
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supply of the many materials, some of 
them critical, which you use in your 
production. That is our job and in 
spite of all that has been done, we 
are redoubling our efforts, first, to get 
the maximum productivity from every 
industry; and, next, to provide for the 
creation of new facilities and sources 
wherever they are needed. Already 
784 additional plants are under way— 
many of them completed—nearly all 
of them nearing completion. These 
plants and their equipment will cost 
approximately $2,138,000,000. 

“Supplying the materials is our job; 
spreading the work is largely your 
job. It is not easy to subcontract diffi- 
cult jobs, we know. It is like being a 
good executive. It is almost always 
easier to do a thing yourself than to 
show someone else how to do it. 
Nevertheless, if you teach your sub- 
ordinates how to do something well, 
they can repeat the operations indefi- 
nitely. You relieve yourself of un- 
necessary burdens. You expand the 
sphere of your usefulness and op- 
portunity by becoming a_ successful 
executive. The same process is largely 
true of subcontracting. It takes time 
and patience to get another company 
1elatively inexperienced to make a part 
or do an operation which may be an 
old story to you. It takes supervision, 
inspection—or, aes Mr. Knudsen calls 
it, ‘mothering’—but it is well worth 
while. In fact, it has now become 
imperative. 

“Tf you and others are going to carry 
forward this tremendous volume of de- 
fense work smoothly, we all have to 
cooperate in many respects. 

“One of the most important is that 
every manufacturer, every purchasing 
agent in the country must cooperate 
with the Government by ordering suf- 
ficiently far in advance so that com- 
pletion of the finished product will not 
be held up by any avoidable delays in 
delivery of component parts or raw 
material. However, the strictest sort 
of self-discipline must be displayed so 
that no purchasing agent disrupts the 
smooth flow of parts and materials by 
ordering farther in advance than is 
absolutely necessary. 

“Such practices are easily under- 
standable but there has been too much 
of it and in the common interest it 
must cease. For instance, I know of a 
manufacturer working on one of the 
most complex pieces of mechanism in- 
volved in the whole defense program. 
He probably was under pressure to 
furnish his component parts on sched- 
ule or ahead of schedule if possible. 
He was anxious to deliver the goods, 
but in his anxiety he demanded of a 
subcontractor almost immediate de- 
livery of 200 parts. Now this subcon- 
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Grinder slips on special Grinder is “set up’ by easy-to- 


mounting post furnished. follow instructions. 


Equipment includes steel 
carrying case, special 
mounting post, wheel dress- 
er, set of fine and coarse 
wheels and wheel guard. 





Wheel dresser clamps to Dress whee! and you're 
the lathe tail stock. ready to grind threads. 


Here's the simple, portable, inexpensive at- 
tachment for a Dumore No. 5 Grinder that 
grinds threads with startling accuracy. 
Quickly set up and helical angle adjustment 
made, this revolutionary device requires no 
special preparation or experienced oper- 
ator. It grinds threads in the same manner 
they are chased . .. has a foolproof wheel 
dresser. It's just the trick for small lot jobs 
that do not warrant the purchase of large 
and expensive thread grinding equipment 
. .. it prevents the delays of farming out 
this kind of work. There's nothing like the 
Dumore Thread Grinder on the market... 
it was the hit of the ASTE Show in Detroit. 
Put this extra profit producer to work for 
you. 


THE DUMORE CO., Dept. 161-E, Racine, Wis. 


SEND FOR YOUR COPY OF THIS 
HELPFUL INSTRUCTION BOOK 
ON PRECISION GRINDING! 


erst 






PRECISION 


| Grader 














They 
Stay 
Sold! 








There are TAYLOR-MADE SLING CHAINS to meet the 
demands of every chain and sling user. They are made 
to move—they are manufactured to give your customer 


full value for his dollar through application and long, 
TAYLOR- trouble-free service life. Sling chains for foundry, metal 


manufacturing shops, steel mills, ship yards—with their 


MADE fittings recommended by engineers who know loads~-mean 


greater profit for you; and once sold—they stay sold. The 


Alloy Steel Taylor-Made Chain line includes an exactly suitable type 


and size for every standard requirement; and you are as- 


SLING sured of prompt attention to orders with 100% coopera- 
tion. Send for complete information. 


CHAIN S$. G. Taylor Chain Co., Hammond, Ind., Box 509-M 


ae 
5.6. TAYLOR CHAIN CO 





HAMMOND. INDIANA 
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LARGEST PROFITS FOR INDUSTRIAL DIS- 
TRIBUTORS COMPLETE LINE OF TYPES AND 
SIZES FOR ALL JOBS MEETS YOUR CUS- 
TOMERS' NEEDS. . . . EASIER SALES 





TYPE H 


i ——_- 


When you sell L-R Flexible Couplings, you are selling longer 
machine life, reduced wear on equipment, smoother operation, 
and higher power transmission efficiency. 





oe 


L-R Flexible Couplings are practically everlasting, require no 
lubrication and cost less. Sizes and types for practically every 
coupling job—from 3/16” to 14” bores. Large stocks for immedi- 
ate shipment. Engineering data and assistance for the asking. 


GREATER PROFITS 


Here is a steady profit-maker—an income item worth while. 
Write for catalog. 














OVEJOY FLEXIBLE COUPLING CO. cxeacoe” ittinors 


ILLINOIS 
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tractor was engaged in a great variety 
of defense work for a number of prime 
contractors working on many different 
defense items. To have filled an order 
for 200 parts by the date requested 
would have completely disrupted his 
whole production schedule. Upon in- 
vestigation it was discovered that the 
first manufacturer actually needed 
only 12 of the 200 parts by the date 
specified. 

“Such tactics, if engaged in know- 
ingly, are as serious an offense as an 
unjustified strike, for they can be just 
as disrupting to the defense program. 
Every manufacturer thoughtlessly or 
selfishly over-ordering—I dislike to call 
it hoarding but it really is—is going to 
pull down on his own head the imposi- 


| tion of priorities, the control of inven- 


tories, and other national controls 
which will be most burdensome and 
should if possible be avoided. I urgently 
request that every manufacturer play 
ball in this respect. He will be doing 
a great disservice to himself, his indus- 
try and his country if he does not. 

“Just one closing word about speed 
—the urgency of speed. We are en- 
gaged in a battle of production which 
has been in progress since last sum- 
mer. It is difficult to understand how 
crucial a battle can be when there is 
no physical opponent—when the only 
enemy is time. But time is a terrible 
enemy. You can’t stop him. You can 
only beat him to the goal by working 
harder and longer than you are accus- 
tomed to work, by keeping your eye 
on the goal and by coordinating every 
ounce of brain and muscle in uninter- 
rupted labor.” 








| A museum piece among power hack saw 


machines, this outfit is over 50 years old. 


It is run by a hand crank, like an ice cream , 


freezer. Above left, Bill Clark, salesman 
for the Dixie Mill Supply Co. of New 
Orleans explains its intricacies to one of his 
customers, R. Schindler. The machine used 
a 9x!/2-in., 23-gage, 24-tooth blade, and if 
your arm didn't give out first, would cut a 
piece of 3!/2-in. cold-rolled steel in four 
hours. 
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JACOBS CHUCK 


SPINDLE SPEEDS: | 


OVERALL DIMENSIONS: height 72°. width 


BALL BEARING MOUNTED 
SIX-SPLINE SPINDLE: f 


CAPACITY 


MISCELLANEOUS: d 


elke 
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Distributors’ Salesmen Profit From Demand For New 
Walker-Turner Radial Drill 


The scores of letters from satisfied users that 
we have received. . . and the flood of inquiries 
from industrial plants in response to our adver- 
tising . .. provide convincing evidence that the 
new W-T Radial Drill fills an urgent need. 


IT HAS NO COMPETITION in type or qual- 
ity, and the price is about one-fourth that of 
any other Radial Drill produced up to this time. 


REASONABLY PROMPT SHIPMENT and a 
firm resale price policy that eliminates cut- 
price tactics, enable distributors’ salesmen to 
profit immediately from the nation-wide de- 
mand created by the ability of this machine to 


speed production in any industrial plant. 


Write or wire for details. Walker-Turner Co., 
Inc., 2851 Berckman Street, Plainfield, N. J. 


WALKER-TURNER MACHINE TOOLS 


FOR METAL, 


WOOD AND PLASTICS 





COMPANY. Inc DRILL PRESSES 
PLAINFIELD. N.J JIG SAWS + RADIAL SAWS - 
Usa SPINDLE SHAPERS 


BAND SAWS 
RADIAL DRILLS - 
* GRINDERS - 


BENCH SAWS TILTING ARBOR SAWS LATHES 
BELT AND DISC SURFACERS + JOINTERS 
FLEXIBLE SHAFT MACHINES + CUSTOM BUILT MOTORS 
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Add These 2 
“Best Sellers” 
To Your Line! 


They’re ‘“‘In Demand’’ NOW— 
Get This Extra Business! 


Foundry 
ith 
The st eo Cont 





ttractively Pt! 
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Salesman Gives Hey 
His Success Recipe 


Elton E. Hey, sales manager for 
Union Hardware & Metal Co., Los 


Angeles relates that he had an oppor- 
tunity one day to talk with a salesman 
who ranks No. 1 with his house, and 
selling lines comparable with those that 
Union sells. Hey asked him how he 
got to the top, and the man’s explana- 
tion was this: 





“Several years ago I entered selling 
with the determination that I would 
soon be the No. 1 salesman in our or- 
ganization. At first, I thought that all 
1 had to do was to make more calls 
than anyone else in order to become a 
short This ‘more 
was nearly my undoing. 
Soon | found that I was on the verge 
of a nervous breakdown and I was 
selling nothing to boot. I was making 
plenty of calls all right, but no sales, 
so I made a careful analysis of the 
situation and promptly 
tactics. 


success in a 
calls’ myth 


time. 


reversed my 

“Instead of concentrating on number 
of calls, I concentrated on carefully 
planning each call. I studied each of 
my prospects thoroughly. I figured 
out exactly where and how our service 
was helping him. 


Soon I was getting 











YROMETER”’ 
“HOLD-HEET : hine Shop: 
emica 


undries, Mac ry et 
industric 


For Fo 
* lants. 
Ceramic FI neral 


rometer BUY S 
\ instrument 
int of non 


accura 
batteries 
Thermocouples 


lug 
ds to P 
tra-neavy 
= costly 
There's @ 
ow-cost 
sell at 2 fine 


or cor 








° person ELECTRIC, pioneers in the manu- 
facture of electrical specialties for indus- 
trial application, is distributor-minded, 
operating 100% with Mill Supply Houses. 
Typical of RUSSELL's Profit-Builders are the 
two "Best Sellers’ featured above. They're 
selling big right now—get behind them for 
plenty of extra sales and the kind of profits 
you've a right to expect. 

Write for literature and prices—and 


your profits rolling in with these 
Sellers’’ right now! 


RUSSELL ELECTRIC CO. 


345E West Huron St. CHICAGO, ILL. 


co- 
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“Best 
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a nice volume of business every day 
and inside of a year I was top man. 
I am still on top.” 


Arro Expansion Bolt Co. 
Names Heal in Boston 


Millard F. Heal has been appointed 
Boston representative of the Arro Ex- 


pansion Bolt Co. He will maintain an 


office and stock at 152 Purchase St. in 
The Harmon & Dixon Co. of 
New York, which formerly represented 
the company in the Boston territory. 
continues to handle the line in the New 
York metropolitan district. 


Boston. 





Talk about a jug of wine a loaf of bread 
and thou, here is something more practical 
—800 feet of two-inch wine hose, part of a 
2500 foot order recently delivered to one 
of the big wineries by the Pacific Mill & 
Mine Supply Co., Fresno, Calif. 
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3 Powerful Reasons 
WHY 


Sales are Easier... 
Profits Higher 




















When You Sell 


T0 


FLEXIBLE SHAFT MACHINES 
1. ‘‘Long-Life’’ Ruggedness 


Stow’s 66 years’ experience as the 
originators of the flexible shaft, as- 
sures you the latest developments in 
making more rugged, longer wearing 
flexible shaft machines. Stow offers 
you the finest quality equipment in any 
price range—the thing that brings cus- 
tomer satisfaction and repeat orders! 


2. ‘‘Cost-Cutting”’ 
Utility Attachments 


Stow has the broadest and most in- 
genious line of attachments on the 
market . . . provides your customers 
with ways to extend machine applica- 
tions. Makes Stow a big producer in 
any shop on a big variety of operations! 


3. Plus Entire Field Coverage 


Stow’s Heavy-Duty and Junior Lines 
assure you complete coverage of the 
machine field. These two lines supply 
your customers with the right ma- 
chines for every purpose. And remem- 
ber, Stow’s new plant expansion pro- 
gram assures you quick delivery! 


STOW Heavy-Duty 


flexible shaft ma- 
chines in 14 models 
with suitable sizes 
for all types of 
work. Powerful mo- 
tors; oversize 
shafts; efficient at- 
tachments — time- 
proved for high- 
speed, continuous 
operation. 


ot 


WRITE TODAY for liberal dis- 
tributor proposition and complete 
details on new STOW line—in- 
cluding Flexible Shafts for ma- 
chine drives and remote controls. 
Get the new STOW catalog and 
see for yourself the sales pessi- 
bilities this merchandise presents! 


STOW MANUFACTURING CO., Inc. 


5 Shear Street Binghamton, N. Y. 
Established 1875 





Prices 


STOW JUNIOR LINE Start at 





Inventors of Flexible Shafts 











SERA x 




















Ota ies 


UMI 





Sure—Busi 


ness is Better 


BUT ARE YOUR CUSTOMERS EQUIPPED TO HANDLE IT? 
WIDESPREAD PLANT EXPANSION 


CREATES BIG DEMAND FOR 


MORE SALES AND BIGGER PROFITS with 
‘“HALLOWELL” STEEL SHOP EQUIPMENT 


Because of a need for quick expansion 
of facilities in many industries, buyers 
are appreciating more than ever before 
the many advantages in “Hallowell” 
Steel Shop Equipment. The quick avail- 
ability and completeness of this line, 
for filling the most exacting require- 
ments is a big selling factor. 


With spread enough to insure you 
worthwhile profits, the “Hallowell” Line 
is backed by a sound distributor policy, 






Pat’d and Pat's Pend’a. Fig. 
Fig. 732 


Drawer is extra 


“ HALLOWELL" 


STEEL WORK-BENCHES 


Permanently smooth tops of steel, lami- 
nated wood, Masonite or linoleum . . 
lasting rigidity without being bolted to 
floor . @asy movability which per- 
mits flexible shop arrangements . . 
easy to keep clean, can’t splinter, split 
or absorb oil as will ordinary wood 
benches. 
More than 1300 styles and models avail- 
able to meet any requirement. 

these famous ‘Hallowell’ advan- 
tages buyers are quick to recognize. 


Smart d 


ing comf 


“HALLOWELL" 
STEEL TRUCKS 


Constructed to give years 
of trouble-free, easy-roll- 
ing service uncer treat- 
ment that soon makes kin- 
dline of ordinary trucks, 
“Hallowell” trucks are 
preferred by shop and 
maintenance men_ alike. 
Complete 
models. 








_ 


selection of 


Fig. 754 Pat. Applied For 





“HALLOWELL” 


arc-welded joints qualify 
stools for generations of work-produc- 


to solve all seating problems in office 
and plant. 






STEEL SHOP EQUIPMENT 


consistent advertising in many publications and co- 
operation in every respect. 


Each item in the “Hallowell” Line is modern, durable, 
economical and worthy of your representation. Years 
of painstaking improvement in design and construc- 
tion have earned acceptance by many of the largest 
concerns in the country and today, demand is 
greater than ever. May we send you our proposition? 


1334 


Pat. 
— 
Fig. 1249 





Fig. 705 


“HALLOWELL" 


STEEL STOOL STANDS 


More and more popular in factories and 
shops where efficiency is paramount, 
“Hallowell” Tool Stands move easily 
right to the job... keep tools handy 
but in order. Made in a variety of 
types for all purposes. 


STEEL STOOLS 


esign, steel construction and 
“Hallowell” 


ort. Many styles and models 


" HALLOWELL” STEEL 
LIFT TRUCK PLATFORM 


These are made to be easy on the 
floors. End grain wood legs allow them 
to be set down as gently as a cat's paw. 


Other ‘‘HALLOWELL”’ Shop Equipment includes 
"PIONEER" STEEL SHAFT HANGERS 
“"HALLOWELL" STEEL SHAFT COLLARS 


STANDARD Pressed STEEL CO. 


JENHIANTOWR, PEAR Box 519 
—— snenceens — 


BOSTON - DETROIT + INDIANAPOLIS > CHICAGO > ST. LOUIS > SAR FRAACISCO 
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UALITY VISES . . . CONSTANT NEW VISE 
UNUSUALLY FAIR DISTRIBUTOR POLICIES! 














© For more than fifty years, 
the complete line of HOLLANDS 
Vises have given industry serv- 
ice and satisfaction, and 
brought sales and profits to dis- 
tributors who handle these bet- 
ter vises. During these years, 
research has played an impor- 
tant part... new developments 
in the vise field have time and 
again been inaugurated by 
HOLLANDS... to bring added 
appeal and sales outlets to 
HOLLANDS distributors. Too, 
the fair distributor policy sub- 
scribed to by HOLLANDS stamps 
this vise line as the one to 
handle for maximum return on 
sales efforts expended. In the 
future, these qualities of leader- 
ship, progressiveness, and fair 
dealing, will be enlarged upon 

+ made increasingly impor- 
tant in our relationship with all 
our distributors. 





HOLLANDS 
MFG. CO. 


Serving Industry for 
over '/2 Century 


COMBINATION 
VISES 


A recently per- 
fected model now 
offered for the 
first time in the 
mill supply field. 
It combines vise, 
anvil and pipe 
jaws ... mounted 
on @ swivel base. 
Jaw widths — 4 sizes from 

:; holds pipe from 
6". 


TOOL ROOM 
VISES 


Adapted for tool 
room wor © & 
with swivel base and swivel 
jaw. 


SOFT METAL 
VISE JAWS 


Designed for machinists 
vises . . . will fit any 
make of vise, made in 
sizes from 3” to 6” in cop- 
per, brass or lead. Easily 
and quickly adjusted to 
any vise. . and stays 
solidly in position. 





ERIE, PENNSYLVANIA 
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| Milton 


BOLTS 
and NUTS 


MEET THE MOST EXACTING NEEDS 
OF DISCRIMINATING DISTRIBUTORS 


Distributors have found by experience 
that they can meet every bolting re- 
quirement of their customers promptly 
and effectively with MILTON BOLTS & 
NUTS. 


Then, too, they can be confident that 
with “MILTON” they can satisfy the 
buyer's needs in 


more exacting 


strength, quality and finish. 


Write for a copy of the latest 
“MILTON” Catalog and Price List. 

















THE MILTON MANUFACTURING CO., MILTON, PA. 
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Holliday Co. Has Show 
On Its 85th Birthday 


Way back last summer executives of 
W. J. Holliday & Co., Indianapolis, 
began exchanging notes concerning 
appropriate plans for celebrating the 
firm’s 85th birthday. It was decided in 
December to stage an open house and 
industrial exhibit on March 21 and 22 





Crew of five girls checked in visitors and 
gave out registered key rings to all men 


attending. This reception battery was on 
the job from noon until closing at 10 o'clock. 


for the benefit of customers. Some 46 
nationally known manufacturers, whose 
lines Holliday handles, were notified 
and responded by setting up attractive 
displays manned by their representa- 
tives. Over 6,500 invitations were ex- 
tended to customers, and when the 
last guest left on the evening of March 
22, an official count showed that 4,300 
key plant men had turned out for the 
two-day show. Because ladies were 
not requested to register, total attend- 
ance probably ran close to 6,500. 

A committee of sixteen “graybeards,” 
headed by C. H. Bradley, president, and 





Getting the entire inside and outside sales 
force of W. J. Holliday together during the 
show was a real task for the photographer, 
but here they are, none the less for wear. 


G. L. Stalker, manager of the indus- 
trial department, made all arrange- 
ments for the exhibit. Sub-committees 
were appointed from this group to 
supervise details such as decorations, 
invitations, selection and __ training 
guides, arrangement of booths, exhibi- 
tors’ banquet, refreshment booths, etc. 

Two floors of the main office building 
were utilized for the show. A_profes- 
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The Roebling ‘‘4” combine to give you the 
one thing above all that counts in wire rope 





OSPR OA a PL 





service. And that is— utmost overall rope 
safety and minimum general average rope 
Operating cost— economy based on your 
ropes as a whole. 
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WIRE ROPE HIDES 
NO SECRETS HERE! 


This wire rope fatigue machine is an out- 
standing example of Roebling’s aggres- 
sive research and exceptional facilities. 


It is the largest and most highly devel- 
oped wire rope fatigue machine in exis- 
tence, designed by Roebling for use in 
studying rope characteristics. With this 
machine is carried on a never- 

ending search into the wearing 
and fatigue qualities of wire (Fg 
rope under various bending and ##/7/\0 
tension conditions. 
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Your catalog is one salesman who does not have his interviews with buyers con- 
fined to 3 days a week or hours from 10 A. M. to 12 noon. He is on the job 24 


hours a day selling. giving engineering information and 
company. 


building presiige for your 


The modern planograph catalog by WEINBERG & MCKEE, Inc., has all tools of high 
speed steel priced in RED. This feature avoids errors in pricing and will be very 
much appreciated by your customers. For Particulars, Write to: 














SAFE-LINE 


WIRE ROPE CLAMPS 


. - - unlimited applications in 
all industries where safety, 
simplicity, and reliability 
are impor tant No limit to the applications— 
indoor or out—in mines, steel mills, automobile plants, 
communications, transportation, and construction com- 
panies, loading platforms, and the marine industry. All 
working at top speed, they need and want—NOW— 
safe, reliable wire rope clamps. 

The SAFE-LINE is the most modern and moderately- 
priced clamp on the market. Extremely simple—no splic- 
ing or serving—anyone can assemble it (see column to 
right for distinctive features). Let us send you particulars 


now so that you can get in on this huge, well-paying 
market. 


SAFE-LIN 


NATIONAL PRODUCTION CoO. 


SAFE-LINE CLAMP DIVISION E 
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The only wire rope clamp 
having this approval for 


holding a loop in the 
strongest of wire ropes. 


DISTINCTIVE 
FEATURES 
1. can be assembled by 
anyone 


2. quick and easy to apply 
in a single operation 


3. can be set up in field 
or shop — no special 
tools needed 


4. entirely encloses the 
sharp, needle-like ends 
of the wire rope 


5. automatically exerts a 
uniform grip 


o 


. streamline shape elimi- 
nates fouling 





WIRE ROPE 
CLAMP 


4583 St. Jean Ave., Detroit. Mich 


aa 
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sional decorator handled the layout 
and trimmings. A special projection 
room was set up and at regular inter- 
vals a series of three industrial movies 
was run off. Guides conducted groups 
of visitors every fifteen minutes on a 
special tour through the Monarch Steel 
Co.’s mill (operated in conjunction with 





All Ellsworth, Heller Bros. representative, 
stepped aside for this shot of the Holliday 


Old Timers. Each one wears a diamond 
service button representing 25 or more years 
with the company. Average length of serv- 
ice of 160-odd Holliday employees is 925 
years. Old Timers are, left to right: M. A. 
Beisel, C. G. Miller, C. G. Shingleton (40 
years), C. R. Livingston and F. N. Shimer. 
Old Timer F. Colwell missed picture be- 
cause of a customer. 


W. J. Holliday). Here spectators could 
watch various operations in cold draw- 
ing and finishing steel. 

A crew of five girls manned the reg- 
istration desk from noon until 10 p.m. 
daily, handing out key rings to the men 
visitors. 


R. B. & W. Men Give Blood 
The Red Cross blood bank for na- 


tional defense was swelled considerably 
on April 11 when 102 workmen from 
the nut and bolt factory of Russell, 
Burdsall &: Ward, Port Chester, N. Y., 
donated blood which will be converted 
to plasma for the U. S. Army and 
Navy. 





George W. Bockstahler (left) and Stanley 
Frearson of Indianapolis Belting & Supply 
Co., Indianapolis, in a huddle over a tele- 
phone inquiry. George handles telephone 
sales and Stan is engineering specialist on 
transmission and conveying equipment. 
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E have just made our first move—into the new 

THEMAC PLANT built to our own specifications— 
not large as plants go, but a giant in terms of meeting 
today’s needs, to help serve you better. 

In terms of our short business existence our new plant 
is a dream come true. 

To our friends, loyal distributors and their customers 
we express our gratitude for their part that helped make 
this new plant a reality. Their acceptance and apprecia- 
tion of THEMAC design, quality and performance is 
being justified in terms of greater user acceptance and 
increasing repeat business. 

We are proud of our new plant, the performance record 
of our tools, and the growing value of our franchise. 
The new THEMAC PLANT will enable us to continue 
to make good tools better. Our sales policy will continue LINE. ,* precision grinder for Precision Bench Lathes. 
to work in the interests of our distributors. 10,500 to $0000 RPM. Machine fo a a aa 


aoe ||"! \ 


whit HIGH SPEED 
THE McGONEGA | |PORTABLE-ELECTRIC 


MANUFACTURING Co. \PRECISION 


EAST RUTHERFORD, NEW JERSEY G R| N ER? 
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th J 15 is one of the 14 tools in the THEMAC 
LINE. A 
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neat, clean, 


STREAMLINE 
“PROTECTION” 
Safety Cans 


for storing and proper 
handling of all volatile 
liquids. Aijr-tight con- 
struction, automatic 
valve on spout prevents 
evaporation, leakage, or 
corrosion. When extreme 
heat causes excessive 
pressure due to expan- 
sion, valve is opened re- 
lieving pressure. 1, 2, 3, 
5, and 10-gal. cap. An 
additional safety factor 
is a flame arrestor. La- 
beled and inspected by 
the Underwriters’ Lab- 
oratories and Factory 
utuals. 


DIENER 


STORAGE CANS 


necessary 
facturing plants, 
air ports, 
tions, etc. for storing vola- 
tile liquids, 
combustibles. Send for de- 
scriptive literature. 


“PERFECTION” 


. 

Excelsior Cans 
afford easy, efficient precaution 
ever-present fire 
hazard caused by careless stor- 
ing of excelsior, waste, straw, 
and other combustibles. Reduce 
possibility of spontaneous igni- 
tion—keep packing materials 
and 
prevent much waste and loss. 
Made of heavy galvanized steel 
—easy to handle, 
durable. Recommended by lead- 
ing insurance companies. 





gasoline 


waste, 


in manu- 
garages, 
Sta- 


and 








“QUICK-SERVICE” 
Oily 
Waste Cans 


for storing oily rags 
and waste. Heavy gal- 
vanized iron with self- 
closing, tight - hinged, 
foot-operated cover—no 
springs. Raised 4 inches 
from floor. Simple con- 
struction, easy opera- 
tion, positive action, ef- 
ficient, and economical. 
6 to 25 gal. cap. _ La- 
beled and inspected by 
the Underwriters’ Lab- 
oratories and Factory 
utuals, 


Sanitary and 


strong, and 








GEO. W. DIENER MFG. CO. 


400-420 N. MONTICELLO AVE. 
CHICAGO ILLINOIS 


















DAGGETT 


BALL LOOSE 
BEARING PULLEYS 




















for 


MACHINES . . CENTERS 
... MULES .. IDLERS... 
CLUTCHES . COUNTER- 
SHAFTS .. . BELT 
TIGHTENERS 


TO MEET FULL TIME 


OPERATION 
DEMANDS... 


simple construction 
accurately machined 
dustproof bearings 

save oiling time 

save on cost of lubricant 
cut replacement costs 
cut time losses 

prevent costly shutdowns 


No plant can afford to risk unreliable pulleys 
now. Production must be kept at the peak and 
Daggett Pulleys can take the ever-present “shut- 


down” worry away from plant managers. 


There 


are no complicated parts to get out of order— 
they carry a belt at any speed without heating, 


and that indefinitely. 
ment only about 4 or 5 times a year. 


Lubricant needs replace- 
Our engi- 


neers are ready to advise on unusual problems. 
These are sales points that start orders coming 
your way and keep them coming. 











21 NORTH DESPLAINES ST. 


CHICAGO PULLEY & SHAFTING CO. 


CHICAGO, ILLINOIS 
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Cincinnati Industries To Hold 
Defense Exposition May 28 


A theme exhibit for the machine-tool 
industry is planned at the Miami Valley 
Industry and Defense Exposition to be 
held May 28 to June 8 in Music Hall, 
Cincinnati. 

A gigantic Liberty Bell, symbolizing 
American progress and freedom, will be 
the exposition theme, and will bear the 
slogan, “Liberty Bell of American 
Progress”. Five processes of the ma- 
chine-tool—turning, drilling, milling, 
planing, and grinding—will be reflected 
against the sides of this great Bell by 
translucent lighting. 

A miniature train will be used to 
draw miniature carloads of products of 
peacetime activity about the big Bell 
in one direction, representing products 
made by machines fashioned from ma- 
chine-tools. On another plane, circling 
the Bell in the opposite direction, 
the wartime products of the machine- 
tool will be displayed. Since every 
machine-tool is needed in the factories 
to hasten the defense preparations, none 
will be shown “in the flesh” at the Ex- 
position. 

This highly colored activated theme 
exhibit will help tremendously to ex- 
plain the purpose of the machine-tool 
industry to an unlearned public: that it 
is first and foremost a peacetime in- 
dustry; that the industry is not exploited 
to reap what war-time profits there 
might be. 

In addition to this, exhibit booths will 
be used to show the amount of work and 
investments in employee training; 
charts, graphs, and pictures illustrating 
the expansion and acceleration of pro- 
duction facilities; how machines are 
built from machine tools making the 
products shown. A theatre is also to 
be set up to show industrial films. 

Other parts of the great Exposition 
Hall will be given over to aviation, 
naval, transportation, communication, 
health, food, shelter and clothing ex- 
hibits. On the wide esplanade will be 
shown the latest of military, naval, and 
aviation equipment. This, however, 
only touches upon the many and varied 
exhibits. 

Coordinated with these exhibits will 
be complete operating vocational school 
classrooms, offering visitors a chance to 
see how plants are educating and train- 
ing young people for key defense jobs 
now—and for steady peacetime jobs 
later on. 

The Exposition is being supported by 
industrial and civic leaders of the Miami 
Valley district. Mayor James G. 
Stewart of Cincinnati is honorary chair- 
man, and General P. L. Mitchell, chair- 
man of the exposition. The latter has 
pointed out that the chief purpose of the 
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DEALERS MAKE A Co THE LAMSON LINE 





Carriage bolts of heat treated steel are accurately 
made, have smooth, round heads and true, square 
shanks. Available in either rolled or cut threads. 
Stocked in a full list of sizes up to %-inch diameter, 
14-inch length. Larger sizes made to specifications. 


Pom,, 











$26.30 Net, to Dealer 


(slightly more west of Denver) 





Plow Bolts Nos. 3, 4, 6 and 7, made to American 
Standard specifications, are stocked; other types 


made to order. We also stock Grass Rods, Spreader 
Rods, Heel Bolts and Harrow Teeth. 


@ Even the “bread and butter’ stocks can be attractively 
presented to your customers—as for instance the LAMSON 
line of bolts and nuts, with their distinctive, award-winning, 
carton design and bright, legible labels. (And these cartons 
are strong, hold together on dealers’ shelves—the strongest 
cartons for the purpose ever made.) Inside these cartons 
are packed full-count, bright, clean new products—the finest 
it is possible to make today—from the manufacturer of the 


LAMSON & 


BO L T.8 os oN 1 
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Machine bolts with either square or hexagon heads 
are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 
up to 2-inch diameter, any length, but stocked only 
up to 1%-inch diameter, 12-inch lengths. 


most complete line of bolt and nut products in this country. 
A nation-wide network of responsible jobbers maintains 
sufficient stocks to meet requirements and fill your orders 
from the LAMSON line. Back of every LAMSON label on 
every LAMSON product is all the assurance of satisfaction 
that more than 75 years of a good reputation can give you. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 
Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


SESSIONS 


Core SG F.-& 



















NO LET DOWN IN 
PRODUCTION WHEN 






Time is at a premium in any plant to- 
day—that’s why it is so important that 
equipment run smoothly without let- 
up or breakdown. This is where 
ESSEX Lubricating Devices come in— 
“Cyclone and stay in. Many leading plants rely 
on ESSEX for uninterrupted per- 
formance—have done so for years. 





Lubricator"’ 


The enthusiastic acceptance by in- 
dustry of ESSEX makes good “re- — «pitot Giass Body 
peat” business after the “first calls”  Si#*t Feed OM Cup 
for our Distributors. We have the right unit for a par- | 
ticular job and ESSEX always pays you for your effort. | 
Send for complete details and circulars. 








ESSEX BRASS CORPORATION 


“Plural” Four Feed Oiler 2000-2006 FRANKLIN STREET 
(Available 2 to 12 feeds) 
DETROIT MICHIGAN 














Over 4000 of the top-ranking. 


MACHINE SHOPS can't be wrong about | 


‘CAD 
(CAD)G  andandized SET-uP APPLIANCES 


They use CAD Bolts because they fit machine table T-slots when ordi- 
nary bolts are ruinous. Stock sizes ¥%” to 1”, from 1/2” to 30” 
long—full, smooth threads—no machining required. They use CAD 
Clamps because the shapes and sizes hold a job—no makeshift or 
special set-ups needed. They use CAD Jacks, step blocks, packing 
blocks, wedges, spacers because they all make the set-up job a 
snap—save time and money every day. 


Stock the CAD Line and show your 
customers how they help speed up 
machine shop operation. It will show 
up on the profit side for you. Sold \ 
only through selected distributors. 
WRITE TODAY FOR DETAILS 
and a COPY OF BULLETIN A-70 
















STANDARD SHOP EQUIPMENT CO. | 
8153 Tinicum Ave., Philadeiphia, Pa. | 
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first national defense exposition is to 
present a picture of the industrial and 
commercial activity of the Miami Valley 
for national] defense. It is intended also 
to channel qualified skilled help into 
defense industries. 

All three Cincinnati dailies—the 
Times Star, Post and Enquirer, have 
given strong editorial endorsement to 
the Exposition, and radio stations are 
planning intensive program coverage 
of the show. With Decoration Day 
week-end included on the Exposition 
time schedule, a crowd of 250,000, 
drawn from the Cincinnati tristate area 
and other sections of the midwest, is 
expected. 

Governor John W. Bricker is issuing 
a proclamation declaring May 28th, the 
opening day of the Exposition, Defense 
Day in Ohio. The Governor will be in 
Cincinnati that day to take part in cere- 
monies. 

As far as possible, all exhibits will be 
of an instructive nature, intended to 
create a new understanding in the 
public mind. The Exposition will be % 
open to the public. 





One Enlists, Two Promoted ; 
At Reichman-Crosby 2 


M. A. Sangster of Reichman-Crosby 
Co., Memphis, Tenn., has volunteered 
for services and is located at the Sta- 
tion Hospital, Air Corps Advanced 
Flying School in Selma, Ala. 

Barney Fields has been moved to the 
invoice desk and Bill Bullington is now % 
stock record clerk. Two new men 
have been added to the _ personnel, 
Hunter Turpin and Lee Wagner, who 
will assist the city desk men. 
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"Sparky" Vigeon of Fiske Bros. Refining Co. 
and Edwin Scholes of Tristate Corp., Phila- 
delphia distributor, passed out plenty of 
sales facts on Lubriplate as plant men 
thronged through their exhibit at the Phila- 
delphia Purchasing Agent's Industrial Show. 
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THE LARGEST SELLING WIRE ROPE... 


AND HERE’S WHY! 


OU’LL find 


Brand Wire Rope serving on 


American Tiger 


countless jobs all over the country 
where strength and safety are vitally 
important. Tiger Brand is made for 


tough going! It is recognized as the 
leader — that’s why there’s more 


American Tiger Brand in use today 


than any other wire rope! 


American Tiger Brand Wire Rope 





is easy to sell. Full-page advertise- 
ments appear regularly in the lead- 
ing trade magazines—the ones read 
by wire rope users. Local direct mail 
and sales promotion material is 
available to you for the asking. And 
we are glad to offer the services of 
our engineers for field contact work. 


AMERICAN STEEL & WIRE COMPANY 


COLUMBIA STEEL COMPANY 


Cleveland, Chicago and New York 


San Francisco 
United States Steel Export Company, New York 


AMERICAN 


TIGER 


BRAND 


WIRE ROPE 


Excellay Preformed & Standard Non-Preformed 
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Globe Machinery Opens 


SELL THESE SPECIALTIES Spacious New Quarters 
FOR QUICK PROFIT! | On the evening of April 3, the Globe 


Machinery & Supply Co., formally 
COLEMAN'S 


opened its new headquarters at E. First 
Complete Line of 


St. and Court Ave. in Des Moines, Ia. 
| F. W. Swanson, Jr., Globe vice-presi- 

Dependable and Serviceable Sewer, 

Drain, and Pipe Cleaning Tools for COLEMAN S’-ROD HOLDER 


dent, acted as toastmaster at a dinner, 
held in the company’s meeting room on 
All Kinds of Stoppages 
Fiat Steel Sewer Rods— 


Flexible Augers—Closet 
Cleaners—Wood Conduit and 
Sewer Rods—Brass Suction and Force 
Pumps—Suction and Force Cups— 
Hydraulic Flushers—Revolving 
Nozzles—Lead Joint Runners— 
Gauge Glass Cutters—Strap 
Wrenches—Gaskets—Turnbuckles 
Immediate shipment can be made on 
your requirements. 


Latest catalog is completely descriptive. 
Write for it! 


































FLEXIBLE COIL SEWER AND PIPE AUGER 





ALLAN J. COLEMAN 
116 W. Illinois St., Chicago 





| Globe's father and son combination repre- 
| sent teamwork at its best. Fred W. Swan- 

son, Jr. (left) vice-president, carries re- 
, sponsibilities of the Globe Machinery & 
GAUGE GLASS CUTTER Supply Co. while his Dad, Fred, Srey presi- 
Tool is cadmium plated. Wood finish dent, devotes major portion of his time to 


handle. Sizes made to cut from 8 inch an associate company, the Globe Hoist Co. 
to 30 inch lengths, inclusive. 


PATENTED sue 27. vrs 











the fourth floor for department heads, 
salesmen and local manufacturers’ rep- 
resentatives. 


“ S$ Following the dinner an open house 
Pp t € ke L S$ was held for the families of all Globe 
employees. On April 4 and 5 open 
wi Oo S$ T S$ | house was held for all Globe customers. 

Small groups were escorted through 
the new quarters by the company’s 


step up SALES salesmen, and after the trip refresh- 
with stepped-up 


PRODUCTION for 
your customers 


ALL-STEEL Peerless Hoists stay on the 
job of material handling without parts 
replacement and repair—and without 
productive time lost for repairs. 





BRST 


oot IRMA AK. Foe 


The record of Peerless Hoists for un- 
equalled service also gives them a 
record for quick and satisfactory sales. 


You get more because Peerless Hoists 
give more. 


THE HARRINGTON co. | R. E. "Mac" McTighe interests a guest, 
17th & Callowhill Sts. Philadelphia, Pa. Bruce Watts, the superintendent of Corn- 


ing Municipal Utilities, in a sander dis- 
played on main floor. 
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ments were served in the company’s 
meeting room. 

The new headquarters extend for a 
full block east on Court Ave. and 
buildings range from one to four 
stories in height, providing over 80,000 
sq.ft. of floor space. Main entrance 


opens into large display room with a 
Here the entire 


call counter in rear. 





Executives and department heads gather in 
the president's office, left to right: E. W. 
Parker (mill supplies), F. G. Phillips (credit 
manager), J. W. Morgan (municipal and 
turf departments), F. W. Swanson (presi- 
dent), C. W. Helstrom (plumbing and 
heating), and F. W. Swanson, Jr. (vice- 
president). 


display is devoted to industrial supply 
items. Immediately east of the display 
room is the shipping department which 
has a loading dock of 110 ft. and can 
accommodate as many as ten customers’ 
trucks or cars at one time. The extreme 
east end of the building houses a ma- 
chine and pipe fabricating shop, 90 
by 100 ft., and a pipe warehouse, 55 
by 155 ft. 

General offices of the company are 


on the second floor adjoining the 





Here's the Globe sales force, all ready to 
escort guests through their slick new head- 
quarters. 


plumbing and heating display rooms. 
Basement, third and fourth floors are 
devoted to warehousing stock. An at- 
tlactive meeting room with kitchen is 
fitted out on the fourth floor for sales 
meetings and as a club room for Globe 
employees and customers. 

Special features of the new home 





ARMSTRONG-BRAY FOR 


BOTH 


TYPES 


from one manufacturer 


S TEELGRIP 


FLEXIBLE STEEL LACING 


8 sizes, in convenient boxes or long 
lengths. 2-piece hinged rocker pins 
that add to flexibility and prevent 
wear. Correctly formed teeth pene- 
trate all types of belting easily and 
clinch smoothly giving smooth "hump- 
less" joint, compresses belt ends and 
prevents fraying. 
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WIREGRIP 


WIREGRIP Belt Hooks come with 
extra blue aligning cards (patented) 
that hold hooks rigidly in perfect 
alignment, prevent wasfe of hooks 
thru handling or short ends—ever 
hook can be used. WIREGRIP Hook 
can be applied with any standard 
make lacer. 7 sizes with rawhide 
pins accurately ground to size. 


The one complete line! 


Now from one, instead of many manufacturers, you can buy both large volume types of belt 


lacing and all the incidental supporting lines . . 


. STEELGRIP Flexible Steel Lacing, WIREGRIP 


Belt Hooks and Lacing Machines, SUREGRIP Round Belt Fasteners and FLEXGRIP Couplings, 


and a new portable Universal Belt Cutter . . 


. each made more saleable and more profitable 


with extra features, added strength or convenience. 


Buy all your belt lacing needs from one source and take an extra profit in savings from reduced 


inventories, handling and freight costs. 


Universal 


BELT CUTTER 





GuREcR 


ROUND BELT 
HOOKS 





ce 


ARMSTRONG-BRAY & CO. 
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Write for Catalog. 


Reese Ce Coe Coa 
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Reed 
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"The Belt Lacing People” 
310 N. LOOMIS ST., CHICAGO, U.S.A. 
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DEMING “‘Motor-Mount”’ 
Centrifugal Pumps 


Compact as a watch but amply 
powered, Deming “MOTOR- 
MOUNT” Centrifugal Pumps 
meet a wide 
ro, te ge 
ing needs 
Capacities 
range from 5 
to 650 gallons 
on hr. against 
eads of 10 to 
230 feet. 





Features That Help You Sell 
Demi og “MOTOR-MOUNT” 


Pumps have semi-enclosed, 
three-vane impellers with non- 
overload characteristics, ad- 
justable for clearance and 
wear. Over-size shaft is fully 
protected against wear. 
Motor is drip proof, fan 
ventilation. 
WRITE FOR BULLETIN 4300 


THE DEMING CO. + SALEM, 0. 


DEMING 
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are the inter-office loud-speaker com- 
municating system and a_ pneumatic 
tube system which carries orders and 
messages between order desk, credit 
department and shipping room. 

Fred Swanson, Sr., in commenting 
on his 32 years of service as president 
said, “Globe’s new headquarters repre- 
sent a dream of 32 years come true. 


A period which has seen the company 
expand its services throughout the state 
of lowa, representing more than 300 





General view in one part of the office, 
showing pneumatic tube system which serves 


order desk, shipping room and credit de- 


partment. 


manufacturers of industrial supplies, 
pipe, valves and fittings, plumbing and 
heating equipment, contractors, water- 
works, golf course and municipal sup- 
plies. Credit for this growth goes to 
the hard-working, loyal employees of 
Globe, 29 of whom are members of the 
20-year club, and to the manufacturers 
whose cooperation has been 100 per 
cent all the time. With such loyalty 
and cooperation already assured for the 
future, I'm not afraid of what is up 
ahead.” 





Sergeant Brophy of the local constabulary 
comes in to "pinch" a trophy and look over 
the works with Globe salesman, Frank Jor- 
dan. 
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A Type for 
Every Service 


The Fairbanks line of Hand, 
Platform and Box Trucks, Wheel- 
barrows, Rubber-tired Wheels and 
Casters consists of several hun- 
dred types . .. a type for prac- 
tically every service. It is the 
most complete, the most modern 
line on the market. 

But if you don’t find what you 
are after in our big catalog, we’ll 
build it for you. 

Another thing, you are abso- 
lutely safe in handling the Fair- 
banks line as it is backed by a 
financially strong concern with a 
half-century record of square 
dealing. 

Write for Catalog No. 50 
and price list 


THE FAIRBANKS COMPANY 


19 EAST 4TH ST. NEW YORK, N. Y. 


Boston, Mass. Pittsburgh, Pa. 
Distributors in Principal Cities 
Factories: Binghamton, N. Y 


Rome, Ga. 











Fairbanks 


HAND, PLATFORM 
and BOX TRUCKS 
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A Report on W. Bingham Co. 
Dated April, 1841 


One hundred years ago last month | 
the Cleveland Evening Herald carried 
a tiny notice which marked the start 
of an enterprise that was to become an 
important part of Cleveland’s indus- 
trial life. The notice read: 

“W. Bingham & Co., having pur- 
chased of Clark & Murfey their entire 
stock in trade are now offering for 
sale at their old stand, opposite the 
American, a good assortment of all 
kinds of Hardware, Iron, Steel, Nails, 
Glass, Ship and Boatspikes, Anvils, | 
Vices, Smiths’ Bellows, &c., &c.” 


| 


| 
| 
| 


William Bingham was only 25 years | 


old in April of 1841. And he had been 
in Cleveland only five years. But his 
vision led him to believe that the string 
of Conestoga wagons, the rumors about 
railroads, and the movements of big 


wooden schooners presaged the growth | 
of a great industrial and commercial | 


center. 

Further, his five years in Cleveland 
had given him a close acquaintance- 
ship with two family names that con- 
tinue today in industrial distribution— 
he worked in the hardware store of the 
George Worthington Co., and the Mur- 
fey in the firm he had just acquired 
was the grandfather of Pat Murfey, 
president of the Cleveland File Co. 

So William Bingham began to trade 
in hardware, iron, steel, etc., expanding 
cautiously but wisely through the 
years. He sold hardware to the home 
builders, buggy whips and curry combs 
and anvils to the wagon shops, rope 
and tackle to the schooners, cant hooks 
and peavies to the lumbermen who 
logged the forests of the lake states, 
spikes to the railroad builders, lunch 
pails and shovels to the miners, wire 
and nails to the men who strung the 
first telegraph lines. 

As Cleveland became a manufactur- 
ing center, the W. Bingham Co. be- 


came a mill supply house, and although | 





there are no Binghams in the com- | 
pany today, the company is proud of | 
the traditions established by _ its | 


founder. 
Last month the house celebrated the 


rich history of its first 100 years with | 


large-space publicity in the Cleveland 
papers, 


Norton Shifts McCune 


W. Alexander McCune, Jr., has been 
appointed field engineer for the Phila- 
delphia territory by the Abrasive divi- 
sion of Norton Company, Worcester. 
Mass. Mr. McCune was in the labora- 
tories and sales engineering depart- 
ment in Worcester before going to 


Philadelphia. 




















































You profit by selling more 
speed on rush jobs with 
the work-saver 
FeiLesibD Pipe Wrench 


Housing guaranteed not to break down when 
they need it—no expense or time lost for repairs 



















No More 
ILLIONS of RIZFAID — 
Wrenches are doing their pense. 


share to speed vital work this year. 
. » However tough the job your cus- 
tomers give the RIZAID. that 
guaranteed housing can take it—no 
time out. Safe chrome molybdenum 
jaws grip and let go instantly, are 
easily replaceable. Handy pipe 
scale on hookjaw, adjusting nut in 
open housing spins quickly to pipe 
size. Comfort-grip alloy I-beam han- 
dle and efficient balance of whole 
tool means less fatigue. Your cus- 


tomers appreciate your showing Made in 

si 6” 
them how to do more work with less at” Gas 
tool expense—sell them RIZAID ~ my ~<A 
Wrenches. st tag in 

















THE RIDGE TOOL COMPANY, ELYRIA, OHIO 









— WORK-SAVING PIPE TOOLS eT ae 
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THEY GIVE 


SERVICE 








SAFETY CAR MOVERS 






Easy to 
Use. Safe, 
Sturdy and 
Slip Proof. 


The heads of the Car Movers are 
short, compact, and powerful. The 
weight is so distributed that the 
balance is perfect . . . always right- 
side up without effort on the 
operator's part. 


This mover will get under the load 
and place the handle high, en- 
abling the operator to use full 
strength safety in starting the car. 


SAFETY HOPPER 
CAR WRENCHES 





Positively safe, doubly efficient— 
its automatic safety feature, the 
ball-bearing ratchet head revolves 
with the car spindle, leaving the 
handle stationary in the hands of 
the operator. 


SELL SWACO'’S FOR 
SATISFIED CUSTOMERS 
AND GOOD PROFITS 


SAFETY WRENCH & 
APPLIANCE CO. 


WORCESTER MASS. 














198 





SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items ap- | 
pearing in this department have been re- 
duced to their elemental facts through 
digesting. Where the reader's interest is 
particularly great, we recommend that the 
article be sought out and read in detail in 
the paper where it originally appeared. 


Speeds Removal 
Of Stove-Bolt Nuts 


We were received 100 gross of | 
l-in. and %4-in. stove bolts, in which 
each bolt was packed with the nut 
partially threaded. To remove the nuts | 
by hand meant much lost time in a 
very unproductive type of work. The 
time was cut to practically nothing by 
the following method: 

\ cardboard box, measuring one | 
foot on the side and open on one end, 
was placed on its side with the open | 
end facing the operator. A hole was 
cut into the bottom of the box, and the 
spindle of a %4-hp. motor was placed 
through it. A 5-in. circular fiber brush 
was slipped over the spindle and a 
gross of stove bolts placed on the table 
before the box opening. The 


operator 


started the motor, rotating the brush 
in a counter-clockwise direction and 
touched the nuts to the brush. Both 


hands could be used and the nuts were 
removed as rapidly as it was possible 
to pick them up and drop the bolts.— | 
By R. O. Bellinghausen in American | 
Machinist, April 16, 1941. 


Use of Idlers Eliminates 
Crossed-Belt Drive 


‘ | 

\ chocolate mill that had been driven | 
by an open belt from a line-shaft on | 
the ceiling of the floor below was re- | 
placed with a mill having a clutch pul- | 
ley that had to rotate in the direction 
opposite to that of the driven pulley | 
that had been in use on the old mill. 

Use of a crossed belt was the most 
obvious solution, but because of inter- 
ference by shaft stringers and other 
obstructions, aside from the compara- 
tively short distance between shafts, 
such a drive was not practical, perhaps 
impossible. The drive that was event- 
ually designed and installed followed | 
this description: 

Two 8-in. idler pulleys were mounted 
on a channel iron frame hinged so that 
it can swing around one end of the | 
support bar when a screw take-up at the | 
other end is operated. Idlers are above 
and on either side of mill pulley, so 
that the belt runs over one, under the 
mill pulley, then over the other idler. 
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This enables the operator to keep the 
belt as tight as required while reversing 
the direction of operation. Furthermore 
it makes the use of an endless belt prac- 
ticable, thus eliminating any possible 
trouble with belt lacing or fasteners. 
—James N. Pappas, Engineer, Frank 
Tracy, Inc., New York, in Factory Man- 
agement and Maintenance, April, 1941. 


How to Apply Wire Rope Clips 


Wire rope clips are used as a sub- 
stitute for splices. Care must be taken, 
however, to apply the clips properly, 
or they may injure the rope and create 
a hazard to life and property. The rope 
length needed for attaching a thimble 
varies from 35 rope diameters for the 
smaller sizes to 50 for larger ropes. The 
table below gives the size of rope, num- 
ber of drop-forged clips and spacing 
between them as recommended by 
American Engineering Standards. 

1. To attach a thimble into a rope, 
loop the proper length of rope around 
the thimble, grip the loop firmly. in a 
vise close to the thimble and securely 
bind the large end of the thimble to 
the rope. 

2. While still holding the loop in the 
vise securely bind the two sides of the 
loop together close to the thimble at 
the small end. 





| 
| 
| 
| 


3. With the two sides of the loop | 


resting squarely one upon the other, 
apply the clip farthest from the thimble 
about 4-in. from the short end of the 
rope and tighten it to a firm grip on the 
rope. Make sure the saddle of the clip 
rests on the live end of the rope. This 
applies to all clips. 

4. Next, put on the clip nearest to 
the thimble and tighten it to grip the 
rope firmly. Apply the other clips and 
tighten them to a firm grip on the rope. 
Then, tighten all clips uniformly by 
giving each nut alternately one turn at 
a time. After the rope has been in use 
for a short time tighten all clips again. 
Stress tends to stretch the rope and 
reduce its diameter. 


Clips Required to Make Fasten- 
ings Equal to 80% Rope 





Strength 
Rope Number | Space Between 
Dia. In. of Clips Clips, In. 

54 and less | 1 334 
34 5 114 
% 5 5% 

] 5 6 

1l4 5 7 

14 6 8 

13% * 9 

1% 8 10 

15% 8 10 

13% 8 1] 

1% 8 12 

2 8 12 





YOUR REQUIREMENTS 





LARGE PLANTS 


TO MEET 


Our four large plants, 
conveniently located in 
four key production cen- 
ters, assures quick deliv- 
eries and a dependable 
















source of supply regard- 
less of your geographical 


location. 


Plants at Pittsburgh, 
Norristown, Chicago and 
Gary assure the most 
convenient choice of de- 
liveries to Mill Supply and 
Hardware Dealers every- 
where. 





CHICAGO & GARY 


PITTSBURGH 4°% GARY 
SCREW AND BOLT CORPORATION Ps SCREW AND BOLT COMPANY 


PITTSBURGH, PA OF 4 GARY, IND CHICAGO, ILL 
ss 





American Equipment Corp... ... . Norristown, Pa. 


MILL SUPPLIES © MAY, 1941 


AO} ED MgB ARY.\A) 


Increase Sawing Production 







Your saws will cut faster and truer and stay sharp longer 
when filed on a Foley Saw Filer. The lusive patented 
Foley jointing principle straightens up uneven teeth and makes 
them perfect in size, shape, spacing. That is why Foley-filed 
saws increase sawing production 25% to 40%. The Foley also 
cuts down filing time, saves on files and reduces saw breakage. 
Any one can operate the 





FOLEY «incSAW FILER. 


The Foley Filer is the only machine that 
sharpens cross-cut c'rcular saws 3” to 
24” in diameter, band saws 1" to 41/2” 
wide—all hand saws. The new Model 
F-16 is the perfected result of 40 years’ 
experience in building saw filers. this offer. 


FOLEY MFG. CO. 63 Main St. N.E., Minneapolis, Minn. 


Also Manufacturers of Foley Saw Setters, Grinders, Die-Making Machine, etc. 


SOLD ON 30-DAY TRIAL 


We offer your customers 30-day trial on 
machines sold through you. Write today 
for literature and prices and details of 














Saletw 


FES U.S PAF OFF 
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SAFETY 
Portable Lacer 


Belt Hooks and Lacers 
Give You More Profit! 


Let us explain, 
quote you and 
outline our sales 
co-operation. 














See Those Jaws 
Not fict, but RIBBED 
Each Rib Contacts 
A HOOK ONLY 


The Best 

Belt-Lacing 

System 

with the Hooks are easily 

Largest sunk below the 

Profit surface of belt 

For You! Full 6" Capacity These two features 
Stouter appeal to 
Stronger mechanics. 


Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 
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Sales Meeting in Print 


(Continued from page 106) 











1. World steel capacity outside the 
United States is estimated at 105,000,- 
000 tons per year. Foreign steel produc- 
tion in 1940 is estimated as follows: 
About 42,500,000 tons were produced 
in continental Europe excluding Rus- 
sia. Russia produced 21,800,000 tons. 
About 7,100,000 tons were produced in 
Japan, and 2,000,000 tons in Canada. 
Steel production in all other countries 
was estimated at 4,100,000 tons, bring- 
ing the total production for the world 
outside the United States to 92,500,000 
tons. Output last year in this country 
was close to 67,000,000 tons. 

2. About 44 per cent. 

3. It has increased almost 40 per 
cent since 1918, and fully 15 per cent 
since 1929. 

4. Yes, it has far outstripped popu- 
lation gain. The nation’s present popu- 
lation is only 8 per cent more than in 
1929, and 27 per cent more than in 
1918. 

5. During 1940 about 2,500,000 tons 
of annual capacity were added, and 
plans are now under way to increase 
capacity by another 3,400,000 tons dur- 
ing 1941. 

6. So far there is no apparent strain 
on producing facilities. Actually some 
companies have recently been producing 
in excess of 100 per cent of “rated” 
capacity. In 1917 the entire industry 
operated at 100 per cent or over for 
seven months. 

7. If necessary, it probably could 
produce as much as 86,000,000 tons, 
not counting production from the new 
furnaces that are now being installed, 
and in 1942 it could produce approxi- 
mately 90,000,000. The maximum for 
1941 would be about 20,000,000 tons 
more than the industry actually pro- 
duced in 1940. 

8. It is estimated that when the de- 
fense program gets in full swing a total 
of 8,000,000 tons may be used for de- 
fense in a year, and another 12,000,- 
000 tons for export to Great Britain, 
South America and _ other 
countries—about 20,000,000 tons in all. 
That would leave at least 66,000,000 
tons of steel which could be turned out 
for domestic civilian use. 


Canada, 


9. In 1929, the best peace-time year 
on record, the domestic use of steel was 
equal to 57,500,000 tons of ingots, or 
950 pounds per capita. 
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SMOOTH-ON 


Iron Cements 
are a profitable 


line to handle 








1. Wide Use: 


Used by every type of industrial plant, 
foundry, mill and factory. 


2. Many applications: 
Repairing cracks in boilers, heaters, 
pumps, process apparatus, valves, etc. 


Sealing leaks at seams, bolts, rivets, 
pipe joints, etc. 


Tightening loose parts of apparatus, 
fixtures, appliances, etc. 


Making tight joints on any type of 
pipe connection. 


Waterproofing walls, 


floors, cisterns, 
tanks, etc. 


3. Long-established reputation: 


Successfully used for over 45 years by 
thousands of engineers, repair men 
and mechanics. 


4. Extensive advertising campaign: 


Consistently advertised in 46 national 
weekly and monthly publications. 


5. Dealer Co-operation: 


The hundreds of Smooth-On adver- 
tisements each vear say “Buy from 
your Distributor”. 


Mill Supply houses report to us that 
SMOOTH-ON is a consistently steady 
sales producer, and that salesmen find 
these many-purpose and _ well-estab- 
lished iron cements sell readily. 


Supply of free 40-page Repair Hand- 
books, display placards, together with 
full information and prices, sent on 
request. 





SMOOTH-ON MFG. CO., DEPT. 25 
570 Communipaw Ave. Jersey City, N. J. | 


Tell your Customers— | 


Doit with | 
SMOOTH-ON 








10. lt figures out to 1010 pounds per 
capita, or 6 per cent more per capita 
than was needed in the boom year of 
1929. 

11. Steel output in 1940 represented 
82 per cent of the industry’s “rated” 
capacity as of the end of 1939. It would 
represent than 78 per 
present “practical” capacity. 


less 


cent of | 


12. Yes. Early in the spring of 1940 | 


the industry was running at only 60 
per cent of capacity, while in the 


last 


quarter of the year the rate of opera- | 


tions averaged nearly 96 per cent. 

13. In large part, although 
shipments were made to England and 
her Allies. 

14. Almost 11,000,000 tons of ingots 
were used to make steel for export last 
year. More than half of the exports 
went to the United Kingdom and Can- 
ada. 

15. The 1940 total was over three 
times exports in 1939, about three 
times the 1929 total, and exceeded the 


previous 1917 peak by fully 25 per 
cent. 
16. Preliminary estimates indicate 


that about 13 per cent of the finished 
steel shipped to consumers was used 
in the construction of highways, can- 
tonments, dams, bridges and factories, 
including a good deal of defense plant 
construction. About 18 per cent went 
to the automotive industry to build pas- 
senger cars, trucks and mechanized 
military equipment. The railroads took 
10 per cent, and another 10 per cent 
was used to make tin cans, steel drums 
and other containers. 

17. To machinery and tool makers, 


to industries that press or stamp steel 


into various products, to ordnance mak- 
ers, ship-builders and to a host of other 
industries from manufacturers’ of 
watches to airplane engine producers. 

18. A big 45,000-ton battleship will 
require about 20,000 tons of ordinary 
an aircraft carrier about 17,000 
a cruiser about 5500 tons, 
destroyer about 700 tons. Those 
nages do not include the steel in the 
ship’s guns and defensive armor. 

19. It 
clusive 


steel, 
tons, 


exX- 
total 


has been estimated that, 
of guns and armor, the 


number of naval vessels now 


heavy | 





and a | 
ton- | 





| 


under | 


construction or appropriated for will | 


require less than 1,200,000 tons of steel, 
spread over the next four years. 

20. In 1940 the automobile industry 
consumed approximately 6,900,000 tons 
of steel. 

To build one of the bigger planes 


| like a transport or a heavy bomber re- 


quires at least five tons of high grade 


| alloy steels. Steel accounts for almost 
half the weight of both the fuselage 


and the engines. To build 
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50.000 air- 
planes of various types would require 
at the most 250,000 tons of high qual- 


| 











THERE'S SCHRADER 
BUSINESS 


NO ADMITTANCE 


IN 
EVERY 
SHOP! 


Reducing the cost of handling compressed 
air is the “Open Sesame” to practically 
every shop. Shop men choose Schrader 
Products because they help make produc- 
tion work more efficient and at the same 
time minimize overhead by reducing air 
waste. Purchasing agents are quick to 
approve the foreman’s selection of 
Schrader Products because prices are right. 


Every salesman should carry a Schrader 
catalog and be ready to write orders for 
his customers now. If you haven't a 
catalog, write for one. 


Here's What Schrader Dis- 
tributors Have To Sell... 
A COMPLETE LINE! 


BLOW GUNS Compact. Sturdy. 
Surprisingly few parts. Selective control 
of air flow. Lever and bution types. 
QUICK-ACTING COUPLERS For 
interchanging air tools at outlets. Like 
plugging into light socket. Air-tight when 
disconnected. 

AIR HOSE AND FITTINGS . . . Complete 
Assortment—Couplings, Adapters, Ferrules 
and Crimping Tools. 

CONTROL VALVES AND CYLINDERS 


Three-way and four-way control 
valves for remote control of various 
Schrader air cylinders. 

AIR “KNOCK-OUT” SETS .. . Complete 


assemblies for discharging finished work. 
Adjustable to all machines. 
MACHINE CONTROL SETS 
powered to give finger-tip, or 
control for all types of machines. 
guard against accidental repeat 


HYDRAULIC GAUGES Ruggedly 
built for tough service. No delicate parts. 
For 5 to 5000 Lb. pressures. 


Schrader 


266 US. PAT.OF8 


INDUSTRIAL PRODUCTS 


A. SCHRADER'S SON Brooklyn, N. Y. 


Division of Scovill Manufacturing Company, Incorporated 


Air- 
lip-toe 
Safe- 
motion. 
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VALLEY GRINDERS 


% Low upkeep cost 
% Economical, efficient performance 
*% Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Mot 

by the Valley Guarantee. 


Looted 


and p 





Specifications include heavy shafts, over- 
wide wheels, 


‘e size ball bearings, 


and adjustable tool rests. 
from 14 h. p. Bench to 5 h. p. Pedestal models. 


Sizes 








Il y Valley Electric Corp. 


mee «4221 FOREST PARK BLVD. © ST. LOUIS, MO. 
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WRITE FOR 
CATALOGS 


FRED MEDART MANUFACTURING CO. 


ST LOUIS MO 
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ity steel. 

22. Yes. Better steels have been 
largely responsible for the faster ships, 
planes and tanks of today, for the 
higher powered and more durable guns, 
and for the more effective armor plate. 

23. Certain essential raw materials 
must be imported, but these represent 
less than one-half of one per cent of the 
total tonnage of raw materials consumed 
annually by the steel industry. 

24. Among the more important ma- 
terials that come from abroad are man- 
ganese, tin, chromium, cobalt, tungsten 
and vanadium. Nickel is also imported, 
but principally from Canada. 

25. Manganese from Russia, Brazil, 
Cuba and Africa; tin from Malaya, the 
Dutch East Indies and Bolivia; chro- 
mium from Africa, Cuba, Greece; co- 
balt from Canada, Africa and Australia; 
tungsten from China and Malaya; va- 
nadium from Peru and Rhodesia. 


Matchstick Puzzle 
(Answer to the problem on page 106.) 


The matches are rearranged thus: 


Ill I Iii 

I I 

Til I Ill 
Whoops! Beg Pardon 


Charles K. Deutsch, sales engineer 
with the Bronx Hardware & Supply 
Co., New York, N. Y., writes: “This 
will refer to your April issue and the 
Sales Meeting in Print on page 54 
and the answers on page 126. I was 
surprised indeed that some of the 
answers were wrong .. nis 

Well, Mr. Deutsch, you should have 
seen our technical editor if you think 
So was he— 
and chagrined, too, although he was 
tickled pink to discover that some- 
one had actually made all the same 
calculations—because 


you were surprised! 


some of ’em 
were pretty tough. 

Anyway, here goes: 

On Question 8, the correct length 
of the arc of contact is not 59.75 in., 
as printed, but 58.73 in. That one 
was on the printer, not on the editor 
—but the rest!! 

On Question 10, the length of the 
arc between tooth centers is 0.785 in., 
not 0.25 in. The formula and process 
are correct, but the published answer 
was wrong. 

On Question 21, the technical editor 
took a shortcut for accuracy—and got 
only the shortcut. He explains that 
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it is usually easier to use the formula | 
xD? 
— for the area of a circle rather | 
than R?’, particularly when the given 
diameter is an odd number of inches, 
and thus forces squaring of a radius 
which includes a fraction. So he used 
the shortcut formula—and forgot to 
divide by four. And even that adroit 
explanation doesn’t allow for the fact 
that the technical editor went on to 
make a mathematical error too. The 
formula is rT (R* — r*). 
and the answer 4297.68 cu.in. Or use 
rT (D*? — d’) 
4 


the right answer. 


correct 
if you wish—but get 


The error noted above also causes 
errors in the answer to Question 22. 
The procedure indicated is correct, 
but the answer should be 4297.63 ° 
0.26 = 1117.38 lb. 

Not cantent with failing to divide 
by four in Question 21, our technical 
editor made the same mistake all over 
again in Question 23! The proper 


exSxveX2 
solution is - i 7.363 
cu. in. Mr. Deutsch does it this way: 
25% 25 aX = = 7.200 C/o 


(And incidentally runs right into that 
squaring of fractions that the tech- 
nical editor warned us about. But it 
didn’t seem to faze Mr. Deutsch at 
all.) 

The answers for Questions 24 and 
25 must of course be corrected to 
allow for this difference. Thus for 
Question 24, the answer is: 7.363 
0.283 = 2.084 lb. And for Question 
25: 7.363 * 0.301 2.216 lb. Or 
just divide the published answers by 
that missing four, and get 2.08 and 
2.21. which are closer than necessary. 

By the way. has anyone seen that 
technical editor of ours? He mur- 
mured some excuse, and disappeared. 
We've looked for him in every bar in 
town. 








OPM Gets Distributor Story 








(Continued from page 105) 








Puget Sound, Norfolk, San Diego and 
other departments of the Government 


get emergency supplies except from 














CLINCH THE SALE BY BEING ABLE T0 
PROMISE “IMMEDIATE SHIPMENT” 


Your customers USE Blast Gates 


Wherever a plant in your territory uses low-pressure 
air and gas you have a live prospect for Rockwell 
Blast Gates. 


eR aera 

C Plant expansion and modernization to meet the de- 
mands of national defense give you many oppor- 
tunities for an additional source of profits when you 

K handle the Rockwell line—the complete line nationally 
recognized for its highly effective modern design and 
for the high standards it sets in economy and effi- 
ciency. 


All sizes and all types available for prompt shipment. 
Send at once for the Rockwell Catalog. 


W. S. ROCKWELL COMPANY 


50 CHURCH ST. NEW YORK, N. Y. 











|BLAST GATES 











HEAVY 
DUTY 


The users of the original . 
small Micro Bender (No. 1) (jell li®m. 
are so enthusiastic over its Se | A 
precision work, ease of adjustment and = 
adaptability to many uses, they have re- 
peatedly asked us for a larger machine to do heavier 
work. In response we announce 


“MICRO” BENDER NO. 2 
Bends 2" Cold Rolled Steel Bar 


or larger bulk sizes of other more ductile materials in pro- 
portion. Handles round or square tube, angle, channel, 
wire, strip stock, etc. The range of contour bending and die 
duplicating operations is limited only by bending qualities 
of material used. 


4 “MICRO” DIE DUPLICATING MACHINES 


These precision machines will be of great interest to many of your customers 
—they will make many small metal parts cheaper and quicker—without dies. 


BENDE 


Net Weight 130 Ibs. 






















(Left) 


*'Micro"’ Micro” Die “Micro” 
Bench Duplicating — 
Shear Bender No. 1 
Trims duplicated stamp- Forms angles, channels, Creates non-stock sized 
ings, shears stock sheets, rods, tubes, wire, strip angles, channels, Vees, etc. 
e accurate to .001". stock, etc. Quickly set up. Folding width 6”, Accurate 
Shearing width 6”. Accurate to .001 in, to .001". 





THIS IS A FAST SELLING LINE. 


Write for prices and circular, “Metal Duplicating without Dies.” 


O'NEIL-IRWIN MFG. CO .2z.t0truts 











= Minneapolis, Minn. 
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Now Built in 3 Sizes 


No 5h” dia round or 


5” x 10” flat 

No. &—8” dia. round or 
8” x 16” flat 
No. 12—-12” dia. round or 


12” x 12” flat 








Also the No. 9 Upright Saws 


SELL WELLS 


The Repeat 
Order Saw 


THESE repeat orders weren't made with sales 
talk! They result from the merit of the prod- 
uct. That's the kind of business that makes profits 
for you! Take the time right now to make ar- 
rangements to handle the Wells line. 


WELLS MFG. CORP. 
THREE RIVERS, MICHIGAN 








Every one of these firms has 
tried WELLS Metal Cutting 
Band Saws and come back for 
more! 


Aluminum Company of America 
American Steel Foundries 
Baldwin Locomotive Works 
Bethlehem Steel Corporation 
Buick Motor Division, 

Gen'! Motors 
Chase Brass & Copper Co. 
E. |. Du Pont de Nemours & Co. 
Erie Railroad Company 
Loose Wiles Biscuit Co. 
Magnus Metal Div. of Nat'l Lead Co. 
Peoples Gas Light & Coke Co., Chicago 
Proctor and Gamble 
R. C. A. Mfg. Co., Inc. 
Sherwin-Williams Co. 
Superior Iron Works 
Union Pacific Coal Co. 
United States Rubber Co. 
Waltham Watch Co. 
Western Electric Co. 

. and dozens of others! 








AREYCLAD is a super, asbestos- 
fibre ROOF COATING that sets 
new standards in durability and serv- 













ice— lasts over 100% than 
ordinary roof coatings. 


Sell this outstanding product 


longer 





THE PHILIP CAREY COMPANY 


Dependable Produ 


IN CANADA THE PHILIP CAREY COMPANY LTD Offic 


“cash in” on the quality and economy 
of CAREYCLAD COATING. It will give 
your customers utmost satisfaction . . 
pay you an attractive profit. 

Write today for details of distributor 
proposition—address Dept. 55. 





+ Lockland, Cincinnati, Ohio 


and Factor 


y LENNOXKVILLE, P_ GQ 
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industrial distributors? 

This report describes the distribu- 
tor as the “sales department” of the 
manufacturer, the “life stream” in 
the flow of industrial supplies from 
the manufacturer to the consumer. It 
regards as the greatest problem that 
of assuring delivery of priority orders 
and allowing distributors to replenish 
their stocks. It contends that indus- 
trial supply manufacturers can meet 
both these cardinal needs if the indus- 
try can secure a steady flow of raw 
materials (and, in some cases, certain 
new equipment). In support of his 
opinion that raw materials is the 
prime obstacle to smoother and more 
efficient supplies to defense industries, 
the of this 


quotes several manufacturers which, 


author memorandum 
in an independent survey, pointed to 
the inability to secure raw materials 
as the only factor upsetting their pro- 
duction schedules. 

One more memorandum received 
the 


thoroughly responsible party in the 


by Priorities Division from a 
industry, asserts that industry could 
not function without distributors act- 
ing as local service stations or stock- 
rooms for industrial supplies. In nor- 
mal times a manufacturer would have 
extreme difficulty in buying direct 
from the producer. he declared, and 
in these critical days would find it im- 
possible. To illustrate, he submitted 
a typical order received by a dis- 
tributor: 


1 Dozen hacksaw blades 
+ Only, sight feed oilers 
2 Boxes of belt laces 
1 Dozen files 
2 Bars of shafting 
50 Lbs. babbitt 
t Only, valves 
100 Only, safety set screws 
1 Machinists’ vise 
25 Lbs. industrial lubricant 


For the 


small orders with ten widely sepa- 


consumer to place ten 


rated manufacturers, have his credit 
checked by them, pay shipping costs 
on each, and pay for each product 
individually would be unwieldy and 
inefficient beyond description. But all 
items can be secured immediately by 





a single order to the local distributor. 
This memorandum concludes by 











REDUCE: FIRE HAZARDS 
CUT INSURANCE COSTS 





Approved by 


Underwriters’ Laboratories 





JUSTRITE SAFETY CANS (left)—-with the 
“Non-splash” Pouring Lip—are easy to carry 
and use. 7 Sizes: 1 Pt. to 5 Gals. 


JUSTRITE SAFETY FILLING CANS (right)— 
sizes 5, 10, 15 and 20 Quart—have flexible 
metal pouring hose. 


SAFETY WITH WASTE AND RAGS 


JUSTRITE OILY WASTE CANS—to take 
waste, rags and other ‘flammable materials 
—are made in 6, 8, 10, 14 and 25-gallon 
sizes. Operated by foot lever. 


PROTECTION AT NIGHT 
For Men—For Plants—For Trucks 


Justrite 
Approved 
Safety 


Lanterns 





Approved by U. S. Bureau of Mines and 

Underwriters’ Laboratories. New, safer de- 
i sign—light around user plus “spot” beam 
t at same time. 


: JUSTRITE MFG. CO. 


2079 SOUTHPORT AVE. CHICAGO, 





ILL. 





| manufacturers to produce in quanti- 


| materials to keep distributor stocks 





tools (cemented tungsten carbide, POWERED AND _ ELECTRIC 
| hand pipe tools, lathe tools and CRANES, HOISTS, AND TROL- 
LEYS FOR OVER 20 YEARS. 


| washers (lock), and wrenches (both 






asking the O.P.M. to devise a plan, 
for the duration of the emergency, to 






provide sufficient raw materials for 







ties for both defense needs and to re- 






place distributor stocks as they are 
the 






depleted. Give manufacturers 







up to par, and the latter will continue 






to furnish “fire department” service 






to defense plants, this author declares. 















Defense Plants Roar 


(Continued from page 104) 













One of the O.P.M.’s 


broad policies, incidentally, is to seek 


joint output. 







increased production first by this 
of 


lines), before encouraging plant ex- | 












means (simplification product 







Double Drum 








* : Construc- 
pansion which may not be necessary. ae ein Genk 
<i : ieee cok, Bo 
And it is only when privately finan ed | -~ wan Sutton Gan> 
plant expansion cannot be justified by Sespen - trol — Elec- 















tric Solenoid 
Brake 


the manufacturers that the Govern- | 





sion— Anti- 
Friction 
Bearings — 
Enclosed 
Gearing 








ment sanctions the construction of | 
emergency plant facilities under the | 




























five-year amortization plan. This is 


not a quibbling attitude, however. On 
the essential items the O.P.M. wants | 


production now, and moves fast to 





get it. | 
The Industrial Supply Section’s | 
technique for assuring adequate quan- 





tities of supplies for defense is simple 
and effective. The “working list” of Correct design — quality material — 
high grade workmanship These 
three salient features found in the 
Conco Torpedo spell sales and satis- 
faction from all points. With every 
shop a prospect the Conco Torpedo 
Hoist will be a real money-maker, and, 
supplemented by the complete line of 
I-beam Trolleys, Differential and Spur 
Gear Hand Chain Hoists built by 
CONCO, will be an important addi- 
tion to the line you now handle. Write 


items at present includes: abrasives, 
handsaws (metal-cutting), bearings 
(anti-friction), belting (leather, rub- 
ber, textile and V), 
chain, chucks (both drill and lathe), 
drills 


hacksaw blades, hand hoists, lubri- 


bolts, casters, 


and reamers, electric tools, 


cants, micrometers and precision for full information and full resale dis- 
Is “ne ; . count schedule today! 
tools, milling cutters, pneumatic 


tools, pulleys, rope (wire), screws 


MANUFACTURERS OF HAND- 


(socket-head ), shovels, taps and dies, 





accessories), vises (machinists’), 
alloy and carbon). 

By requesting authentic production 
capacity and production utilization 
figures from the manufacturers of 





these products, the Section has devel- 
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oped data files on each product which 
reflect the condition of each industry. 
Those which change rapidly are sur- 
veyed every month, the others when- | 
ever it is thought necessary. When a) 


critical situation is foreseen on any 


product, the Section asks all manu- 


facturers of that product to come to 
Washington to discuss it. Prepared in 


advance with production figures for 


YOUR 


that industry, and knowing something 


of future defense needs, the O.P.M. | 


officials convene these meetings in a SUPPLY 
OF 


spirit of helpfulness to the industry, 
as well as to the defense program. 
Some of these have been the first all- 
industry meetings held since the 
NRA days. 

The O.P.M. officials point out the 
urgency of the situation, explain 
some of the workings of the O.P.M., 
and pose the all-important question | 





(usually with some suggestions) : 


D A 7 N E L L How can we increase production? 
Thanks to complete cooperation on 
C A S T E H S the part of manufacturers, there is | 


& E-Z ROLL WHEELS almost invariably substantial prog- 
ress in the direction of greater pro- | 
Nearly 4000 models duction of the items needed for de- | 


from which your fense. Sometimes it is at the expense 


cessary gadgets > luxe 
customer can select of eae ae « 
finishes. Sometimes it is achieved by 


the exact type for 
his particular needs. 


eliminating non-essential items from 
the lines. Always it is through | 
healthy, cooperative agreement by all 
factors in the industry. 


Manufacturers are asked to be 





scrupulously truthful in making de- 


livery promises in order to avoid the | and be sure that your stock is 
ae sufficient to take care of your 
occurrence of shortages and to elimi- | 
demands. 


nate the impression that shortages 
exist when they don’t. Manufacturers | pin hg Ag Rea ~ 
member back of every nut, bolt, 
screw and rivet purchased from 


are encouraged to keep tab on the 
stocks held by their distributors. 


Meetings are conducted on a give-| this Company is the specialized 

and-take basis. The multiplicity of experience gained from making 

PRODUCTS BY DARNELL i a aie only such products since 1854. 
government specifications is  dis- : 
RTITCR TOT You obtain 


cussed, and if they are considered 
burdensome by the industry, the 


Superior Quality E 


Darnell Casters and O.P.M. transmits a request for sim- Unusual Service 
: lification to branches of the military ° oge ° 
Wheels keep turnin P 
F °P ; 9 service. A number of Navy specifica- Scientific Packing 
Sam SAT RING lor tions have already been simplified in Write for Catalog 


you as well as for this manner. 








your customers. The O.P.M. is exceedingly curious | 


about reasons why production can’t | 
DARNELL CORPORATION. LTD be increased—whether they be lack | 
BOX 4027. STAB. LONG BEACH. CALIF £ skilled mechanics achinery. raw | 
16 N CLINTON. CHICAGO — 24 £ 22nd. NEW YORK oF skilled mechanics, machinery, raw 


materials, finances, etc.—for it is in a| Migdone —— 





CLARK Bros Bout (0 
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position to provide assistance in 
breaking any of these bottlenecks. 
The actual mechanics of production 
are up to private management, the 
O.P.M.’s part is simply to “assign” 
the job to industry, and remove any 
obstacles which stand in the way of 
prompt execution. 

Nobody would deny that the birth 
of the O.P.M., manned by competent 
business men, is creating a new era 
of teamwork between Government and 
Private Industry, marshalled for the 
common cause of Defense. 


Micrometers 


Production of micrometers, one of 
the most critical of items on the 
critical list, has been stepped up 25 
per cent in the past 90 days, the Indus- 
trial Supply Section announced last 
month. Officials attributed the in- 
crease to the training of additional 
employees for the instrument plants. 
Further expansion, both through the 
training of more workers for addi- 
tional operating shifts and the acqui- 
sition of additional equipment, is 
scheduled. 

The O.P.M. also suggested that be- 
cause of the current shortage, users 
of micrometers should spread their 
utilization among more workmen, 
and that they use caliper gages or 
other tools of secondary precision on 
all work in which the extreme accu- 
racy of micrometer calipers is not 
essential. 

“In factories where more men are 
being added and where each old em- 
ployee owns a micrometer but does 
not use it constantly, the operating 
company should purchase or borrow 
these tools and issue them to the men 
when needed,” the statement said. 
“This would eliminate the necessity 
of additional purchases, and the com- 
pany could re-issue the micrometers 
or replace them at a later date.” 


Priorities 


Application of priorities moved 
forward cautiously last month, pro- 
ducers and distributors of nickel- 
bearing steel being the latest to come 
under control. In announcing the 
step, E. R. Stettinius, Jr., Director of 
Priorities, said that industry-wide 
control was made necessary by the 
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DON’T BUCK THE TREND 


_ —SELL CHAIN DRIVES! 


Positive chain drives are Industry's Number One choice for power 
transmission. . . Ride the trend to bigger and more profitable sales 
by selling the finest chain drives—Morse positive chain drives! 

Effective sales arguments? Plenty of them! Efficiency—up to 
99.4%, for the life of the drive. Compact, easy installation. High 
production levels. Adaptable to all types of motors and machines. 
Long life, low maintenance cost, few repair bills. And a first cost 
that is frequently lower than other types of drives. 

Sell the complete power transmission line that has won friends 
through forty-five years of outstanding service to Industry. Sell 
Morse chains . . . Morse Chain Company, Division, Borg-Warner 
Corp., Ithaca, N. Y. 


CHAIN 
COMPANY 



























Right there where metal cuts metal 
is the vital part of a Bolt Clipper. 


The machining and heat treating of those 
cutting edges represents the experience 
and research of sixty years of specialized 
study and production. Porter jaws cut 
bolts, rods, wire, flat stock, etc. — with 
the least effort, and they stand up in. 
long hard service. Time savers, labor 
savers and money savers. 


Write for this catalog showing complete line of regular and 
special metal cutting tools with information about selection 
of tools and cutting various types of material. It is yours 
for the asking. 











Over 100 Distributors 


have handled Greene, Tweed Products 


co for wen 30 years/ 


PALMETTO* and 
other brands of self- 


lubricating packings Why? One reason—PALMETTO and our 
other brands of packings and our special tools 
are so widely known throughout industry that 
the demand for them has been steady—and 
steadily increasing. Another reason — uni- 
formly satisfactory service that produces repeat 
orders. 





BAS A* Replaceable 

Face Rawhide Ham- : ° . 

mer and EMPIRE* Each of our packings and special tools has defi- 
Rawhide Mallet 


nite—and exclusive—superiorities which ap- 


“Reg peal to users and help to make sales. Write 
a for data sheets and folders explaining these 


features that make Greene, Tweed products a 
desirable and profitable line for you to handle. 


FAVORITES Reversi- GREENE, TWEED & Co. 


ble Ratchet Socket 
Wrench Bronx Boulevard at 238 St., New York, N. Y. 


NO SELLING problem 


with these important safety tools 



































Chicago Rawhide Hammers and Mallets sell and 
] stay sold, because there is no tool made that will 
" do a better job of striking hard blows on surfaces 
that must not be marred or damaged when being 
struck. Genuine Java Water Buffalo hide, treated 
and compressed into striking heads is unequalled 

for the purpose. 


Chicago Rawhide Mallets sell because they are 

2 a necessity in the foundry, in sheet metal, elec- 

" trical and many other industries where speed 

and production with safety, even in unskilled 
hands is required. 


faults of lead, rubber or wood. They are well 
balanced tools with indestructible malleable heads 
and replaceable Java Water Buffalo insert faces, 
are accurate, economical and definitely superior to 
similar tools which chip, split and “‘mushroom.” 


3 Chicago Rawhide Hammers have _ none of the 


Send for circular and learn about these better 
hammers and mallets which have such wide sales 
possibilities in an ever-increasing market. 


CHICAGO RAWALE MFG.CO. 


1290 ELSTON AVE- CHICAGO-U-S-A: 
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needs of the defense program and the 
tight situation in the supply of nickel. 
Because of the nature of the nickel- 
steel industry, the mechanics of the 
controls are more detailed than those 
applied in other industries, and pro- 
ducers and distributors are subject 
to separate provisions. 

The interest which the government 
is taking in stocks of merchandise 
on hand, through priorities, is 
of some significance to distributors. 
The O.P.M. last month served notice 
that by means of priorities it is not 
only going to control supplies of vital 
raw materials which any company 
may buy, but that it is also going a 
step further and control what a com- 
pany already has on hand. Patently, 
this is a move towards commandeer- 
ing excess stocks. 

To provide the machinery to siphon 
off the small quantities of non-mili- 
tary items which are absolutely essen- 
tial to the uninterrupted operation of 
industry (example: a few special 
bolts to repair a generator of a public 
utility plant), a General Equipment 
Branch of the Priorities Division’s 
Tools and Equipment group was an- 
nounced last month. This new 
committee, including F. A. Schaff, 
president of the Superheater Co., as 
producers’ representative, and J. C. 
Parker, vice president of the Consoli- 
dated Edison Co. of New York, as the 
industrial users’ representative, will 
deal mainly with problems in connec- 
tion with engines, boilers and power 
plant equipment. 








Bandsaw Market Grows 


(Continued from page 103) 








enough to provide proper chip clear- 
ance. A saw with teeth that are too 
coarse will “straddle” the material 
and rip out its own teeth; a saw with 
teeth that are too fine will clog with 
chips and bind in the workpiece and 
may burn or break. Thus for very 
thick sections, the 6-tooth is normally 
best, for very thin sections, choose 
the 32. The table also gives the data 
on this. 

Teeth are also bent out at an angle 





UMI 









Quicker Tightness 


FASTER 


There is nothing to slow up a Dart Union 
sale and everything to speed it along. 
Here are some Dart “Sales Lubricants”. 
Darts tighten up quicker. They give 
permanent tightness—give complete satis- 
faction on the job. They do not jam— 
are easy to take off—can be reinstalled 
again and again. They are built to take 
wrench abuse and resist corrosion. They 
cost less to service—save work and money 
—help prevent grey hairs. No wonder 
jobbers all over the country say, “It pays 
to sell Darts.” 


E. M. DART MFG. CO., Providence, R.I 


Sales 4a 
The bairbanh. (om 


Dart | mine ( ompany 


leresto. ( amads 


























to the thickness of the saw, to cut a | 
| slot wider than the sawblade is thick, 




































thus providing “clearance” and pre- | 
| 


\three different “sets”: the straight | 
| set, in which one tooth is set left, the 


venting blade friction. There are 





next right, and so on; the “raker”’ set, 
\in which one tooth is set right, the | 
| next is set left, the third straight, and 
so one, the straight tooth being called 


‘ 


the “raker”; and the “group” set, in | 
which a group of teeth is set left, then 
a group right, and so on, forming a 

wavy blade edge. Straight-set is rec- 
ommended for cutting the softer or 
non-ferrous metals and some of the 
plastics, such as rubber, Bakelite, and 
fiber. Raker set is used for general 
metal cutting, particularly for steel. 


‘MORE PROFITS 


| with 


2 ARRO - 


TRADE MARK 
REG. U. S. PAT. OFF. 


EXPANSION BOLTS 


And what makes the ARRO line so profit- 
able? Simply this—Exceptional care has 
been taken in the manufacture of ARRO 
expansion bolts to meet every possible 
requirement demanded by the customer. 
Quality, material, and workmanship, pre- 
cision threading improved design and rust- 
proof Cadmium plating all go to make 
ARRO the best expansion bolt money can 
buy. 


cast iron, and tougher alloys, the in- 


between straight tooth clearing the | The fine precedent plus the fact that the 
ARRO line is sold only through the jobbers 
offers an attractive and profitable oppor- 
for cutting thin-wall tubing, molding | ‘nity to the jobbing trade. Write for cata- 
log and jobbers’ confidential discount sheet. 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 


kerf of chips. Group set is designed 


and similar shaped pieces. It gives | 
the smallest possible tooth spacing. 


That’s all there is to it—if you 
know these things, or have them 








pasted in your hat where you can get 
at them—you’ve got the background Sold only 
to sell any sawband job that’s likely through jobbers 
to come down the pike. Tool and die 
shops, testing departments, machine- 
tool shops, repair shops—in fact all 
plants which cut a lot of steel and 
alloy bars, plastics, fiber, rubber, 
mica, slate, transite—and of course, 
wood—are good, steady markets for 


replacement saw bands. You'll have 





to search them out, but once they're 











found, they’re a gold mine. 
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For a complete line of 
STAINLESS 
FITTINGS 








QA 
=LUSTRACAST= 


by COOPER 


Z/11104lliNiI KIC S 


The logical choice of 
leading Distributors 


Stainless Steel Corrosion Resisting Fit- 
tings by Cooper are available to meet 
every demand by industry for long life. 

These fittings offer greater sales and 
profit possibilities because of greater 
brilliance and superior corrosion—re- 
sisting qualities. 

Are you prepared to meet the ever 
increasing demand by your industrial 
customers for stainless steel fittings? 
Get full information today on the com- 
plete COOPER “LUSTRACAST” line. 


N 


Ny 
iii 


| 











Jhe COOPER ALLOY FOUNDRY CO. 


150 Broadway — ELIZABETH, NEW JERSEY 





| [PORTABLE HA 


| ROCKFORD ILLINOIS 








GROBET 
SWISS 
FILES 


GROBET DISTRIBUTORS 


agree that .. 
“PRECISION” is a Sales Tool 


If Grobet offered only “precision”, this ad- 

vantage would meet most present-day re- 
quirements. 

f However, Grobet contributes economy. 

(@) speed, long life and every other possible de- 

mand of discriminating file users—advantages 

i re R '@) M + which are the result of more than a century 

of specialized experience and untiring efforts 

baa to produce only the finest genuine Swiss 

Files. 

These outstanding advantages of Grobet 
Swiss Files are available on all filing jobs, 
because the Grobet line is complete in 5000 
different sizes, shapes and cuts—in hand 


files, rotary files, files for filing machines and 
American Style files. 


Write for 
the Grobet Catalog 


F aad s 
fn 
- = " > 
> ~ae 


DENTIFIED BY 
THE RABBIT 


GROBET FILE CORP. 
of AMERICA 


3 PARK PLACE, NEW YORK 


ON THE TANG 


MILL SUPPLIES © MAY, 1941 








"O.K." your sales 
WITH THE 


"K.O." PUNCH 


W. A. 
\ PUNCHES 
Any user wants the best tool he can 
get for his money and Whitney 
Punches “knock out” two days’ work 
in one. They have capacity, strength, 


and range, and can do a neater, 
quicker, better job. 


Investigate the W. A. Whitney line 
—we guarantee all our tools—we 
give you prompt, efficient service 
on orders—returns are good and 
steady. Send for our booklet. 


IWAWHITNEY Mrcc. 
AND ZZ7R METAL PUNCHES 
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COLLIS 


COLLET EQUIPMENT... 


A complete range of sizes to meet any drill- 
ing, reaming, and tapping need. Taken in 
order from left to right starting with top 
row: (| and 2) handle tools standard taper 
shanks—(3) straight shank tools—(4 and 5) 
centered ready to drill for special purpose 
straight shank reamers, taps, drills, etc.— 
(6 and 7) hand taps and other square end 
tools—(8) special ‘'use-em-up" type drive for 
salvaging tools with twisted tangs or broken 
shanks, no special bushings required. Come 
to COLLIS for Service. 


THE COLLIS COMPANY 
CLINTON, IOWA 
RNG RENN LTTE 





SOURCES OF SUPPLY 
ARE THE ADVERTISERS IN 


MILL SUPPLIES 


Only those firms who know that industrial distributors 
are the best possible outlets for their products display 
their advertising in MILL SUPPLIES. 


Here are the stories of your most profitable lines—the 
advertised lines. Read the advertising in MILL 
‘SUPPLIES regularly to keep informed of important 
product developments, changes in sales policies, new 
and stronger ammunition for winning larger orders. 


Give your preference to manufacturers who advertise 
in your magazine—MILL SUPPLIES—the ONE 
publication exclusively serving you, the industrial 
distributor. 

































PALMETTO* an d 
other brands of self- 
lubricating packings 



































BAS A* Replaceable 
Face Rawhide Ham- 
mer and EMPIRE* 
Rawhide Mallet 





















































FAVORITE* Reversi- 
ble Ratchet Socket 
Wrench 














Over 100 Distributors 


have handled ~ Tweed Products 


<7 for" mo “30 years/ 


Why? One reason—PALMETTO and our 
other brands of packings and our special tools 
are so widely known throughout industry that 
the demand for them has been steady—and 
steadily increasing. Another reason — uni- 
formly satisfactory service that produces repeat 
orders. 


Each of our packings and special tools has defi- 
nite—and exclusive—superiorities which ap- 
peal to users and help to make sales. Write 
for data sheets and folders explaining these 
features that make Greene, Tweed products a 
desirable and profitable line for you to handle. 


GREENE, TWEED & CO. 


Bronx Boulevard at 238 St., New York, N. Y. 







































































































































NO SELLING problem 


with these important safety tools 


i Chicago Rawhide Hammers and Mallets sell and 
* 


stay sold, because there is no tool made that will 
do a better job of striking hard blows on surfaces 
that must not be marred or damaged when being 
struck. Genuine Java Water Buffalo hide, treated 
and compressed into striking heads is unequalled 
for the purpose. 


a necessity in the foundry, in sheet metal, elec- 
trical and many other industries where speed 
and production with safety, even in unskilled 
hands is required. 


2 Chicago Rawhide Mallets sell because they are 
a 


3 Chicago Rawhide Hammers have none of the 
# 


faults of lead, rubber or wood. They are well 
balanced tools with indestructible malleable heads 
and replaceable Java Water — insert faces, 
are accurate, economical and definitel ly superior to 
similar tools which chip, split and ‘‘mushroom.’ 


Send for circular and learn about these better 
hammers and mallets which have such wide sales 
possibilities in an ever-increasing market. 


CHICAGO WAWALCE MEG.CO. 


1290 ELSTON AVE-CHICAGO-U-S-A 
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needs of the defense program and the 
tight situation in the supply of nickel. 
Because of the nature of the nickel- 
steel industry, the mechanics of the 
controls are more detailed than those 
applied in other industries, and pro- 
ducers and distributors are subject 
to separate provisions. 

The interest which the government 
is taking in stocks of merchandise 
on hand, through priorities, is 
of some significance to distributors. 
The O.P.M. last month served notice 
that by means of priorities it is not 
only going to control supplies of vital 
raw materials which any company 
may buy, but that it is also going a 
step further and control what a com- 
pany already has on hand. Patently, 
this is a move towards commandeer- 
ing excess stocks. 

To provide the machinery to siphon 
off the small quantities of non-mili- 
tary items which are absolutely essen- 
tial to the uninterrupted operation of 
industry (example: a few special 
bolts to repair a generator of a public 
utility plant), a General Equipment 
Branch of the Priorities Division’s 
Tools and Equipment group was an- 
nounced last month. This new 
committee, including F. A. Schaff, 
president of the Superheater Co., as 
producers’ representative, and J. ( 
Parker, vice president of the Consoli- 
dated Edison Co. of New York, as the 
industrial users’ representative, will 
deal mainly with problems in connec- 
tion with engines, boilers and power 
plant equipment. 





Bandsaw Market Grows 


(Continued from page 103) 








enough to provide proper chip clear- 
ance. A saw with teeth that are too 
coarse will “straddle” the material 
and rip out its own teeth; a saw with 
teeth that are too fine will clog with 
chips and bind in the workpiece and 
may burn or break. Thus for very 
thick sections, the 6-tooth is normally 
best, for very thin sections, choose 
the 32. The table also gives the data 
on this. 

Teeth are also bent out at an angle 
































Quicker Tightness 


FASTER 





There is nothing to slow up a Dart Union 
sale and everything to speed it along. 
Here are some Dart “Sales Lubricants”. 
Darts tighten up quicker. They give 
permanent tightness—give complete satis- 
faction on the job. They do not jam— 
are easy to take off—can be reinstalled 
again and again. They are built to take 
wrench abuse and resist corrosion. They 
cost less to service—save work and money 
—help prevent grey hairs. No wonder 
jobbers all over the country say, “It pays 
to sell Darts.” 


Ti on 
E. M. DART MFG. CO., Providence, R.! 


Seles 4germi« 
The bairkanh. (ompaony. New York 
and «!! breaches 
se a a 
Dat law v. bad 


leremto. ( amads 





to the thickness of the saw, to cut a | 
slot wider than the sawblade is thick, | 
thus providing “clearance” and pre- 
venting blade friction. There are 
three different the straight 
set, in which one tooth is set left, the 
next right, and so on; the “raker”’ set, 


“sets”: 


in which one tooth is set right, the 
next is set left, the third straight, and 
so one, the straight tooth being called 
the “raker” ; 
which a group of teeth is set left, then 


‘ 


and the “group” set, in 
a group right, and so on, forming a 
wavy blade edge. Straight-set is ree- 
ommended for cutting the softer or 
non-ferrous metals and some of the 
plastics, such as rubber, Bakelite, and 
fiber. Raker set is used for general 
metal cutting, particularly for steel, 





cast iron, and tougher alloys, the in- 


between straight tooth clearing the 
kerf of chips. Group set is designed 
for cutting thin-wall tubing, molding 
and similar shaped pieces. It gives 
the smallest possible tooth spacing. 


That’s all there is to it—if you 
know these things, or have them 


pasted in your hat where you can get 
at them—you’ve got the background 
to sell any sawband job that’s likely 
to come down the pike. Tool and die 
shops, testing departments, machine- 
in fact all 


plants which cut a lot of steel and 


tool shops, repair shops 
alloy bars, plastics, fiber, rubber, 
mica, slate, transite—and of course. 
wood—are good, steady markets for 
replacement saw bands. You'll have 
to search them out, but once they're 


found, they’re a gold mine. 
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‘MORE PROFITS 


| 
| 








with 


2 ARRO - 


TRADE MARK 
REG. U. S. PAT. OFF. 


EXPANSION BOLTS 


And what makes the ARRO line so profit- 
able? Simply this—Exceptional care has 
been taken in the manufacture of ARRO 
expansion bolts to meet every possible 
requirement demanded by the customer. 
Quality, material, and workmanship, pre- 
cision threading improved design and rust- 
proof Cadmium plating all go to make 
ARRO the best expansion bolt money can 
buy. 


The fine precedent plus the fact that the 
ARRO line is sold only through the jobbers 
offers an attractive and profitable oppor- 
tunity to the jobbing trade. Write for cata- 
log and jobbers’ confidential discount sheet. 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 







Sold only 
through jobbers 





For a complete line of 
STAINLESS 
FITTINGS 
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: by COOPER 
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Zilli KKCKS 


The logical choice of 
leading Distributors 


Stainless Steel Corrosion Resisting Fit- 
tings by Cooper are available to meet 
every demand by industry for long life. 

These fittings offer greater sales and 
profit possibilities because of greater 
brilliance and superior corrosion—re- 
sisting qualities. 

Are you prepared to meet the ever 
increasing demand by your industrial 
customers for stainless steel fittings? 
Get full information today on the com- 
plete COOPER “LUSTRACAST” line. 














"O.K.” your sales 
WITH THE 


"K.O."” PUNCH 


W. A. 
\ | PUNCHES 
Any user wants the best tool he can 
get for his money and Whitney 
Punches “knock out” two days’ work 
in one. They have capacity, strength, 


and range, and can do a neater, 
quicker, better job. 


Investigate the W. A. Whitney line 
—we guarantee all our tools—we 
give you prompt, efficient service 
on orders—returns are good and 
steady. Send for our booklet. 








The COOPER ALLOY FOUNDRY co, |) mziteZ7ANETAL PUNCHES 


ILLINOIS 
150 Broadway — ELIZABETH, NEW JERSEY 


GROBET GROBET DISTRIBUTORS ‘ei | 
TERS agree that .. i 


























“PRECISION” is a Sales Tool 


If Grobet offered only “precision”, this ad- 
vantage would meet most present-day re- 


quirements. 


f However, Grobet contributes economy. 
@) speed, long life and every other possible de- 
mand of discriminating file users—advantages 
C Hi R '@) M 7 which are the result of more than a century 
of specialized experience and untiring efforts 


STEEL a only the finest genuine Swiss 





These outstanding advantages of Grobet 
Swiss Files are available on all filing jobs, 


because the Grobet line is complete in 5000 
different sizes, shapes and cuts—in hand 
files, rotary files, files for filing machines and 


American Style files. COLLET EQUIPMENT... 


Write for A complete eg sizes to mo | x drill- 

ing, reaming, an apping need. Taken in 

the Grobet Catalog oathe from Set to right starting with top 
row: (1 and 2) handle tools standard taper 
shanks—(3) straight shank tools—(4 and 5) 
centered ready to drill for special purpose 
straight shank reamers, taps, drills, etc.— 
(6 and 7) hand taps and other square end 
tools—(8) special ‘'use-em-up" type drive for 

G R '@) B ET Fi LE C @) R p | salvaging tools with twisted tangs or broken 
. } shanks, no special bushings required. Come 


to COLLIS for Service. 
of AMERICA THE COLLIS COMPANY 


3 PARK PLACE, NEW YORK CLINTON, IOWA 
BEES SS Re 
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, —We Urge 
. Buying Through & 
ithe Distributor 


ARBORS and 
ADAPTERS 
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a SCREW MACHINE 
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— Plant of the Brown & Sharpe 
Mfg.Co.at Providence, R.1.,U.S.A. 
___ = known world-wide for its many 
IBS Products of the Highest Quality 


4 
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BASSICK CASTERS—FOR EVERY SERVICE 


PLEASE KEEP THIS THOUGHT IN MIND 
EVERY CUSTOMER IS A PROSPECT 
FOR A CASTER OF SOME KIND. 


Look for caster business 
wherever you go 


The Bassick Distributor has the advantage of being 
able to sell casters for every type of requirement— 
from office chairs to the heaviest factory trucks—and 
selling a product guaranteed for absolute satisfaction. 


The best known line . . . the product of the largest 
largest Manufacturer 
of Casters. 


COMPANY :- Bridgeport, Connecticut 


s10n of the Stewart-Warner rf aligele, 


caster manufacturer in the world. 


THE BASSICK 


elaleleliols Mae dice Ma Lich Aelare a keldal-tae 4 ltas thie Glold eel de Lilelaiechan ie lalel-i- ie aie, ai tce al | cee @ lal ic late) 
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INDUSTRY °° ° 


i's UPSON-WALTON 


-.. PROVIDING UNEXCELLED 
SERVICE THAT MEANS GREATER 
SALES AND PROFITS FOR YOU! 


In defense buying, as well as in every 
day industrial buying, in shipping, min- 
ing, oil fields, construction work and 
countless other fields, U-W Quality Prod- 
ucts are finding ready acceptance, be- 
cause of their long life and rugged work- 
manship. 


Check into the selling opportunities of 
an Upson-Walton distributorship. The 
new catalog No. 40 shows the complete 
lines. Write for it today. 


conditions §P' 
quality manufacture. 





Established 1871 


CLEVELAND, OHIO, USA. 
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SERVICE 
For 72 Years 





Reversible Ratchet 
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Equips you to meet 
EVERY DEMAND 


. . . Whether it be to fill normal Industrial and Con- 
struction needs, or the special requirements of Indus- 
trial Mobilization the only lasting basis for the popu- 
larity of any REVERSIBLE RATCHET WRENCH is 
the quality and quantity of the work it is capable 
of doing. 


We are merely re-asserting what hundreds of your 
customers know when we say that 


are unequalled for 
quality and service. 


During our 72 years, as TIME MARCHED ON 
to better tools, so did ELL, giving users 
BETTER, STRONGER and more DURABLE 
wrenches. There are all sizes in the LOWELL 


family, even as small as 6 inch in length. 


We went from 20 tooth gears to 16 tooth, giv- 
ing LONGER LIFE, and from curved to straight 
pawls, making STRONGER and SAFER tools. There 


are no Reversible Ratchet Wrenches— 


While the National Defense Program will call for large quan- 
tities of our wrenches, we want to assure our distributors that 
we will at all times do our best to give them the Lowell Quality 


and Service. Order as far in advance as you can. 


LOWELL 


LOWELL WRENCH CO. ‘Say’ 
WORCESTER, MASS. 
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Since the Dallas meetit 
DISTRIBUTQ 


—INCREASED 
SALES POINT TO 
QPPORTUNITY 









y 
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EQUIPMENT 


7 
' 
Paasche Automatic Aircoating Unit used for applying a | 
| protective finish on wallboard. This installation amounted | 
} to several thousand dollars. ; 
i —Sold by an Industrial Distributor | 
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Ilustration shows Paasche Semi-Automatic Airpainting equip- 
ment for use in varnishing 9.2 shells—this method speeds pro- 
duction in leading shell plants. Interior of shell is covered with 
varnish evenly and with no waste of material. 


—Sold by an Industrial Distributor \ 





Many leading Industrial Distributors 
have found, since the last convention 
in Dallas, that it pays to sell Paasche 
Airpainting Equipment. A few ex- 
amples of recent sales by Industrial 
Distributors of Paasche Airpainting 














E # h hi ' Six Paasche Water Wash Booths of a total of eight in 
quipment are shown on this page. the service of an aircraft plant. The sale amounted to 
; s several thousand dollars. 

These sales waited you an idea what 7 —Sold by an Industrial Distributor ' 
can expect in the way of profit- macuepemueiens 
able business when you stock and er 
sell Paasche — a sure big-money Only a nominal investment to stock and 

P : sell practically all markets: AIRBRUSHES 
opportunity — Write today for our 


= — AIRCOMPRESSOR UNITS — AUTO- 
proposition. MATIC AIRPAINTING UNITS—WATER 
WASH BOOTHS. 


e There's no major item you handle where 
the investment is so little and your profit 
so great. 


1915 DIVERSEY PARKWAY, CHICAGO, ILL. 
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QUAKER’S far-sighted 
Policy makes possible the 
1941 Production Program 


The long range policy inaugurated by Quaker 
several years ago has made possible a production 
increase in some departments to several times 
their former figures. This far-sighted policy is a 
big factor that enables us to serve our trade to 
the best advantage. 

Progressive Quaker is constantly planning and 
putting these plans into action. A planning that 
includes men, management and machines, work- 
ing in unison to the common good. Such planning 
has definitely increased Quaker’s production 
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facilities, permitting a greater volume of mer- 
chandise at a time when so vitally needed. 

Wisely, Quaker anticipated by placing in our 
warehouses an assorted stock of the desired sizes, 
plies and lengths of Belting, Hose and Packings 
of value considerably over half a million dollars. 

With this warehouse stock and our increased 
production facilities, Quaker right NOW is stand- 
ing back of their Distributors to see that a steady 
flow of merchandise reaches them. 

Quaker, constantly mindful of our obligation to 
Quaker distributors, will continue to march ahead. 
Distributors who now have a Quaker Franchise 
enjoy a feeling of satisfaction toward their supply 
of mechanical rubber goods, knowing that Quaker 
is alert to the interests of our various distribut- 
ing units from the standpoint of service, quality 
and profits. 

Quaker’s keen interest in the welfare of their Dis- 
tributors is paramount during these critical times. 





a 
DPPtLZ 
President 





over | 
50 o wears) PHILADELPHIA 
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Advance 
Slip-Proof 
SAFETY SPURS 


The spur Is the vital 
art of every car mover. 
inest selected treated 
steel is used in manu- 
facturing Slip-Proof 
Safety Spurs. Sizes to fit 
any BADGER or other 
make of Car Mover. 
Conveniently packed in 
sets of ', to | dozen. 





} Never Slip 





pol 


Slip-Proof 


al demands 


Handling the tremendous production load of defense material which has 
been added to the normal peacetime output requires speed—with safety. 
BADGER Car Movers can step right in here with their long-time reputation 
for safety and efficiency. Thousands of satisfied users are going to buy 
BADGERS again for additional equipment and for replacements too. This 
means great opportunities for BADGER Distributors to build up sales vol- 
ume that nets good, solid earnings. 


We are adequately prepared to meet your regular and emergency 
demands. We can supply just the right Car Mover for the job—heavy— 
light—average. The need is definite and the time is now. Investigate. 





Safety Wrench 
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FROM SOUP TO NUTS 
ALL FROM ONE SOURCE OF SUPPLYM. 


















a 





We give the Distributors everything from soup to nuts in 
files, a complete line of files in 3 brands. One in Swiss 
Pattern, “ALLIGATOR” Brand for fine precision filing, 
Two in American Patterns, “DU-MORE” (Red Label) the 
highest grade and “KLEEN-KUT” (Blue Label) regular 
commercial grade, in all sizes shapes and cuts for any 
filing job industry may have. Backed by years of ex- 
perience in file making. Hundreds of file users de- 
mand CARSON NEWTON SERVICE, 








We are proud of our reputation of going “All the 
Way” for filing jobs and giving service that satis- 
fies, giving Distributors satisfied customers and in- 
creased savings in handling charges and overhead 
expenses. 


This is not Indigestion, it’s Results. 


We have a few open territories. Are you inter- 
ested? 


CARSON 


NEWTON ____.nc™ 00, 
FILES 


c ante. ¢ 
ARSON-NEWTON FY 
CARSON-NEWTON CO. BELLEVILLE, N. J. _ “DU-MORE" "KLEEN-KUT" "ALLIGATOR" 


SWISS PATTERN 
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EVERYTHING 


Skinner Chucks hold work of practically every descrip- 
tion on every type of modern machine tools requiring 
a Chuck. 

Correct design, built in quality, efficiency, durability 
—all the essentials to mechanical perfection are built 
into Skinner Chucks. Experience has taught us how 
to meet the important and diverse requirements of 
Chuck needs. We are doing this today at full speed 
and working with distributors in every possible way. 


THE SKINNER CHUCK CO. 
NEW BRITAIN, CONN. 


Pe a Ate aa we 4 
cf 
4j 


The Complete Skinner 
line includes: 


Hand and Power Lathe 


1 


\ 
\ Ls) ) Chucks 
' Drill Press & Milling Mch. 


Vises 


\ 


\ \ \ 


Planer and Shaper Vises 
Drill and Tapper Chucks 


Air and Hydraulic Cylinders, 
Control Valves and equip- 
ment 


Hand and Power Chucks for 
direct mounting on taper 
spindle noses. 


y 
: » ge a ol ? a af 
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YOULL FIND THEM 


On the Job - 
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Get BEHIND not in front of 


THE MILFORD HEAVY GUNS 





FLEXIBLE REZISTOR Eliminates breakage. 
Shatterproof and unbreakable in use. Hard, 
keen teeth supported by a tough, annealed 
back. For use on all power hacksaw machines 
having a high blade-breakage factor. 


ALL-HARD REZISTOR The toughest all- 
hard high-speed blade. Delivers 25 per cent 
more cutting per dollar than a tungsten high- 
speed blade. Fast-cutting, accurate, durable. 


Pd 


SURE-FIRE HACKSAW SALES AMMUNITION 


PROFILE SAW The fastest-cutting, most 
durable saw made — for all contour-sawing, 
jig and band saw machines. Now being mar- 
keted through Mill Supply Distributors after 
years of acceptance by consumers under the 
private brands of machine manufacturers. 
Here is a huge existing market being tapped 
by wide-awake Mill Supply Men. Flexible 
merchandising plan keeps stock fast moving. 


ALL MILFORD HACKSAW BLADES ARE MADE IN HAND FRAME 
SIZES WITH THOSE USEFUL EASY-STARTING TEETH 


Write for complete information and 1941 Catalog with new standard sizes. 





THE HENRY G. THOMPSON & SON CO. 
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BOND PRODUCTS 


Truck Casters - Lift Jacks G Platforms 
Stock Gears + Speed Reducers + Sprockets 


Leather Belting + Bench Legs - Shaft Hangers 


Pillow Blocks + Shaft Couplings + Pulleys 
Trucks G Dollies 
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There’s nothing backward about the 
kind of selling help you get from 
Abrasive Products, Inc.! It's in there 
fighting all the time - advertising that 
paves the way for you every month in 
a list of magazines your customers read 
... engineering help that changes “pros- 
pects” into steady customers. 

AP advertising is now featuring “Grief 
Busters” - actual case records of the 


results accomplished when the AP 


ABRASIVE 


JEWELOX - JEWEL EMERY - JEWEL GARNET 


226 





Two Fisted selling help! 


engineers tackle finishing problems. 
Parallel your: selling to all this adver- 
tising! Urge your prospects to let you 
bring the AP engineer into the picture, 
to solve a finishing problem they know 
about-or perhaps to make a saving 
they didn’t know was there! You'll find 
coated abrasives a bigger profit line 
than ever before! Do something about 
it today! Write Abrasive Products, Inc., 
517 Pearl Street, South Braintree, Mass. 


Ar 
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ADVERTISING 


Every month, dominant space 
in Factory, Mill & Factory, Purchas- 
ing, Modern Machine Shop, Prod- 
ucts Finishing, Wood Products and 
Furniture Manufacturer. 


ae 


ENGINEERING HELP 


—e/ 


No “broad generalities” here! 
Our file of “Grief Busters” shows 
hundreds of cases where AP Engi- 
neers have solved finishing prob- 
lems, boosted production, saved 
money. 


PRODUCTS 


JEWELITE - JEWEL FLINT - NEW PROCESS 








3 
' 


OAPI G ArT Smtr rmag Enema creer emery cramer 
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our “Silent Partners’ are stoutly behind you and work for 

you every day, Mr. Industrial Distributor, when you have the 

Selective O. I. C. Franchise. 

From veteran factory men to experienced metallurgists and 
engineers from field salesmen to home office executives, they all 
help you to build and protect your business, and increase your sales 
and profits 
They give you more to sell with less selling resistance, by providing 
you with O.1.C. Industrial Valves which insure your customers 
longer uninterrupted service .. . lower maintenance costs... lower 


replacement costs and minimum over-all costs. 

They give you active factory cooperation and protect you against 
direct factory competition. 

They insure you a prompt and efficient source of supply. 


Many like you are joining the growing army of O. I. C. Distributors, 
all of whom are saying: 


THE OHIO INJECTOR CLCOMPANY 


WADSWORTH, OHIO 


Ouality 


ia ad d¢ rs 





in a Manufacture Since ree 3 
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verteal Stea 
Separator 
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Bucket Steam ce 
“Baby” Airxpel 

Bucket Steam Trap 






















“Cub” Airxpel 
Trap 


Bucket Steam 
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Type “E” Horigontal 
Steam and 
Separator 
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x ‘Kleervu” Safety Eye e Guard 
and Gauge Glass Protector 
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camsinetual® lined “Combinat! tion” Float 
Place Pag and The ermostatic 
Steam Trap 


Water 








































No. 10N Vertical ‘ 
Separator ~ a | 
3 to 14 Inches _——- 
Heos Gauge “Crescent” 
Ligh : = kes for pressures 
water leve visi- 700 Ss. - —< 
ble at 150 feet . Victor LA eavy 
Also On and 
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Type a 4 
Horizontal Steam OO — 
Separator 






OS smret 


AUSTIN 
Detroit, Mich. 


all Principal Centers 









odbridge Street 


and Agents in 
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“Standard 
Special” 
Steel kt, 

















Separator 
Cast Iron 
oil ¥g e “Ss” Exhaust head tinal 

=— i geparator yclone” 

Self Cleaning Galvanized , 
, Exhaust h ” 
28 Electric Boiler Fee der automatically Tuway dr 

maintains a Srmal water vel in boilers — straightway oF 
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MORGAN 
Distributors 


BUILD 
FOR 
FUTURE 


BUSINESS 
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MORGAN Semi-Steel VISES 


& 
Sane deat eee eae ee TYPES AND SIZES FOR 
return to normal there will be no adjustment necessary EVERY CL. ASS OF 
—no striving for a foothold in markets that have been 1 

MANUFACTURING 


overlooked or neglected. 
Our complete line 


MACHINIST BENCH 
COMBINATION PIPE 


ak Eesti 





Our facilities are adequate to take care of your orders 
and to ship WHEN you want them without delay. Regu- 
lar orders receive the same careful attention as emer- 
gency or rush orders—this is the kind of service that will 
assure your holding your customers when the emergency 
demands are over. Add to this the outstanding features 








7 of MORGAN Vises such as inbuilt accuracy, diamond ¢ COACHMAKERS 
cerated jaws that insure firm gripping power, absolute e WOODWORKING 
) rigidity, precision that lasts after years of constant use, e SOLID NUT CONTINUOUS 


complete interchangeability of parts and you can see SCREW 

why your customers will continue to buy MORGAN 

Vises. That's why we say MORGAN Distributors are QUICK ACTION 
building for future business and this is the time to start! LIGHTNING GRIP 





MORGAN VISE CO, 872» "0s. CHICAGO, U.S.A. 
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TO BUY. 


It's good judgment to buy GHIFFIN HACKSAY 
Distributors carrying the complete © u 
need not fear competition, need not worry over 
any claims made today for metal cutting: in fact, 
they know they have the proper blade for any 
; metal cutting problem, and that it will give service 
Trade Mark and satisfaction which is what your trade demand. 























In these days when metal cutting is being done 
in quantities, when blades must be delivered fast 

have the advantage of 
our adequate, well balanced stocks that enable us 
to give you service when you need blades. 


ATTENTION DISTRIBUTORS 


It will pay you to check up on GH'F! hack 
saw story. The line is sold through distributors 
and in some sections we have open an exclusive 
franchise basis that will give distributors holding 
it a real opportunity to make profits. 


Write us today about the \N for profits. 


TTT ee eS 


General Sales Agents 
JOHN H. GRAHAM & CO. INC. 
105 DUANE ST. NEW YORK CITY 


Made by G. W. GRIFFIN CO. @ FRANKLIN, N. H. 


~GRIFFIN~ 
HACK SAWS 


HIGH SPEED STEEL—SPECIAL ALLOY (MOLYBDENUM)-ALL HARD—SOFT -BACK—NON -STRIP—SOFT-CENTER 
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‘What we needed was a real sales leader to take us out of 
the rut. The Laughlin Safety Clip helped us swing new 
customers over to our whole line of wire rope fittings.” 





1940 Safety Clip Sales through Distributors 
UP 385% over 1939! Sales of entire Laughlin 
line up 36%! 














BRANCH SALES OFFICES 


. 1027 Magazine St. : : 
71 Warren Street 923 East Third St. 
New York, N. Y. New Orleans, La. Los Angeles, Cal. , 


P. O. Box 217 318 Pena. Ave. 250 Perry Street 
Cortland, N. Y. Pittsburgh, Pa. San Francisco, Cal. 


Lewis M. Gardner . 
564 W. Randolph St., 605 Pioneer Bldg., 
Chicago, Ill. 2223 Warner Road Seattle, Wash. 


Fort Worth, Texas 
2921 E. Grand Blvd., argc ies eas 4000 York Street 
Detroit, Mich. egg Denver, Colo. 


Boston, Mass. 


LAUGHLIN PROTECTS THE DISTRIBUTOR 


Send for more information — including competitive clip tests, 
testimonials of users, direct mail aids. 


The THOMAS LAUGHLIN CO. 


PORTLAND, MAINE 












SPLIT-SECOND SALES STORY 
GETS A HEARING: 





FIST-GRIP ...NO FINGER-PINCH 


Clench your fist—show Laughlin Safety 
Clip. Pinch your thumb and finger to- 
gether—show ordinary U-bolt clip. It’s 
a sure-fire opener that leads quickly and 
easily to an attention-getting sales story. 


> 


Po 


NUTS ON OPPOSITE SIDES: easy to apply, can’t 
be put on backwards 





INVESTIGATE THE 
LAUGHLIN MULTIPLE SALES 


PLAN— 


u! 
SEE IT SWING INTO ACTION FOR YO 
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The prod ucts insisted 
On vega rdless of 
anaes price 


COUPLING BOLTS 


MILLED STUDS 


DARDALET THREAD 
SCREWS 


UPSET HEAD PRODUCTS 


THE LINE 
¢ \ OMPLETENESS of the Ottemiller line of milled ASK FOR nahn IS 
é screw machine parts enables distributors to THAT MEANS REPEAT 
satisfy practically any requirements of their ' 

customers, BUSINESS 


Then, too, quality and price are right —a sure basis 
for customer satisfaction because it assures an “inside” on repeat orders 
and a constant source of profits. 


ha 


PK 3 a as 


Bsa and 


SSS ~ 


The Ottemiller Distributor Set-Up — developed from more than 27 years 
of close distributor relationships— is modern, 100% cooperative and 
mutually satisfactory. Under present conditions established Ottemiller 


distributors and their customers can depend upon us to do our utmost 
to serve their needs. 





The 


WM. H. OTTEMILLER CO. 
YORK, PA. 
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LOOK AT 
THESE BIG 
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AL STEEL 
sTRUCTUR 
ETc. 
XTURES WALLS, 
BASEMENTS NOVELTY ARTICLES 
CEILINGS ORNAMENTS NCE 
INTERNA 
LM Al cKS 
r _c ENE R AL STA LDINGS 
ENGINES sree AL IRON 
Ss sT 
a Fence POSTS TANKS ug 
pent - LAMP ST ANDARD VEHICLE a 
CHINERY T WALL, : 
cored MAILROAD EQUIPMEN 
D > 
ELEVATORS 5 U TD O OF RAILROAD CARS 
J 
DERRICKS —_ 
TANK 
GES pocKs s 
BRID eae FARM BUILDING TOWERS 
BUILD yong TRUCK BODIES GAS HOLDERS 


ETC. 
















MIXERS ; 
ENGINE HEA ent OVENS 
BARRELS FACTORY tet STOVES | 
CABINETS FARM MACHINER TANKS | 
ERMITE has doubled your aluminum paint sales CASTINGS FIXTURES TRACTORS ' 
p possibilities because CHIMNEYS FURNITURE VALVES i 
Permite Aluminum Paints are ready-mixed. COOLERS MACHINES WHEELS, ETC: i 
1 , Your customers will immediately see the CRANES MILLS : 
advantages of an aluminum paint that comes DERRICKS ; 
in a single-compartment container, ready to 
use, and requiring no loss of time in slow or 
messy mixing on the job. Leftovers can be 
used next week or next year. 


a1GH HEAT-RESIS! 


KS 
ns STA 
poors FURNACE poo 

BOILER 







There’s a different type of Permite Ready- 
2 Mixed Aluminum 


Paint for every 











requirement. 










STOVES PARTS 
MANIFOLDS WELDING APPARATUS 
BURNERS OVENS 
y different DIGESTORS 
When a customer asks you for 
a heat-resisting aluminum paint you sell him 


a specialized product --- Permite No 1100 


When a customer needs a paint for wet walls 
you sell him No. 1600, ete. 


Get full details of the Permite franchise and merchan- 


Every Factory, Construction Project 
dising helps. Write today. 


and Piece of Machinery is a pros pect 


for some type of Permite Aluminum Paint. 


ALUMINUM INDUSTRIES, Inc., Cincinnati, Ohio 
> \ {4 
PERMITE ©:<:: ALUMINUM PAINTS 
MIXED 
a  \ oe 
234 
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ANDICAPS to production are 

being brushed aside today. For 
important bench work the best pos- 
sible equipment is in demand—with 
most machinists that means Parker 
Vises because they hold the work 
more securely and more accurately, 
are easier to use and last longer. 


Right now, we are giving you the 
last word in quality vises and full 
cooperation with our stocking dis- 
tributors. 


Give us your orders as far in advance 
as possible. We will give the best 
deliveries we can without sacrificing 
Parker quality. The Charles Parker 
Company, Meriden, Conn. 


PARKER VISES 


Bk RES 


TOOL STEEL— 
PINNED ON= 
THEY CAN 


Lk SN] NOT wor 
rd Looses, 
We Mare 
OUR OWN ? 
CASTINGS o 

PARKO-MET, 
a) 1 
OY 
\ A 4 
\v 5 


we 


i) 


ab) ba ga eee - 
; intact Our Jaws GR! 
Our Hanoves | LIKE AGRIZZ 
STAY PUT,Z 


SADOLE AND 
UNDER PORTION 


MeVICA Sir. 
o. | Bench Tool! 


\ 
Sn) sda irinieayy 


LOOK ATOUR 
SOLID STEEL 
Bar Stive. 


toy 
sansetgacel woo 3 wt Bish 


b/] 





THE PARKER SALES POLICY 
100% Sales Through The Distributor. Full Pro- 


tection to the Distributor Stocking Parker Vises. 


y 
+ 


ee: fF & FF & FS F x & & &e & k& * 
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Now! Simplex Heavy Duty 


Ly 4 


Hydraulic Jacks 


Round Out the Simplex Jack Line . . . the most 
complete and the fastest selling line! 


Five capacities to meet all requirements of industry—3, 5, 8, 12 and 20 tons. 
Typical Simplex engineering and construction is evident throughout. 
Pressure-tested top nut and base. They’re stronger and safer! 

Neoprene high pressure packing seals. No leakage of oil today, tomorrow, 
years from now! Minimum closed height and maximum lift. Gets in under 
objects where ordinary jacks won’t fit. Swing it in under easily with the 
trunnion type carrying handle! 

Each Jack is shop-tested to 50% overload. Greatest 
margin of safety offered by any jack of its type! 
Let the best-known name on Jacks — Simplex — sell 
‘*hydraulics’’ for you. Send for copies of Bulletin 
HJ-41 and attractive counter-window displays. 
























=, OUR FH 8 





@ - 


Util-A-Tool, ‘‘the tool of a thousand uses.’’ It pushes 





as j' er 


—— 


apart; pulls together; clamps parts for welding; 
straightens bent axles, shafts, frames, etc.; bends 
conduit, pipe, ‘‘I’’-beams, etc.; loosens frozen and 
stuck objects; binds loads; tensions guy wires; lifts 
like an ordinary 10-ton screw jack; pulls spoked or 
plate center wheels, gears, pulleys and pinions; and 
innumerable other jobs. The most practical low cost 
all-industry tool that you can offer your trade today. 


There's a Simplex Jack for every job— many jobs for 
every Jack, There's profit in stocking the entire line! 


Simplex Emergency Jacks lift on 
cap, corrugated toe lift, auxiliary 
cap shoe or on the hooked chain. 
They tilt on their bases for angle 
jacking, and pull or shove hori- 
zontally. Double lever socket for 
close quarter jacking. 
No. 522, 5-tons capacity ; 
No. 310-A, 15-tons capac- 
ity; No. 2030, 20-tons 
capacity. 


Simplex Screw Jacks feature self- 
leveling single ball bearing heads, 
non-breakable malleable iron 
bases and safety peep-hole in 
base. 38 sizes with 4-way head— 
19 sizes with ratchet type head. 


~ aX 


_ 


dependable and efficient 





Templeton, Kenly & Company, Chicago, III. 


Better, Safer Jacks Since 1899 


Lever Type for toe and cap lifting 


Hydraulic for easier cap lifting. 


Screw Jacks for economy. 
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THE FELLOW WITH 


LARGER WHEELS 
LASTS LONGER... 








50 DOES THE 
BEARING WITH 
LARGER BALLS! 





Another Reason Why Fafnirs Sell Easier! 


Like larger wheels on a bike, the larger balls 
in a Fafnir bearing make fewer revolutions per 
shaft revolution, with resultant longer life. * 
“Loafing along” in their deeper grooves, these 
Fafnir balls at the same time provide maximum 
radial and thrust capacity. 

This built-in longer life is another reason why 


Fafnirs sell easier. Another reason why “the 


*% Tests at 2000 R. P. M. show Fafnirs making 
one million less revolutions in 24 hours. 


Full —_ support- ull profits 


most complete line in America”, backed by con- 
sistent advertising to your prospective customers 
and a complete, balanced program of distributor 
sales promotion material, is a “sweet” line for 
you. Find out what a profitable Fafnir fran- 
chise offers you! The Fafnir Bearing Company, 


New Britain, Connecticut. 
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OFFER THE KNOX LINE 
WITH PRIDE AND CONFIDENCE 


. é + 3 
£ bd , ; 4 
~ ' i’ j > 
S. 


we ~ 


Since TAFT Was President 
Since the Birth of “MILL SUPPLIES”— 


Dealers thruout the Nation have handled the products 
built by Knox—and have done so with satisfaction and 
profit. 


\ 





FAIR PRICES 

FINEST MATERIALS 

SELECT WORKMANSHIP 
NATIONALLY KNOWN BRAND 
CUSTOMER ACCEPTANCE 
DEALER CO-OPERATION 


ADD THEM UP . SEND FOR CATALOG 
INCREASE YOUR PROFITS WITH 


i” BI ey SZ 


amps a erJ 


; a a a a » 


KNOX MANUFACTURING CO. 
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STANLEY ELECTRIC TOOLS 
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COLUMBIAN 


Woodworkers’ Vises 





positive C4 
LOCKING 
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CASTINGS -_ YNBREAKABLE 
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ANTEED UN 
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RAPID-ACTING AND CONTINUOUS-SCREW 
MADE IN ALL POPULAR SIZES 


COLUMBIAN PIPE VISES ye 


- 
COMBINATION AND HINGED ME 


Vises 
leJaw w Machi -_ eoulet 
vide ofr too! F room 4” 
novi 


Py ‘shop —_. 





Replaceable tool steel pipe Standard or Heavy Duty 
jaws do not project beyond Hinged Pipe Vises can be 
the jaw faces, and need not furnished to take care of any 
be removed to accommodate range of pipe work. 
standard work. 
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DESMOND DRESSERS and CUTTERS 
SIMPLEX Steel Slide VISES! 


® With the complete line of Desmond Dressers and Cutters you 

can help your customers maintain and increase their produc- 
tion by keeping all of their grinding wheels fast cutting and 
accurate. You will find a good repeat sale and an attractive 
profit for yourself. 


In most industrial plants these dressers and cutters are favor- 
ably known and used and it will pay you to keep a full stock 
on hand for prompt delivery to your customers. 


Simplex Vises, with their exclusive solid steel slide, give 
your customers a better and stronger vise at no extra cost, 
and they will appreciate its superior construction. 


Only in the Simplex Vise line will you find a full assort- 
ment of Drill Press & Milling Machine, Welders’, Produc- 
tion and Filers’ Vises as well as the regular Machinists’ 

types. These new types enable you to serve all of your 
customers’ vise requirements. 


Write for complete details on prices and distributor 
sales plan on these two widely known and used 
products, and start to profit from their popularity. 


Bi a8 " 
=) af 


— 


as 
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HOW TO GET ALL YOUR CHAIN 
BELTS FROM A SINGLE SOURCE! 


Chain Belt Company offers a complete line of chain belts 
for all driving, timing and conveying service. 


= Each in the Rex line is underwritten by 50 years of service 
SE E TH E to all industry—50 years during which products bearing the 


~ a X M A a i name of Rex have consistently become better known and more 
° widely preferred. 


See the Rex Man! He knows chain belts. He can help you 
by showing you how and why Chain Belt should be your 
source for chain belt for drives and conveyors of all types. 
Write for the 768-page Catalog 444: 1622 W. Bruce St., Mil- 
waukee, Wis. 


QUICK DELIVERY FROM STOCK! 


CHAIN BELT COMPANY OF MILWAUKEE 1301 ( 


ot need orth Chain Belt Division, Spring field, Massachusetts « Worcester, Massachusetts ty) iia lag < 
Rex Chain Belt and Conveyor Divisions, Milwaukee, Wisconsin WV BELT com?™ 
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THE BILLINGS & SPENCER CO. 





always have heen 2 


Quality — Style — Finish 
BILLINGS Forged Wrenches and Shop Tools 


including the Genuine COES and Bemis & 
Call line now made and sold by BILLINGS 


- 


fnet OW See 


—— ae 


: 
* a 
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A city of Forging Craftsmen, housed in 8 
buildings containing 6 acres of working 
space, devoted to the manufacture of 
Precision Drop Forgings and Billings Forged 
Wrenches and Shop Tools. 


From “father to son”—the skill and expe- 
rience of these men has been passed from 
one generation to another, each proudly 
knowing he is contributing to a Standard of 
Quality and Precision which will “carry on” 
for years to come—Billings Quality. 


Billings are alert to modern trends and 
changing customs of the buying public 
—metals and methods are constantly tested 
in Billings laboratories to determine and 
provide the best—new designs and finishes 
are created—all combined with a Selective 
Distributor Sales Policy that is sincere and 
profitable for Billings Distributors. 


Yes, You'd better Watch Billings. 


HARTFORD, CONN., 
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Partners in Defense 


DAY to DAY BUSINESS 


Our proudest possession, here at Cleveland File is our 
partnership with our Mill Supply Distributors. These Distributors 
and their Salesmen are the lifeline of our business. Without 


them Cleveland File could not function. 


Now we are in an emergency. We appreciate the position 
of our Distributors, pressed as they are from every side, for 
deliveries. And in this emergency, our prime consideration is 
service on their orders. Delays and disappointments, of course, 
are inevitable. But we realize how essential our Distributors 
stocks are to the thousands of industrial plants working feverishly 
on defense orders, and we are doing everything humanly pos- 


sible to effect a fair and equitable distribution of our available 


production. 


The Mill Supply Distributor—Cleveland File partnership is 


just as live, just as mutually potent today as it ever was. 


Cleveland File Distributors are not ‘short circuited”. 


THE CLEVELAND FILE CO. 


3400 HAMILTON AVE. CLEVELAND, OHIO 
QUALITY FILES SINCE 1899 
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POWER TODLS 


IN DEMAND 


because theyre built 
FOR INDUSTRY 


Advanced Design—Modern Methods—Mass Production— 
that’s why DURO Power Tools lead the field. 


We don't claim to make ALL the good machinery but we do 
say that our products are the best that can be made and sold 
at a given price. Our engineers work unceasingly to develop 
new methods for producing better machines and to date have 
been responsible for some of the most revolutionary and 
practical developments and improvements made in years. 


The many savings we make in purchases of raw materials 
and special parts (all standard brands) we pass on to users. 
Our Distributors therefore give their customers Greater Value. 
Our factory representatives are ready to give our Distributors 
substantial help. They operate a completely-equipped display 
car showing our complete line and will show their men the 
purpose, use, adjustments, and features of each machine. 
This is sales help that boils down to substantial business. We 
have the necessary facilities,—experience, ability, and buy- 
ing power. Send for particulars on America’s Finest and 
Most Complete Line of Power 
Driven Machinery—it will ben- 
efit you. 


PRECISION 
BALL-BEARING 


DRILL PRESSES ELECTRIC 
RILLS 





TABLE SAWS—JOINTERS—ORILL PRESSES MGT EE" SEMN Ee W E 


BAND SAWS—SHAPER—CARVER—ROUTER 


SCROLL SAWS — FLEXIBLE SHAFTS PR 0 D U (TS CO. 


WAND GRINDERS--ACCESSORIES_-Movons. MELE ERD Uae 


ELECTRIC DRILLS—“V" BELTS & PULLEYS JB) 72 Rhye mA \CON Te 
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HESE three taps look alike superficially, 

But compare them carefully and you 
begin to notice little variations — a different 
“rake,” the angle of the tap’s cutting edge — 
variations in the thickness of the lands — per- 
haps a little different chamfer. 


These are the small differences that “G.T.D. 
Greenfield” builds into taps when your speci- 
fications read “‘For Brass, For Cast Iron, For 
Steel.”” They make the difference between just 
average performance and ezlra performance. 


Today you need extra performance as never 


ABOUT TAPS 


before. It may be difficult to get your tap 
orders increased 20% or 30%, but if you can 


. get 20% or 30% more production out of the 


same number of taps, it’s just as effective — 
and considerably less expensive. “G.T.D. 
Greenfield” Taps cost no more despite their 
high quality. 


GREENFIELD TAP & DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 
Detroit PLant: 2102 West Fort St. 
Warenouses in New York, Chicago and Los Angeles 


In Canada: 
GREENFIELD Tap & Dit Corp, or Canapna, Lrp., Gat, Ont. 
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SPECIFICATIONS ror WALL MANILA ROPE 


3 STRAND, MEDIUM LAY 

















pt i oy 
> a A wail, Aes C one waronrs| LENGTHS STRENGTHS 
(tnehes) 


4—_" + 1,200 
‘Weta S[t he 75) 0625) 1,20 | 
thd. bs|t24!) 90) 0750, 1,200 | 

[1,200 | 
| 1200 | 4 
| 1,200 | 6.00 | 
| 1200 | $.13 | 
1200] 445 
) 1200] 3.71 | 
| 1,200 | 3.20 | 10,500 
| 1,200 | 2.78 | 12,000 
| 1200] 2.40 | [13,500 | 
1200 | 2.09 | 15,000 | 
1,200, 1.67 | 18,500/ 
1200) 14 | 22,500 | 
1,200 1.12 | 26,500) 
1,200 a7, 31,000 | 
4 1,200 | 300| 36,000 | 
THE LONGEST ROPE WALK IN THE WORLD PURPOSE A fie | ' 1,200 | 685) 41,000] 
FACTORY, BEVERLY, N. J. We 7 " vena ba ne tranas Them 9 Song 
- , SISAL CORDAGE 
TWINES » OAKUM AND PACKING 





A MANILA 








CORDAGE 





FOR EVERY 











WALL ROPE WORKS, inc. 
BOSTON, Mass PHILADELPHIA. Pa CHICAGO, WI SAN FRANCISCO. Cal HOUSTON, Texas 
48 South Street, New York TULSA, Okia , BALTIMORE, Ma NEW ORLEANS, La NORFOLK. Va PITTSBURGH, Pa 
a 











A Rope Display Chart, size 23” x 18”, in four colors, of which the above is a facsimile reproduction in two colors, will be sent upon request 
addressed to us on your letterhead. The reverse side of this display contains diagrams and information on knots, hitches, splicing and 


block and tackle work. The side shown above illustrates actual sizes of rope in color from “%" to 1%" diameter. 



































LEADERSHIP 
for 36 years 


= - « « HEADQUARTERS FOR 
— HIGH QUALITY FLEXIBLE SHAFT 


Type MS4—'%, 


Maat MACHINERY AND FLEXIBLE SHAFTS 


rotary filing Air- 
plane Engine 


STRAND Flexible Shafts and Machines are constantly 
helping industry to keep up the American standard 
of quality—especially on such operations as grinding, 
polishing, drilling, buffing, nut setting, rotary filing, 
screw driving, filler rubbing, and other operations 
of vital importance in today's vast manufacturing 
undertaking. _The STRAND method of manufacturing 
and operating Flexible Shafts is original and unique— 
we are the originators of the three-speed motor 
countershaft drive for Flexible Shafts and of many 
useful attachments which assure fast, safe, economical, 


and accurate performance. Types and sizes from 
V/g to 3h. p. 








Your prospects are everywhere—machine and welding shops, 
foundries, metal pattern shops, tool and die shops, structural 
steel plants, navy yards, arsenals, tank manufacturers, automo- 
bile and aeroplane manufacturers, electric power plants, coal 
mines, railroads, stainless steel finishing plants— ———— 
in fact American Industry as a whole is open to 


© View shows 
Type M7—I h.p. 
Hand Cut Ro- Flexible Shaft 
tary Files and ——— ren 
rindin ast 
Ground Rotary ee Pipe Fit. 
Cutters fill an tings. 
important place 
in the metal 
working indus- 
tries. 


Send for our latest Catalog N. 28 and see 
why we claim Leadership in High Quality 
Flexible Shaft Machines. 








N. A. STRAND & COMPANY 


5001-5009 N. Wolcott Ave. 
CHICAGO ILLINOIS 
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OUR customers can pack every man-hour with 60 productive 


minutes... by cutting fatigue, by letting controlled power 


handle the tedious repetitive jobs if you'll sell them the right 


Millers Falls portable electric tools. There’s a Millers Falls tool 
tailored to every need. Every unit in this broad line has its own 
special advantage—sure-fire selling features. Some profitable ter- 
ritories are still open. Write or wire for details of the Millers 


Falls franchise. 


YOU CAN ADD 58 MINUTES TO A MAN’S PRODUCTION DAY 


Time and time again, Millers Falls portable electric tools 
—the right tools in the right places—have proved their 
ability to add productive time to the working day .. . 
58 minutes per man in a recent typical installation. And 
they'll pay for themselves in ninety days. That’s a pair of powerful sell- 
ing arguments you can use with profitable effect. Know this line . . . 


study the prospect's business . . . and you'll sell. 


MILLERS FALLS 
TOOLS 


Ww 


MILLERS FALLS 
PORTABLE ELECTRIC TOOLS 


MILLERS FALLS COMPANY + GREENFIELD, MASS. 


New Heavy Duty Bench Grinder No. 810 
Without a doubt the greatest grinder value ever offered. | 
Rated 1 h.p., takes heavy overloads without stalling. 
Two 10” Is, adjustable work rest, chip breaker 
s' equipment. Wt. 155 lbs. Only $87.50. IlLuminat- 
ed eye shields optional—pair $12. 


Dyno-Mite Nut Runner and Screw Driver No. 44 
One of three great models of this tool. Weighs only 31 
Ibs.; overall length 10”; standard N. L. speed 800 r.p.m. 
(others 500, 1600, 2500); ingenious, smooth, vibration- 
free “Adjustomatic” clutch makes Dyno-Mite ideal for 
one-hand use on touchy jobs. 


Dise Sander No. 705-C 
Small utility tool, specially designed for on-and-off work; 
replacing hand work on dirt-, welded-material-, or rust- 
removal, it cuts time to fractions. Disc dia. 7”; N. L. 
speed 4200 r.p.m.; weight 814, Ibs. Four other models 
available. 


14, inch Drill No. 314 
Powerful motor sinks 1/, in. holes in mild steel at 2” per 
min. Light-weight (41/ lbs.); N. L. speed 1800 r.p.m.; 
overall length 12” ; packed with long, smooth service life 
—a big Millers Falls favorite ever since its introduction 
last year. Becomes bench drill with stand No. 1314. 
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jig and band sow machines 
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These Au | 
MEMBERS OF THE 


AMERICAN SUPPLY & MACHINERY 
MANUFACTURERS’ ASSOCIATION 


are helping you sell more to Metal- 
Working, your biggest customer, by 
advertising in the 


AMERICAN MACHINIST 


ABRASIVE COMPANY 
Division of Simonds Saw and Steel Co. 


AHLBERG BEARING COMPANY 

THE ALLEN MANUFACTURING COMPANY 
AMERICAN CHAIN & CABLE CO., INC. 
AMERICAN SCREW COMPANY 

AMERICAN STEEL & WIRE COMPANY 
AMERICAN SWISS FILE & TOOL CO. 
ARMSTRONG-BLUM MFG. CO. 
ARMSTRONG BROS. TOOL CO. 

E. C. ATKINS AND COMPANY 

W. O. BARNES COMPANY, INC.. 
BETHLEHEM STEEL COMPANY 

THE BLACK & DECKER MFG. CO. 

BROWN & SHARPE MFG. CO. 

THE BUNTING BRASS & BRONZE COMPANY 
CARBOLOY COMPANY, INC. 

THE CARBORUNDUM COMPANY 
CHISHOLM-MOORE HOIST CORPORATION 
THE CINCINNATI TOOL COMPANY 

THE CLEVELAND TWIST DRILL CO. 
CLOVER MFG. CO. 

COLUMBUS McKINNON CHAIN CORPORATION 
CONTINENTAL SCREW COMPANY 

THE CORBIN SCREW CORPORATION 

THE CUSHMAN CHUCK COMPANY 

THE DAYTON RUBBER MANUFACTURING CO. 
DELTA MANUFACTURING CO. 

THE DESMOND STEPHAN MFG. CO. 
HENRY DISSTON & SONS, INC. 

THE DUMORE COMPANY 

THE FAFNIR BEARING COMPANY 
GREENE, TWEED & CO. 

GREENFIELD TAP & DIE CORP. 
HARNISCHFEGER CORPORATION 

THE JACOBS MANUFACTURING CO. 


JOHNSON BRONZE COMPANY 

JONES & LAUGHLIN STEEL CORP. 
LAMINATED SHIM COMPANY, INC. 
THE LAMSON & SESSIONS CO. 
LUFKIN RULE COMPANY 

MACKLIN COMPANY 

MILLERS FALLS COMPANY 

MORSE TWIST DRILL & MACHINE CO 
THE NATIONAL SCREW & MFG. CO. 
NATIONAL TUBE COMPANY 
NATIONAL TWIST DRILL & TOOL CO. 
NICHOLSON FILE COMPANY 

NORTH BROS. MFG. CO. 

NORTON COMPANY 

THE OSTER MANUFACTURING 

THE CHARLES PARKER COMPANY 
PARKER-KALON CORPORATION 
REPUBLIC STEEL CORPORATION 
DAVID ROUND & SON 

RUSSELL, BURDSALL & WARD BOLT & NUT CO. 
SHAKEPROOF LOCK WASHER COMPANY 
SIMONDS SAW AND STEEL COMPANY 
S. K. F. INDUSTRIES, INC. 

STANDARD PRESSED STEEL CO. 

THE STANDARD TOOL CO. 

THE L. S. STARRETT COMPANY 


THE STERLING GRINDING WHEEL 
Div. of The Cleveland Quarries Company 


THE HENRY G. THOMPSON & SON CO. 


UNION DRAWN STEEL DIVISION 
Republic Steel Corp. 


VICTOR SAW WORKS, INC. 
WALKER-TURNER CO., INC. 

J. H. WILLIAMS & CO. 
WINTER BROTHERS COMPANY 


WRIGHT MANUFACTURING DIVISION of 
American Chain & Cable Co., Inc. 


AMERICAN MACHINIST * 330 W. 42nd ST., NEW YORK, N.Y. 
A McGRAW-HILL PUBLICATION 
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SERVICE 


TO YOU— 


Because WINTER QUALITY is so well known, 
and because Winter Taps have proven their 
superiority for many years; both the govern- 
ment and industrial buyers are demanding 
them to insure maximum output for National 
Defense. 








Our plant is running to capacity. Order care- 
fully and not beyond your immediate require- 
ments, and we will do our utmost to serve you 
faithfully. 


Many orders today carry a memorandum of 
Preference Rating—To save delay, a PRIORITY 
EXTENSION FORM should be forwarded with 
such orders—made out to the WINTER BROTH- 
ERS COMPANY. This is important and will 
help us materially to fill your orders for Taps 


RRR 


QUALITY IAPS 








TER TAPS 








/ inter Brothers Company KKK 





WRENTHAM, MASS. 
Branch Factory: DETROIT, MICHIGAN 


TAP & DIE DIVISION OF 
THE NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, MICH. 
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The list at the right gives you an idea of the GREAT 
opportunity that is set-up for you throughout industry for 
Roper Rotary Pump sales. Industry after industry use these 
tested and time-proven pumps because of their depend- 
ability—the savings in pump costs they make possible— 
their smooth delivery. 

Quietness—they do operate quietly—in fact, some are so 


quiet that they cannot be heard above the hum of the 
electric motor. 


MANY IMPORTANT SALES POINTS 
TO HELP YOU SELL AND MAKE 
MONEY ..... 


Easily Installed—here’s a saving that your customers will appreciate. 
Saves Space—another point that appeals to prospective users. 


Always Primed—once primed and in operation the Roper will always pick 
up its own prime—instantly. 


Operates in either direction—will deliver same volume at same speed 
against same pressure with same quietness. 


In Your Territory is a Roper representative—he has had wide experience 
in selling pumps—if you need help he will be glad to cooperate with you 
—contact him and learn all about the sound help he can readily give you. 


The new Roper pumps are available in standard fitted, bronze fitted, and 
all bronze—capacities from 1 to 1000 gallons per minute—pressures up to 
1000 lbs. per sq. in.—speeds from 1800 r.p.m. down—mountings and drives 
for every practical need. 


Check into every factor and you will see that this is the pump to push 
beginning now—show your customers larger capacity with lower power 
consumption and greatly reduced operating costs. 


To get all of the facts write today to Geo. D. Roper Corporation, Rock- 
ford, Illinois. 










WRITE FOR NEW CATALOG 939 





ROCKFORD 
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Alcohol 
Asphalt 
Penzine 
Bilgewater 
Bleaches 
Boiler Compound 
Brine 

Catsup 
Chemicals 
Chocolate 
Cocoanut Oil 
Cotton Seed Oil 
Creosote Oil 
Cutting Compounds 
Disinfectants 
Distillate 
Drugs 

Dyes 
Essential Oils 
Foam Solution 
Fruit Syrups 
Fuel Oil 
Gasoline 
Glucose 

Glue 

Grease Fat 
Hot Lard 

Hot Oils 

Ink 

Kerosene 
Lacquer 


ILLINOIS 









FOR PUMPING ANY 
CLEAN LIQUID 


Linseed Oil 
Lubricating Oils 
Mayonnaise 
Mineral Oil 
Molasses 
Naphtha 

Olive Oil 
Paints 

Peanut Butter 
Perfumes 
Petroleum 
Printing Inks 
Quenching Oils 
Road Oil 
Rubber Cement 
Shellac 

Sizing 


Soap 

Soda, Silicate 
Soup 

Spray Mixture 
Syrups 

Tanning Liquors 
Tar Oil 

Tarvia 


GEO. D. ROPER CORPORATION 


U.S. A. 





ab | years 


war 


1881° 
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... the record behind your distribution 


of HOME RUBBER PRODUCTS 














HOME PRODUCTS 


BELTING 


Transmission 
Conveyor 
Elevator 


HOSE 


Steam Air 
Suction Chemical 
Garden Brewers 
Spray Sand Blast 
Fire Hose 
Water 
Gasoline 


PACKING 


Sheet and Rod 
Steam 

Hot and Cold Water 
Air and Acids 


LONDON 


@ Keeping users satisfied 


! , 
@ Winning new customers | 1941 


@ Building repeat business 





NEW YORK, 80-82 READE ST. 









“— 





Pm 


New business from old and new customers 
alike has been our objective for 60 years 
—for the distribution of Home Rubber 
products. 

Since 1881, Home Belting, Hose and 
Packing have been building constant user 
satisfaction progressive product 
improvement towards the maximum in 
performance values is Home's manufac- 
turing watchword. The closest possible 
contact with distributors and salesmen of 
Home products has knit together a pow- 
erful business building force that means 
bigger sales for us all. That's the record 
behind the record of your distribution of 
Home Rubber Products a record 
which we are proud of and which 
has been profitable for us all. 


HOME RUBBER CO. 


CHICAGO, 168 NO. CLINTON STREET 
Factory: TRENTON, NEW JERSEY 


I i wiiisirorsuir Franc 
DISTRIBUTORSHIP FRANCHISE 
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COFFING ‘tisicv? HOISTS 








LEVER HO LECTR HOTS LOAD BINDERS 
FAD : 


FFERENTIAL HOIST 


THEY MAKE SHORT WORK OF 
INDUSTRY'S TOUGH JOBS .--- 


There are immediate tough jobs to be licked right now in all branches of 
American Industry and . . . COFFING HOISTS are proving themselves 
equal to the need of users of all types. COFFING HOISTS have no 
equal for rugged, economical performance—they are marvels of mechani- 
cal perfection—they have earned the approval of industry the country 
over. They are strongly constructed, easy to operate, dependable, and 
¢ give low-cost, day after day safe performance. 


COFFING HOIST Distributors are getting a handsome volume of ever 
increasing business from constantly broadening markets. Our sales policy 
is based on sales through our authorized distributors, which provides pro- 
tection and good profit margins. We give planned sales help too, through 
our expertly trained and able salesmen. This line has built good hoist 
business for many distributors and it can do the same for you. Get the 


: facts. Writel 
COFFING HOIST CO. 


‘ DANVILLE, ILLINOIS 


~<— SAFETY PULL RATCHET- 



























Malet RER SEMAINE EE 











~< SPUR GEAR CHAIN 


LEVER HOIST HOIST 
' DIFFERENTIAL LOAD 
; HOIST BINDER 





REL ENA IT S ITNEED 


OL Pa Sa 


“QUIK-LIFT" 




















ELECTRIC f 
HOIST e 
q 
& 
4 
Wide Variety of : 
Applications } 
¢ MACHINE SHOPS ¢ MARINE | 
INDUSTRY © SHIPYARDS ¢ STEEL | 
PLANTS # AEROPLANE PLANTS © 
GARAGES © MINES © OIL FIELDS fo _—— ee 
FACTORIES © LOGGING CAMPS 
TRANSPORTATION AND COM- i: siniaialaiiianaci 
MUNICATIONS ¢ CONSTRUC- SYRACUSE SUPPLY COMPANY 
TION AND WRECKING CREWS. who has done an outstanding sales job in Coffing Hoists 
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AMERICAN 


e “Real Sales Assistance 
Se@r< With Buyers Everywhere” 
a “During 1941 P&H is carry- 


™ .* 


ing a full schedule of adver- 
tising in FACTORY. FAC- 
TORY has been selected as a‘must’ because 
we are convinced 1t provides broad hori- 
zontal coverage of all types of industrial 
plants and carries the message tO prospect 
tive buyers everywhere. In telling the men 
responsible for selection and purchase of 
new industrial equipment che facts through 
your publication, we know we are giving 


our distributors real sales assistance.” 


G. C. SPRATT, Manager, Zip-Lift Hoist Div., 
Harnischfeger Corp. 


“Reduces Selling Time 
and Effort. A ‘Must’ for 
30 Years” 


“For many years, one of our 
major marketing problems has 
been to keep the many influential buying 
groups ‘Lyon-Conscious'. Our success in 
winning nation-wide recognition is due, 
in very large degree, to the broad coverage 
of FACTORY. Frequent field check-ups, 
when all Lyon selling was handled by our 
own sales organization, proved conclusive- 
ly that our advertising in FACTORY defi- 
nitely reduced selling time and effort. As 
a result, FACTORY has. been a ‘must’ for 
more than 30 years. Now that Lyon prod- 
ucts are also sold through distributors, 
who must spread selling time and effort 
over many lines, the value of our 
FACTORY advertising is even more ap- 
parent.” 


H. B. SPACKMAN, Vice President, Charge of 
Sales, Lyon Metal Products, Inc. 


“Prospects and Factory 
Circulation Coincide 
Remarkably” 


L “Selling through distributors 

as we do, we naturally en- 

deavor to support them in every way we 
can... placing our story before their logi- 
cal prospects . - “The fact that these logical 
prospects seem CO coincide remarkably 
closely with FACTORY’s circulation we 
believe is a testimonial to the effective 
coverage of this publication—and a force- 
ful reason for our current use of it. The 
results of our advertising in FACTORY 
have been exceedingly good and, conse- 
quently, we mean to continue with you.” 


J. F. DONAHUE, Nice Pres., Charge of Sales, 
The Lamson & Sessions Co. 


“Factory Basic 
Across-the-Board 
| Coverage” 
eo” “For the past two years we 
have used FACTORY as one 
of the basic magazines in our advertising 
because we realize the ‘necessity of across- 
the-board coverage of all industry. FAC- 
TORY editorial forms 4 natural back- 
ground for advertising a product used for 
production work and plant maintenance. 
We are sure our advertising in FACT ORY 
is reaching the men we are most anxious 
to sell. Since this program began we have 
noted increasing recognition of Jewel 
Brand Abrasives and have been told by 
our distributors that they find it easier 0 
sell to their customers.” 


F. W. HARRINGTON, Sales Manager, 
Abrasive Products, Inc. 





... ADVERTISE IN FACTO RY 


@ Manufacturers, generally, advertise because ‘it makes sales 


effort easier and more quickly effective’ —“it reduces selling 


time and effort” —“‘it gives real sales assistance’. A simple 
purpose, common to all. 

And equally simple are the reasons why so many of our 
450 regular advertisers make FACTORY the backbone of 
their sales support. One manufacturer calls the pages of 
FACTORY “a natural atmosphere for our advertising”; an- 
other says: “no other has such high type of reader interest; 
our key magazine”; another declares “it covers exactly the 
men we are most interested in reaching”; while still another 
points out that “Logical prospects and FACTORY circula- 
tion coincide remarkably.” 

These are reasons for using FACTORY as fundamental 
as its “basic across-the-board coverage” of the manufacturing 
industries. And this is the net: The 75,000 plant men who 
have the power and the responsibility to specify products 
read the advertisements in FACTORY as attentively as they 


do the text pages, for help in their jobs. They really get it 
— and respond. 


FACTORY 


MANAGEMENT ond MAINTENANCE 


A McGRAW-HILL PUBLICATION 



















SPEED PRODUCTION 


For Efficiency, Economy and Service— Your Customers Demand 
SPARTAN HACK and BAND SAWS! 


Spartan Saws have a definite entree into every plant because of 
their high quality and service. A saw for every metal cutting job 
makes this line easier to sell. 


Two High Speed type Spartans — the Genuine Tungsten High 
Speed Steel and Kutall Molybdenum Alloy High Speed give the 
maximum work value and performance, especially under condi- 
tions where speed, endurance and toughness are required. 


The 2 in 1 and Flexard Spartans are better than regular Tungsten 
blades, and will not break in spite of abusage. 


Spartan All Hard and Flexible types cannot be surpassed for 
ordinary Tungsten hack saws. 


Sell Spartan Band Saws for superior cutting performance and 
satisfaction. 


we ses SPARTAN SAW WORKS, Inc. 


Spartan Distributors 


and their profits SPRINGFIELD, MASSACHUSETTS, U. S. A. 
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NEW PRODUCTS 


With Sales Possibilities 


MAIN FEATURE 


Maroon colored crackle finish 
Assure perfect joint 
Permits full flow 
Hydraulically balanced 
Equipped with turret 
Available in rolls and sheets 
Four new features 
Center-drive 

Sharpens drills accurately 
Six standard types 

For new respirator 

New type 

Prevents slippage 

No gears, no crankshaft 
Five new styles 

Speed and efficiency 
Lead and nuisance dusts 
For all grinders 

Light weight, dependable 
Economical, time-saver 
For tanks, processes 


Ratchet type 





MANUFACTURER 





Link-Belt Co. 
Tube-Turns, Inc. 

Jenkins Bros. 

Brown & Sharpe Mfg. Co. 
Oster Mfg. Co. 

Sherman Paper Products Corp. 
Baldor Electric Co. 

Van Dorn Elec. Tool Co. 
Delta Mfg. Co. 

Falk Corp. 

H. 8. Cover 

Manhattan Rubber Mfg. Div. 
Warren Pulley Cover Co. 
Wayne Pump Co. 
Carboloy Co., Ine. 

Plomb Tool Co. 

Chicago Eye Shield Co. 
Stanley Elec. Tool Div. 
Porter-Cable Mach. Co, 
O’Neil-Irwin Mfg. Co. 
Sterling, Inc. 


Templeton, Kenly & Co. 











Babbitted Bearing 
Maroon Colored Crackle Finish 





Streamlined, the new babbitted bear- 
ing, “Common Flat Box” (series 
2-1200), has a maroon colored, crackle 
finish housing. Designed for moderate 


speed and power requirements, it is 
available from stock in 24 sizes, for 
shafts of 4% to 3-in. diameter. Other 
design features include compactness; 
sloping surfaces between cap and base; 
removable shims between base and cap; 
babbitt is of a balanced formula, 
selected for maximum service; bearing 
ends are finished to provide accurate 
bearing surfaces for collars, pulleys, 
gears, sprockets, or other limiting de- 
vices; bearing cap is tapped for grease 
cup or hydraulic fitting; base is accu- 
rately ground to very close tolerances, 
maintained from base to bore center; 
elongated holes for base holding-down 
bolts provide adjustment for shaft 
alignment.—Link-Belt Co., Chicago, 
Tll—Muu Suppuies, May 1941. 
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Welding Rings 
Assure Perfect Joint 





Welding rings, so designed that they 
can be used with all types of Tube-Turn 
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welding fittings and straight pipe, have 
recently been introduced. It is claimed 
they assure a perfect, full strength 
joint and practically eliminate the 
human element hazard in welding. Be- 
sides speeding up the actual welding 


FOR SALES SATISFACTION 
process in both arc and gas methods, 


NEW FACTS they simplify the lining up in that no 
clamps, guides or fixtures of any kind 
and FIGURES! are needed for supporting pipe and fit- 
tings for tack welding.—Tube-Turns, 
The sales possibilities of R-S Inc., Louisville, Ky——Mit Supp ies, 
Butterfly (Blast-Gate) Valves May 1941. 
will amaze you! Positive 
control guaranteed for oper- 
ating pressures to 150 lbs. 


and high, as well as sub- 
zero temperatures. 


SIGN UP WITH [RS 


| 








Swing Check Valve 


Permits Full Flow 


Standard valves in iron and 
special valves in steel or 
alloys from 2” to 48”. 


Available for hand wheel, 
lever and chain lever opera- 
tion as well as electric 
and air motors, solenoids, 
air, hydraulic and steam 
cylinders. 


Write for prices and details 
of the R-S franchise today. 


R-S PRODUCTS CORPORATION 


4532 Germantown Ave., 
Philadelphia, Pa. 





A new regrinding bronze swing check 
valve, figure 92, for 125-lb. steam pres- 
sure at 500° F. or 250-lb. non-shock 
cold oil, water, gas, is now available. 
This valve, which permits full flow 
practically equal to that of the pipe, 
is particularly suited for condensate 
ba and return lines as well as for feed and 

k oil line service. Disc can be reground 


without removing the valve from the 


” line. Body is liberally proportioned and 
T a r | x e A L E S M £ N | extra strong. It is provided with ribs 
in place of the customary hexagon; 


these ribs provide a firm grip for either 
Stillson or a monkey wrench. Made in 
sizes 14-in. to 2-in. inclusive.—Jenkins 
Bros., New York, N. Y.—Mt. Svup- 
pLies, May 1941. 




















The keynote of our editorial policy, the 
above has been our byword since our | Centrifugal Pump 
beginning. Now in our 30th year, we | Hydraulically Balanced 
hope to continue serving the distributor 
as faithfully as we have in the past. 
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Another new pump, No. 206A, has 
been recently added to the manufac- 
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turer’s line. This new pump has a base 
of small diameter which makes it suit- 
able for installations in small, narrow 
tanks or in other places where space is 
limited. It has a depth of submergence 
of 9t8-in. The pump is fitted with grease 
sealed ball bearings and stainless steel 
shaft is integral with motor. It is hy- 
draulically balanced and has an alumi- 
num bronze impeller which is designed 
to allow abrasives to be discharged 
without excessive wear within housing. 
Motor is totally enclosed, giving pro- 
tection against dust and vapor.—Brown 
& Sharpe Mfg. Co., Providence, R. 1.— 
Mitt Suppties, May 1941. 


Machine Tool 


Equipped With Turret 





To meet the requirements of the de- 
fense program, the manufacturer an- 
nounces a new turret for the No. 601 
“Rapiduction” machine which was 
placed on the market recently. Origi- 
nally equipped with a cross slide and 
plain saddle, the machine can now be 
equipped with a six station turret. The 
radial thrust of the turret is taken by 
a massive ball bearing and an adjust- 
able turret locking stud is provided for 
maximum rigidity. Hardened, taper 
lock bolt and lock bolts bushings in- 
sure long wear. Each turret face has 
six tapped holes for mounting certain 
popular sizes of tool holders. Multiple 
V-belts from the motor to worm shaft 
or spindle is the method of drive. A 
coolant pump, mounted in the base is 
driven by a V-belt from the motor. The 
round bar capacity of the automatic 
chuck is 144-in. while the swing over 
bed is 14-in. and cross slide 
Oster Mfg. Co., Cleveland, 
Mit Suppiies, May 1941. 


614-in.— 
Ohio.— 


Waterproof Packing 
Available In Rolls And Sheets 


Reflecting the growing importance of 
waterproof packing, the manufacturer 
has announced the addition of a water- 
proof “Corroflex” to the line of cushion 
packing materials. “Corroflex” is a 





CATALOG 
EQUIPMENT 





O matter what the size of 
your organization — or 


how big or small your list of 
customers, BUCHAN BINDERS 
and catalog equipment will 
enable you to do a better sales 
job. The Mize Supply Company 





MIZE 
SUPPLY 
COMPANY 


MIZE SUPPLY 
COMPANY 


MLL SUPPLIES AND MACHINERY 


WAYHESBORO 
VIRGINIA 


*EOHONES 3 me Sq 


is one of many distributors 
successfully using BUCHAN 
Loose Leaf catalog Binders. 

We will be happy to furnish 
you with all the facts on how 
you can have a catalog work- 
ing for you. 





CLIFTON HEIGHTS, 
LOOSE LEAF COUNTER CATALOG 
BINDERS & PRICING UNITS 


FOR CATALOGS 


Records Company 


PENNSYLVANIA 
SALESMEN'S INDEX SHEETS 
CATALOG AND STOCK 
EQUIPMENT CONTROL SYSTEMS 
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Single Bolt Type 1" to 3/2" incl. 





Double Bolt Type 4”’ to 10"" incl. 





——, ae one eee Type 


— 


Side try nee wee deoes 


E. C. TECKTONIUS MFG. CO. 


Dept. "T" 


RACINE 





REASONS 
WHY.. 
BULL DOG GRIP 


FASTENERS ARE 
BEST FOR ALL 
TANK NEEDS... 


RIVETLESS . . . They eliminate 
band ends, drilling of rivet holes, danger of 
rivets shearing, and assure the retaining of 
full strength of bands. 


TWO or more FASTENERS to a banding—give 
areatest equalization possible on draw of 
bands. 

BULL DOG GRIP .. . made possible by a 
friction tapered and tooth grip wedge that 
actually becomes tighter as the internal pressure 
of tank increases. 

Our business is BANDING and we are ready 
to help you and your customers solve their 
particular problems. Send for descriptive 
literature, discounts, prices, etc., today. 


lapping of 


WISCONSIN 
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..» WHEN YOU SUPPLY 
Packaged SHIM STOCK 


@ Extend real service and accommoda- 
tion to your trade. .. . Supply this new ECONOMY 
CARTON. In one handy container — an assortment 
of most-needed sizes of 
thin precision shim stock. 
Saves time and trouble 
prevents waste, wrinkling 
and damage to the paper- 
thin stock. Brass or steel! 


You Do Customers a Service — with No Effort 


Packaged shim stock means convenience plus econ- 


Simply pull the 
thin shim stock 
through the slot 


ad oh Ot? omy to your customer. Our complete line covers all 
requirements — and gives you bigger units of sale 
LAMINUM SHIM STOCK . .. with less handling. SELL PACKAGES INSTEAD OF 
The “solid” brass shim stock that P-E-£-L-S INCHES! Write for catalog on our special storage and 
for precision adjustment. Laminations .002 dispensing devices—which automatically bring you 
or .003-inch thick; overall thicknesses from shim stock “fill-in” orders. And a real dealer plan. 
.006 to .125-inch. In sheets either all- 
laminated or partly solid. ® 


ARBOR SPACERS THIN SHIM STOCK 


Conveniently packaged 10 to an envelope IN HANDY CARTON 

(waterproof), in thicknesses .001 to .020 

inch. Or assorted thick in envelop 

of 20. Brass or steel. . . strictly pre- 
cision quality shim stock. 


LAMINATED SHIM COMPANY, INC. inch. Each 6 x 100 inch rol in 
58 Union Street GLENBROOK, CONN. — 
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BETIER 


GRAND Dual Grip “C’ Clamps with 
non-creeping positive Double Action 
grip and fulcrum leverage are multi- 
purpose clamps that can be used in 
hundreds of ways in 
every machine shop, ga- 
rage, etc. Giant “extra” 
finger provides extra 
strength and holding 
power where it is 
needed. Works on 
straight, irregular or 
tapered work with equal 
ease and efficiency. 



































Above is the Grand 
Dual Grip Ground 
Clamp — has all the 
quick action, extra 


At left is a close-up SS . 
view of the Grand 4 i 
Welder’s Clamp — has (I 
Neoprene canvas (spat- E 
terproof and fireproof) ,- | } < 
guard for screw. No a 
spatter can damage 7 X 
screw. When used as ‘ 
ordinary “C’’ Clamp, 
guard can be pushed 
up out of way. Picture 
at right shows working features of 

strength and conven- 


Dual Grip Clamp. V-Jaws itlus- 
ience features of the 


trated slip over swivel to hold 
pipe, tubing, rods, etc. without 
regular Dual Gri damaging them. 
Clamp with the adal. 


socket ior 2 weld: | GRAND SPECIALTIES COMPANY 


ing cable. Assures a ” 
positive ground, Since 1921" 


3108 W. Grand Ave. Chicago, Ill. 











262 MILL SUPPLIES © MAY, 1941 





| 
| 








flexible corrugated packaging material 
with criss-cross indentations, that com- 
bines a protective corrugated cushion, 
with an outer covering of Kraft. 
Through the addition of the duplex 
sheet with asphalt lining, still greater 
strength, plus waterproof qualities have 
been added to this packaging material, 
for greater resistance against punctur- 
ing, abrasion and breakage. Available 
in a special, all-purpose weight in rolls 
from 6 to 72-in., and in sheets cut to 
size.—Sherman Paper Products Corp., 
Newton Upper Falls, Mass—Muu Sup- 
pLiges, May 1941, 


Precision Grinder 


Combines Four New Features 





A newly developed 6-in. ball bearing 
grinder built to do precision work. It 
is rated 1% hp. and is furnished with 6- 
in. diameter 34-in. wide wheels. Out- 
standing features of this new grinder 
are its fully enclosed guards, tool rests 
which are adjustable horizontally and 
vertically and which may be tilted for 
angle grinding, adjustable shatter-proof 
eye shields, and capacitor type motor 
guaranteed against burning out for two 
years.—Baldor Electric Co., St. Louis, 
Mo.—-Miu Supptirs, May 1941. 


Scrugun 


Center-Drive 





The No. 8 center-drive “Scrugun” is 
ideal for operation in a suspended 
position. Its center spindle improves 
“aim,” the bonnet grip or paddle 
switch arrangement eliminates handles, 
and it will operate in reverse at full 
power when equipped with reversing 
switch. It is available with either posi- 
tive or adjustable clutch, and with 
either bonnet grip and toggle switch 
or paddle switch. It will drive wood 
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DISTRIBUTORS 


Speed Defense Production 


“t's really something, these days, to be able 
to supply plants working on defense orders 
a complete power transmission set-up with- 
out going to ‘leven-steen places to collect it 
... saves them time—and you, too.” 





By Providing a Complete Power 
Transmission Layout From a Single Source of Supply 


O.. individual to interview ...one purchase order... one bill 
of lading to check ...one shipment... one invoice to post... one 
invoice to bill...plus a single responsibility for the successful 
coordination and operation of a complete power transmission instal- 
lation is the offer of the Medart Distributor to industry today. 
Never before have the opportunities for the mill supply distributor 
to prove the value of his services been so great. And never before 
have the advantages of the Medart distributorship been so outstand- 
ing. Your customers want delivery without confusion ... total de- 
livery of an entire installation whenever possible and that is the 


type of service that the Medart Distributor offers. 


THE Medart Distributors have many other advantages in trans- 
mission equipment sales. Medart’s Distributor Policy is 
COMPLETE sound, and meets the requirements of your territory. Let us 
LINE FOR lay out the details of these facts before you—now. Write 
PROFIT — today. 
Gor “Power-Trauel” at Reduced Rates 
The MEDART 
COMPANY 
3514 DeKalb St. 
. St. Louis, Missouri 
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% Medart Gears are avail- 
able in all standard types and 
sizes. Special designs can be 
produced to suit specific 


*% Medart Pulleys are 
available in all types and all 
sizes cast iron, steel rim, 
wood and the well known 
Medart-Hercules construction. 


% Medart Hangers — anti- 
friction or ring oil bearing 

in drop, post, or bracket de- 
sign or for floor mounting 


*% Medart V-Belts have 
a long, flexible life. They 
have the proper balance be- 
tween groove gripping action, 
tensile strength and wrapper 
life, and have -cool running 


characteristics 
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HAMDS 
TOOL OF !10O0!1 JU 


Here's a small “power 
house” that can be carried 
to any part of the shop and 
used wherever there is an 
electric outlet. 
The first tool of 
and the leader 
today. Used and 
endorsed by pro- 
duction engi- 
neers, mechan- 
ics and repair 
men every- 
where. 


VERSATILE 


Uses 300 acces- 
sories, quickly 
interchangeable 
in easy - working 
chuck 








its kind 


Grinds Sands $1 §.50 
Drills Saws 

Polishes Sharpens with 7 
Cuts Engraves, Accessories 
Carves etc. 

Routs 


For work on the regular production line or 
for special jobs. Repairs hard-to-get-at 
parts on machinery without removing the 
part—smooths off rough spots on dies and 
molds—cleans delicate mechanisms—bores 
tiny holes in metals, etc, 


The Handee is the biggest handful of 
smooth, controlled power with a reputa- 
tion for unexcelled efficiency in hundreds 
of different industries. Weighs 12 oz. 
25,000 r.p.m. 


HI-POWER HANDEE GRINDER 


Constructed for heavy duty service, 
smooth performance is desirable. 

steady, vibrationless power to drive a 212" 
diameter wheel with precision accuracy. 
Speed 17,000 r.p.m. Wt. 3 Ibs. In wood case 
with 3 Chicago mounted wheels, drum sander 
and bands, 2 collets, wrenches, dressing stones, 


[T SUPER BOND 


CHICAGO secs 
150% LONGER LIFE 


Rigid tests on snagging and exacting opera- 
tions prove they have 150% to 300% longer life. 
Won't ridge on welds, sharp corners, sinking 
dies, bar- 
bering, etc. 
There's a 
shape 
and size to 
handle 
every 
grinding 
job faster, 
» better, at 
§ lower cost. 
V/T Super 
Bond is the 
7 most im- 
portant 
develop- 
mentin 
mounted 
wheels in 
/ 30 years. 
Let us send you 
a trial wheel. Tell 
us the kind of job, 
type of equip- 
ment you use and 


where 
Enough 





size wheel you prefer. 


FREE MOUNTED WHEEL CHART 


Ideal for ready reference in shop. A Wall 
Chart 22” x 15” showing actual size and shape 
of every standard Chicago Mounted Wheel. 





Write for Catalog showing complete line 
of Handee Tools, Accessories and Grind- 
ing Wheels. 


CHICAGO WHEEL & MFG. CO. 


1101 W. Monroe St., Dept. SS, Chicago, Ill. 
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screws up to No. 10x 2-in., self-tapping 
and machine 


screws 


up to 


No. 12, 


| screws and nuts up to 4-in. diameter. 
—Van Dorn Electric Tool Co., Towson, 
Vd.—Mirt Suppuies, May 1941. 


Drill Grinding Attachment 


Sharpens Drills Accurately 





A perfect 
assured with this new drill grinding 
attachment. A setting attachment with 
an accurate scale permits micrometer 
| settings that insure evenly ground lips 
so that the drills run true. The amount 


drill 


sharpening 


job 


is 


of lip clearance on the drill is just 


right, with enough of the heel cut away | 
to provide clearance without weakening 
the cutting edge. An additional feature 


of this drill grinding attachment is that 


anyone can adjust it so that each drill 
can be ground to fit the job with lip 
clearance and angles at any degree re- 
| quired. Capacity, 1%-in. to 5-in. drills. | 


Delta Mig. Co., Milwaukee, Wis.- 


| Mitt Suppiies, May 1941. 


} 


| 


Flexible Coupling 
Six Standard Types 





Designed 
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for connecting Diesel, 


1941 


oil, | 
gasoline or gas engines to any type of 
driven machinery, the new “Airflex” 
flexible coupling has recently been in- 
troduced. It is an excellent coupling | 
for use with motor driven compressors, | 
| single cylinder pumps and other driven | 





They Want the Best 
‘in Tool-Investments 


—So offer your cus- 
tomers the recognized 
leader in Heat Tools: 
C&L! They'll buy 
C & L, because it's the 
name nationally 
known for over half 
a century. Torch 32A, 
left, features patented 
advantages found only 
in C & L Mechanic's 
Grade Tools. 





Why is C & L Fire 
Pot 22A, right, the 
largest selling Fire 
Pot in the world? Be- 
cause of its supreme 
performance and pre- 
cision construction, for 
many years of hard 
service. Features 
quickly detachable coil 
unit, 





Customers appreciate, too, C & L’s 
prompt service on repairs and re- 
placements of parts. For these rea- 
sons, plus constant search for im- 
provements, C & L leads. 











CLAYTON & LAMBERT 


MFG. CO., Detroit, Mich. 


| —— 











NOW, more than ever 


A MONEY-MAKER 


Illustrated 
MODEL HP 
| HP—2 SPEED 






Now, more than ever before, industry 
needs efficient cleaning equipment. To 
maintain production, to avoid “break- 
downs" and costly delays, dirt must be 
eliminated. 


'T TO DEFEND THE DEFENSE INDUSTRIES 
| THE PRODUCERS NEED 
| CLEMENTS 


|CADILLAC 


Portable Electric 


| BLOWERS & SUCTION CLEANERS 


WE ARE READY TO TELL YOU 
ABOUT THE CLEMENTS-CADILLAC 
LINE — 5 GUARANTEED MODELS 
FITTED TO EVERY CLEANING RE- 


QUIREMENT AND ALL POCKET- 
BOOKS. WRITE TO US TODAY FOR 
FULL INFORMATION. 


CLEMENTS MFG. CO. 


6656 S. Narragansett? Ave. Chicago, Iil. 
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NEW! Suggest This Efficient 
Cesco No. 602 HEALTHGUARD 


ABRASIVE MASK 


for Quick Repeat Orders! 








%With production schedules 
at new high peaks, many 
plants in your territory now 
have serious dust problems 
that can't be handled by ob- 
solete equipment. Right now 
you have a big opportunity 
for some quick, easy, profit- 
able sales with this 


NE CESCO NO. 602 
HEALTHGUARD 


ABRASIVE MASK 


Greatly improved, Sooum simplified details of 
construction, plus approval by the U. S. Bureau of 
Mines bring QUICK SALES. It is truly the 1941 
model in dust protection equipment—far superior 
to the wore awkward, ill-fitting masks now in 
use for sandblast operations. 


PLENTY OF FEATURES TO TALK ABOUT 


@ U. S. Bureau of Mines Approval No. 1918, 


@ Light weight. Easy to put on—comfortable— 
easy to take off, 


@ Soft, molded facepiece conforms to facial con- 
tours—seals out dust-laden air. 


@ Incoming air is filtered under pressure, removing 
foreign particles. 


@ Adjustable control valve means uninterrupted 
supply of air, prevents excessive pressure. 
@ Fits snugly—allows freedom of movement. 


Write today for circular—prices—details to 
talk over with your customers. 


CHICAGO EYE SHIELD (0. 222°, Werren, Biv. 


Chicago, linois 








Something NEW 


in Pressure Gauges 





@ A Marsh gauge with a moulded 
Phenol-Condensate case — light, 
strong, non-corrosive, absolutely 
vapor-proof. 

This new gauge is typical of the 
advanced design—the appealing 
sales features—that distinguish 
the entire Marsh line of gauges, 
dial thermometers and heating spe- 
cialties. It's a well-known, re- 
spected, well-advertised product 
that will reward your efforts. 








JAS. P. MARSH 
CORPORATION 


2079 Southport Ave. 
Chicago, Illinois 


the Standard of Accuracy 
















equipment of a similar fluctuating 
torque nature. The coupling consists of 
a special resilient rubber gland lined 
with a_ pre-moulded, pre-vulcanized 
cylindrical section especially treated to 
prevent air loss. This cylindrical lining 
is covered with multiple alternating 
layers of tough durable fabric and live 
rubber, the entire gland is permanently 
bonded to rugged steel inner and outer 
rims. The gland is inflated to proper 
pressure through a specially designed 
standard thread Schrader valve which 
will take any hand pump fitting or air 
nozzle. A rubber covered metal cap pre- 
vents foreign material from entering 
the valve. The degree of elasticity in 
this coupling can be varied by changing 
the air pressure. “Airflex” couplings 
are available in six standard types.— 
Falk Corp., Milwaukee, Wis—Mtw.e 
Suppuies, May 1941. 


Plastic Valves 


For New Respirator 





The miniature “Dupor No. 1” nuisance 
dust respirator has been made lighter 
by replacing aluminum valves with 
molded plastic ones. The total weight 
of entire unit is now reduced to well 
under one ounce. This handy respira- 
tor designed to fit over nose only is 
held in place by elastic ear bands. 
Nose piece is of soft rubber with 9 
sq. in. filter pad. New plastic valve 
arrangement keeps stale air from back- 


ing up inside filter pad and expels 
breathed air instantly.—H. S. Cover, 
South Bend, Ind.—Mu Suvupptirs, 


May 1941, 


Conveyor Belt 


New Type 









baeecrtessd thy 


Aomocota convegen peiy 


{ 


belt called 
recently been intro- 
duced, which combines the extreme flex- 


A new 


type of 
| “Homocord” 


conveyor 
has 
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: 


a tare 
MATERIAL ain 
EQUIPMENT. .... 


Economy in the maintenance of 
your material handling equipment 
is assured when you use Jeffrey 
products. 





Chains 
Sprockets 
Attachments 
Idlers 
Buckets 
Traction 
Wheels 
Gears 
Take-ups 
Pulleys 
Pillow 
Blocks 
Couplings 





Take advantage of Jeffrey's long experience in 
designing chains, elevating and conveying 
equipment. Each chain . . each part is de- 
pendable because it is made so. 


Malleable, 
Supermal 
and steel 
buckets in 
various 
shapes and 
sizes 





Just a few of the many Jeffrey products we 
have available for you are shown here. 





Jeffrey 3-roll belt idler—one-piece balanced roll 
with Timken bearings. 





Section of Jeffrey spiral flight. 


The Jeffrey Manufacturing Company 


930-99 North Fourth Street Columbus, Ohio 


Raltimore Cincinnati Huntington St. Louis 
Birmingham Cleveland Milwaukee Salt Lake City 
Boston Denver New York Scranton 
Buffalo Detroit Philadelphia Terre Haute 


Chicago Houston Pittsburgh 


Jeffrey Mfg. Co. Ltd. of Canada—Montreal—Toronto 
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JOHNSON 


Furnaces 


@ Consume but Half the 
Gas ordinary units re- 
quire 

® Reach Maximum Tem- 
peratures in 50% less 
time 

© Afford Neat Profits 

® Immediate Delivery 








No. 120 


Johnson Heat- 
Treating Furnace 
gives 2300° F. in 
just 30 minutes. 
Complete unit, 
only $129.50, 
F. O. B. Cedar 
Rapids, lowa. 


The man_ selling Johnson Gas 
Furnaces these days is leading the 
life of Riley—for they're the units 
industry is crying for! These furnaces 
soon pay for themselves by saving on 
gas bills—consuming but half the gas 
most units require; due to advanced 
engineering principles they reach 
maximum temperatures faster. Send 
for full information and literature to 


leave with your customers. 


JOHNSON 
S APPLIANCEc 


FOR EVERY 
INDUSTRIAL PURPOSE 





608 E. Ave. NW., Cedor Rapids, lowa 
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ibility of cord construction with the 
ability to hold metal fasteners to a de- 
gree previously approached only by 
fabric construction, and with added 
qualities which increase life and ton- 
nage capacity of conveyor belts. The 
construction, which employs neither 
standard weave, nor standard cord de- 
sign, was the outgrowth of progressive 
studies made by the manufacturer. The 





| 
| 


characteristics of “Homocord” conveyor | 


belt are said to meet adequately every 
demand of conveyor belt service in the 
correct proportioning of lengthwise and 
crosswise strength and flexibility, low 
inelastic stretch, resistance to fatigue 
and impact, equal life in body and 
cover, and other essential qualities.— 
Manhattan Rubber Mfg. Div., Passaic, 
N. J.—Miut Suppuies, May 1941. 


Pulley Cover 


Prevents Slippage 





Much power loss is caused by slip- 
| ping belts, and tight belts wear out 
| quickly. It is claimed a great deal of 
this loss can now be eliminated by 
applying Warren Pulley Cover to pul- 
leys and V-belt sheaves. This com- 
pound is applied with a brush to the 
pulleys. It dries quickly, giving an 
adhesive (not sticky) surface which 
eliminates belt slippage, allows belts 
to run slack and easy, reduces wear on 
belts and journals, increases power 
efficiency. This preparation is durable, 
and lasts from one to two years.— 
Warren Pulley Cover Co., Danielson, 
Conn.—Miv Suppwies, May 1941. 


Electric Hammer 


No Gears, No Crankshaft 





The K-B electric hammer embodies a 
new mechanical motion. It has no gears, 
no crankshaft, no rubber bands. The 
blow is struck by means of a powerful 
coil spring, and the principle is em- 
bodied in the means by which this 
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ee ee ee ee 


“We guarantee LUTz 
handles to outlast 15 


to 20 ordinary han- 
ces 


4 4 fe fy te ty tr te to hr, tr, tr, 


HERE’S A HANDLE 
YOU CAN SELL 
ON GUARANTEE 
ALONE! 


the fact that LUTZ 
are superior in 
quality and manufacture, 
t of the sales you can land 
with an unconditional guar- 
antee that they will outlast 
15 to 20 ordinary handles... 
a fact that has been proved 
time and again. Many com- 
panies you call on are defi- 
nite prospects for handles to 
be used on the products they 
make, this in addition, of 
course, to the big business ob- 
tainable for use in hundreds of plants in 
your territory. Why not go after both 
types of business? Ask for our latest lit- 
erature and price lists, covering the com- 
plete LUTZ HANDLE line . . . our handles 
are adaptable to hundreds of applications. 


> 
> ‘ 
» 4 
; 4 
q 3 


Aside from 
HAND 





LUTZ FILE & TOOL CO. 


CINCINNATI, OHIO 











EVERY INDUSTRY 
ENDORSES IT..... 


because 
IT INCREASES POWER, 
PRODUCTION, AND 
4... 3h) 7 





BELT WAX 





CANTOL Belt Wax is the choice in thous- 
ands of plants in every kind of indust 
because traction, belt preservation, belt 
pliability, economy, ease of application, 
pure ingredients, and service mean dollars 
and cents lost or saved to them. CANTOL 
gives them all these and makes possible 
operating economies that show on the profit 
side of the ledger. 


CANTOL Distributors have no comebacks 
nor complaints to use up their valuable 
time. CANTOL is made, under strict super- 
vision, of pure ingredients and has stood 
the test of government analysis and been 
sqpmsee. Let us tell you how to get some 
of this profitable business—send for details. 


CANTOL WAX COMPANY 


Bloomington, Indiana 











UMI 


spring is wound and released. Two steel 
balls roll up inclined planes around the 
shaft, compressing the spring as they 
reach the high point and suddenly re- 
leasing it as they drop off to begin the 
process all over again. The motor 
simply compresses this spring, so the 
load on the motor is very slight. The 


SAVE YOUR CUSTOMERS MONEY balls themselves receive no shock and 
BUILD PROFITS FOR YOURSELF there is very little shock to the motor, 


because the hammer is rubber-cushioned 
W ith at the point where the motor is at- 

u ” |. : : 
BELTSAVER PULLEY is greatly reduced, since the energy is to 


tached. The vibration to the operator 
a much greater extent than usual, ap- 








ee ee ey eae Ts plied to the work. Because of its sim- 
service to their crushed rock and plicity it is very light in weight. 
gravel plant customers by selling the Wayne Pump Co., Fort Wayne, Ind. 
“BELTSAVER” Pulley —- the pulley Mitt Supptirs, May 1941. 

that pays for itself over and over 


again by doubling the life of con- 
veyor belting. 


Standard Tools 
It's easy to demonstrate ‘“BELT- 


SAVER” advantages—how it pre- Five New Styles 
vents heavy, sharp materials from 

getting in between belt and pulley 
and protects the belt from being cut | | 
into shreds. 


Sell “BELTSAVER” and you'll make 
more friends. 





¥ ih. ° 


NO MATTER 
WHAT HAPPENS 
TO-NIGHT— 
You CAN DEPEND Upon 


DIETZ 


LANTERNS 


| and 


Available now are five new styles of | ROAD TORCHES 


| 

| standard tools. The new tools com- 
| . 

| prise four offset types and a two-way 


Prices and discounts available 
promply on request. 


SPROUT, WALDRON & CO. 


172 Sherman St. Muncy, Pa. 











AMERICAN 


LUBRICATING 
DEVICES 



















High winds, heavy rain will not dim the 

; light of a DIETZ RED GLOBE LANTERN or 

BiG | square-shank turning style, each type | Road Torch. They burn long and bright 
except the last being available is two | without failure. . 7 

DEMAND grades, one for steel cutting and one | For safety sake buy “DIETZ”, the standard 
ho ant ine tho tek ok On die of the world for over one hundred years. 

ASSURES Ai : he 

VOLUME 


DIETZ 
BUSINESS 





Of the new tools, the two way turning 
tools (style No. 12) have tips of 883 
Carboloy and are available in 5 sizes. 
The various offset tools are designated 
as styles No. 5, 9, 10 and 11. Of 






LANTERNS 


R.E. DIETZ COMPANY 





these, 5 and 9 are respectively right 18 NEW YORK 
and left hand turning tools, while 10 

| and 11 are right and left hand facing Output Distributed Through the 
tools.—Carboloy Co., Inc., Detroit, Jobbing Trade Exclusively 


Mich.—Miu Suppwies, May 1941. 


Piston Ring Compressor 
Sa er Speed and Efficiency 


A different type of piston ring com- 
pressor for which much greater speed 


Grease Cup 








New business—repl t business—con- ° : | 
tinued business. We have a full line of all and efficiency on all types of engines | 
standard designs—moderately priced. At- are claimed, has just been put on the 
tractive Inv g today. | 


AMERICAN INJECTOR CO market. The new design makes possible 


direct pressure on rings by means of a 
DETROIT, MICH. ie : 
steel band and a convenient crank ar- 
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There's more business in 


HUNTE 






GREASE CUPS 


Drawn-steel 
Cadmium 
plated 


ALSO thurflon 
WICK FEED OIL CUPS 


Improved cups for general lubri- 
cating purposes . .. simple, 
automatic in action, — 3 
feed that is positive and unfail- 










# ing under all conditions. 
3 > There's some profitable terri- 
wy oS tory open to reliable distribu- 
Ss. stp tors—write— 


HUNTER PRESSED STEEL CO. 
LANSDALE, PENNSYLVANIA 


How to SPEED-UP 
Expansion Anchors 
Installation of 






CARBOLOY 
DRILL-POINTS 


Drill 


BRICK 
CONCRETE 
SLATE 
MARBLE 
TILE, etc. 


50% 


FASTER 


Here’s the perfect drill for installing expan- 
sion anchors quickly and easily. Drills con- 
crete, brick, etc., 50%-75% faster. Stays 
sharp up to 50 times longer. NO noisy 
hammering! NO monotonous chiseling! NO 
ragged, ill-fitting holes! Just slip the Car- 
boloy Masonry Drill into any rotary drill 
and it’s ready to go—and go fast! 


Write today for leaflet. 


CARBOLOY COMPANY, INC. 
1113) E. EIGHT MILE BLVD. * DETROIT, MICH. 


7 4134330) Be) | 


MASONRY DRILL-POINTS 






| rangement, in such a way as to reduce 
| possibility of breakage to a minimum. 
| Three different sizes of bands are avail- 


able: small, medium and large.—Plomb 

Tool Co., Los Angeles, Calif—Mi. | 

Suppies, May 1941. 
Respirator 


Lead and Nuisance Dusts 





Designed for increased comfort and 
protection, the new No. 94 
Healthguard Respirator has been ap- 
proved by the U.S. Bureau of Mines. 


“Cesco” 


| for protection against type A, lead and 


nuisance dusts. Among improvements 
claimed for this new respirator, is the 


manner in which the soft-moulded rub- | 
ber facepiece fits low on the nose. This | 











| feature eliminates obstacles to vision | 


| and enables the user to wear goggles 
| in conjunction with the respirator. Oper- 
ating features include a specially de- 
signed metal filter box that guards re- 
placeable filters, with an overall filtering 
area of approximately 40 sq. in. to pro- 
i easier breathing. Newly designed 





exhale valve incorporates a speaking 
diaphragm to permit a normal exchange 
of conversation.—Chicago Eye Shield 
Co., Chicago, I1l.—Mut Suppties, May 
1941. 





Eye Shield 
| For All Grinders 





The “Flud-Lite” 


eye shield is suitable 


for use on all grinders, belt or motor | 
driven. Fitted with two bayonet type | 
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DON'T WORRY 
ABOUT DELIVERY 
Of 


e ANCHORS 
e TOGGLES 
¢ PIPE HANGERS 


Specify PAINE 
And Get Shipment 
AT ONCE 
FROM STOCK 


TOGGLE BOLTS 


ANCHORS— 

Lead, Steel, Malleable and 
Fiber 

DRILLS—Hand and Rotary 
PIPE STRAP 


HANGER IRON 
WIRE PIPE HOOKS 


Mail Your Order Today. Complete 
Catalog Will Be Sent Upon Request 


THE PAINE CO. 


2969 Carroll Avenue Chicago, Illinois 
New York Warehouse & Sales: 48 Warren St. 








SLIPPERY SEAL* 4 


fo) 





Sealing a pipe (or any 
other) joint so it can 
be loosened easily at 
any time is a trick that 
makes customers call 
for Dixon's Pipe Joint 
Graphite Compound or 
Dixon's Graphite Seal. 
These products make a 











| manently slippery seal 


| stantly 10 days or 10 


permanently fight, per- 
that can be broken in- 


years hence. Because of 
the natural flake graph- 
ite content, heat can't 
break the seal, and neither cold nor corrosion 
“freeze” it. 

DIXON'S PIPE JOINT GRAPHITE COMPOUND 
SEALS AGAINST WATER, STEAM, GAS, AIR, 
ACID, ALKALIES, BRINE AND ALL AQUEOUS 
SOLVENTS. 

DIXON'S GRAPHITE SEAL SEALS AGAINST OIL, 
GASOLINE AND ALL NON-AQUEOUS SOLVENTS. 


Write for Booklet D-71. 















im JOSEPH DIXON CRUCIBLE CO. 
Jersey City, N. J. 
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CHECK LIST 





PRACTICAL 
BUSINESS 
MANUALS 

y — eight 


ecial 
pub- 


Now read 
volumes in a SP 
McGraw - Hill 
lishing program. 

f books espe- 
help business 
simple 


Here is 4 series 0 
i ] d to 
cially planned. 
men with boiled-down 

. om 
treatment of their problem 


: of the func- 
are primers : iz 
These ar f a business — 


i activities © 
—_, ow — written for = 
om reading—valuable for the 
eas} 


owner-manager 
ialized worker 
concerns. 


smaller business 
as well as the spec 








and executive in larger 





a 


] 1. METHODS OF SALES PROMOTION 
$2.25 
By Kenneth S. Howard 


baeed 


2. HOW TO MAKE COLLECTIONS, 
$1.75 


By Dexter Tomlin 
| 3. HOW TO WRITE BETTER 
BUSINESS LETTERS, $2.00 
By E. A. Buckley 
(| 4. HOW TO SELL BY MAIL, $2.00 
By E. A. Buckley 
] 5. HOW TO FILE BUSINESS 


PAPERS AND RECORDS, $2.00 
By Allen Chaffee 


_] 6. HOW TO USE YOUR BANK, $2.00 
By William H. Kniffin 


_] 7. HOW TO GET PUBLICITY, $2.00 
By Milton Wright 


_] 8. HOW TO WRITE ADVERTISE- 
MENTS, $2.00 
By Kenneth S. Howard 








McGRAW-HILL BOOK CO. Examin 

330 W. 42nd St. a 
New York, N. Y. any 

Send me books encircled below of these 
for 10 days’ examination on 

approval. In 10 days I will books 
pay for books, plus few cents 10 days 
postage, or return them post 

paid. (Postage paid on orders on approval 
accompanied by remittance.) 





| 2 3 4 5 6 7 8 
Name 
Address . 
City and State. 
Position 


Company 
Rooks 


FMS-5-41 


sent S. and Canada only.) 


on approval in U 





light bulbs, it throws light directly on 
grinding wheel and work. The design 
and lighting arrangement provides 30 
per cent more visibility for the operator 
than previous models. The eye shield 
is adjustable up or down and can be 
arranged to suit the operator’s position. 
The use of eye shields on a grinder 
assures the protection of the operator's 
eyes from particles thrown from the 
wheel. They are more sanitary than 
goggles, and being attached to the 


grinder, must be used. Frame is a 
sturdy die casting, aluminum finish | 


and holds two sheets of glass, 4 x 6-in., 
one piece safety glass with ordinary 
window glass beneath, which is easily 
replaced if it becomes pitted by emery 


| dust. The two bayonet type bulbs are 


made with a supported filament to 
withstand vibration.—Stanley Electric 
Tool Div., New Britain, Conn.—Miu. 


| St PpLIES, May 1941. 


Electric Hand Saw 


Light Weight, Dependable 





(Announcement 
addition of a light weight, high speed 
electric hand saw, to the line of “Speed- 


| matic” saws. The new machine carries 
| a 64%-in. diameter blade, with cutting 


capacity of 2-in. material, weighs 151/- 


| Ib. The blade travels at 7200 rpm., pro- 


ducing a cutting edge speed in excess of 
two miles a minute. This model is desig- 
nated as type K-65. It is perfectly bal- 
anced and equipped with a 5% hp. Uni- 
versal motor. The base raises and lowers 
for depth adjustment, and tilts to 45 
degrees for bevels. A cast in and 
enameled graduated scale affords quick 
and accurate — setting.—Porter-Cable 
Machine Co., Syracuse, N. Y.—Mut 
Suppuies, May 1941. 


Die Duplicating Bender 


Economical, Time-Saver 


The standard “Micro” die duplicating 
bender, No. 2, will economically dupli- 
cate ductile solid 
section to shapes and outlines of regu- 
lar or irregular 


materials of cross 


radii to tolerances 
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has been made of the | 


KLEINS... 
FOR THE MAN WHO 
KNOWS PLIERS 





SK the old timer who has been up on 


the sticks since the turn of the century. 
Ask the grunt who wants to be up there, 
too. Ask any lineman or electrician any- 
where—he'll tell you that only one kind of 
plier is good enough for him—the kind 
that carries the Klein trademark. Such uni- 
versal recognition of quality by men who 
know is what has made the name Klein 
in electricians’ tools 
1857°'— has 
Klein tools first choice 


first 


‘since made 


among your buyers. 


Write for free copy of Klein 
Catalog No. 39 and prices. 


winicl TEIN & Sons 
Estab La Chica USA 


3200 Belmont Avenue 





Chicago, Illinors 
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KEEP AN EYE 
TO PROFITS 


Eagle oilers are 
favorites with 
men in all fields 
of industry—mills, 
mines, factories 
and _ foundries. 
Eagle oilers give 
excellent service 
and are the best 
on the market to- 
day. 





Tru-Biue Oiler 
These quality 
oilers move fast. 


Do business the 
EAGLE Way. 
EAGLE = spells 
profits for you 
and satisfaction 





for your cus- 
tomers. 
Write for Improved 
H 
sales helps. Pump Oiler 


EAGLE MANUFACTURING COMPANY 


Dept. 1651 Wellsburg, W. Va. 














RAZOR-BACK 


ONLY SHOVEL WITH A BACKBONE 





In recent years you have seen 
better shovels, lower prices, sim- 
plified lines — all brought out to 
meet RAZOR-BACK ... but you 
have yet to see another shovel 
with a BACKBONE! 


Why not handle the line that 
is the leader? We will gladly 


quote prices, terms. 


THE UNION FORK & HOE CO. 


Columbus, Ohio 


Tools for 


f Quality Over 40 





usually expected and achieved with 


forming dies. Ductile materials of open 
or irregular cross section may be dupli- 
cated with the No. 2 unit, by the addi- 
tion of conversions made from stock 
materials. Shop made conversions will 
adapt this unit for rapidly forming 
round or square tube, angle, channel, 


half-round or flat wire and strip stock | 


formed on edge and vertically. The de- 
sign of this bender will accept a large 
variety of conversions, clamps, gauges 
and material length guides for accu- 
rately forming any materials to any 
shape or degree within their expan- 
sion and contraction limits. The ma- 
chine may be located in any of 12 con- 


venient positions for bench or operating 

position mounting. Heavy hold down | 
lugs securely retain the unit in its oper- | 
ating position. —O’Neil-Irwin Mfg. Co., | 


Minneapolis, Minn.—Mi.. 


May 1941. 


SUPPLIES, 


Temperature Control 


For Tanks and Processes 











| Thermostatic control for tank and pro- 


cess applications to regulate the flow 
of steam or water, Typical applications 
are on the steam supply to steam 
heated water storage tanks, stills, pas- 
teurizers, drying ovens, scalding vats, 
fuel oil preheaters, etc. The ability 
to obtain a sensitivity of 144° plus or 


| minus on most applications is derived 
| from a modern and proven simplicity of 


design. The No. 150A “Thermotrol” 
is suitable for pressures 0 to 30-lb. The 


No. 150AH “Thermotrol” is stainless 
steel fitted, suitable for 0 to 125-lb. 
| pressure.—Sterling, Inc., Milwaukee, 


Wis.—Mui.t Suppwies, May 1941. 


Cable Reel Jack 
Ratchet Type 


Model 3-CR has been added to the line 


of “Simplex” jacks. This new jack 
speeds handling of cable reels so that 
cable, wire rope, barbed wire or rope 
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GRINDING WHEEL 
DRESSERS 
AND CUTTERS 


CALDER 





Protect your customer's 
wheel investment .. . 


Calder Tools have everything to insure accuracy 
and longer life in the tools themselves as well as 
maximum production from the grinding wheels of 
your customers. 


From individual separate parts to finished tools 
Calder Grinding Wheel Dressers and Cutters are of 
sound design. Cutters are milled from high carbon 
strip steel and heat treated throughout, insuring 
uniform sharp precision cutting teeth for uniform 
dressing. All —_ subject to wear are heat treated 
and are quickly and easily renewable. 


You can render prompt service profitably when you 
handle the “Calder” line. Attractive discounts. 


Ask for Catalog 38 
giving detailed information. 


CALDE MFG. 632 NW. Prince St. 
CO. Lancaster, Pa. 





BALDOR 
scaanc GRINDERS 


Guaranteed 2 yrs. 
against Burn-out 


BALDOR GRINDER No. 612 has 
Capacitor Type 1/3 HP Motor 
guaranteed 2 yrs. against burn-out. 
3440 r.p.m. 110 volt, 60 cy.. single 
phase. 6°x%” wheels; enclosed 
guards; adjustable eye shields and 


tool rests. Net weight. $33.50 


46 lbs 


BALDOR ELECTRIC COMPANY 
4364 Duncan Ave. St. Louis, Mo. 


BALDOR GRINDERS 
built by Motor § mecialisls 

















» 





NEVERBREAK 


CHROME BELT LACING 


Many Uses— 
Wide Market— 
Good Dividends— 


NEVERBREAK meets practically any shop 
requirement efficiently—not only for belting 
needs but any number of special leather 
jobs. Therefore, it is not necessary to stock 
many kinds of belt lacing—NEVERBREAK 
can handle the majority of calls—very well 
too. 

In test, NEVERBREAK was subjected to 
240° F. for 60 consecutive hours and re- 
tained tensile strength of 325 lbs. After 
wetting, it dries quickly to original shape 
and pliability. When you sell NEVER. 
BREAK you make satisfied customers which 





can be quickly paid out or readily 
rolled onto the reel. Jack is mounted 
on a “T”-shaped laminated oil treated 
oak base with three supporting rods 
for stability. A lifting hook on the head 
of the jack accommodates spindles up 








BB AA vom sont @\ 


ALLEN 


FLUXES — 
— SODERS 


More Good Sales 
% Opportunities 
“® TODAY! 







Our Distributors can offer to industry a 
P li 


lete line—special soders such as cast 
iron, stainless steel, aluminum, high and 
low melting—special fluxes for copper, 
brass, stainless steel—right form—right 
strength—in fact right for the job. We 
are the oldest and largest manufacturers 
of fluxes in the world. Get your share of 
today’s good business—send for literature. 





makes your selling easier also builds a 
profitable business. Get more information 


a a . . : - ? We h tal No charge for 
now. : | to 214 in. in diameter. Used in pairs, | pe Mager advice on, soder- 
WHOLESALE ONLY | one on each side of the reel, the ratchets | valuable inform- related problems 


from our Techni- 
cal Research De- 
partment! 


ation — send for 
them today! 


provide for fast lifting and lowering of 
either loaded or empty reels. They have 





California Tanning Co. 

















1905-7-9 Shenandoah Ave. | a capacity of 15 tons.—-Templeton, Ken- | L. B. ALLEN Cco., Inc. 
St. Louis, Mo. ly & Co., Chicago, Ill.-—-Mus. Suppirs, | | 6731 Bryn Mawr Ave. Chicago, U. S. A. 
| May 1941. 





PROLONG the LIFE & | 
of WIRE ROPE with 


Checthetns 


CONNECTORS 






THE 
LITTLE 
MAESTRO 
says— 


ECONOMY 
PRODUCTS 


assure smooth running 


assembly — manutacturing plants 
running night and day to keep up with 
added production schedules need the de- 


Sales felps 


from the 


2 
unutactwrets. 











BOLTS, NUTS, SCREWS—A col. ° 


AFE, strong, streamlined, Electroline-FIEGE lection of practical discussions on engi- 
Fag ano Delng, rapidly emote by i neering design and production of headed 
stresses and thus prolongs the life of wire rope. and threaded products is to be found in 
This unique gripping unit “holds like ol. 4 the new 72-page book, “Bolts, Nuts & | 














dog” with a grad P pendability and durability for which 
7 = — —— < rear ~ Psy at | Screws.” Compiled by A. E. R. Peterka. | ECONOMY — — _——_ — 
ront, so that lines he y these connectors are ees ieee ae are precisely made, threads clear an 
not subject to “weak point” crystallization and = the book represents every-day. practical | + iE and specially heat treated which 
Sa ja Ys h os 

The complete line of Electroline-FIEGE Con- information for use of industrial buyers ag “go psa af ‘eee _ 
nectors, available in black and stainless steel, | of fastenings and headed and threaded A ae for Hollow 
bronze and monel metal, is fully described in | ” astenings and headed and threadec complete stocks—your orders for Ho 


Set Screws, Socket Head Set Screws, 
Headless Set Screws, and special orders 
on screw machine products. Send us 
those orders. 


a new 8-page Bulletin, a copy of which will be | products made on upsetting machines. 
og Bog Bh. Ag aaa No obligation—send | |; jjJustrates the various phases of bolt 


es | manufacture and nut manufacture by 


Eloctnotine Company ' !atest methods, explains and illus | ECONOMY MACHINE PRODUCTS CO. 








7 ad trates types and standards, and shows 5217 LAWRENCE AVE., CHICAGO 
Be ee relation between milling threaded prod- | gums, 
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Sets ion 
leads the field 


S- 


Substantial business with good profits— 
that's what ATLAS Distributors are sure 
of. ATLAS Car Movers have been set- 
ting a good sales pace for many years 
and they're still leading. They are sturdy, 
reliable, and easy to use. They incorpo- 
rate modern improvements which, com- 
bined with the same fundamentals of 
construction that have built up their 
reputation, make them the outstanding 
Car Mover of today. Write for latest 
bulletin which fully describes the ATLAS 


line. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Wis. 





Milwaukee, 











YOU can SELL a LOT of 
RUBBER TIRED WHEELS 


With industry in high gear the sales 


curve on rubber tired wheels is zooming 
upward. The faster, quieter, safer 
handling of materials on rubber is at a 
premium. Lots of prospects who NEED 
and WILL buy French & Hecht rubber* 
tired wheels—the finest of their kind. 
Reasonably priced. Available in many 
sizes with pneumatic, solid or cushion 
rubber (puncture-proof) tires. 


WRITE TODAY FOR NEW CATALOG 
AND PRICE LIST 


FRENCH & HECHT, INC. 


60 East River, Davenport, lowa 
WHEEL BUILDERS SINCE (see 














| ucts from the bar and producing them 
| on upsetting machines.—Lamson & Ses- 


| Cleveland, Ohio. 


| stons Co., 


SLING CHAINS-—A new edition of a 
| catalog on “Acco” registered sling 
| chains has been announced. The book 
| gives complete specifications on chain 
| made by the Endweldur process. It cov- 

ers chain made from different analyses 

of steel as well as from iron. The manu- 
facturer’s system of registering each 
sling chain by a number is also de- 
scribed.—American Chain & Cable Co., 
Inc., Bridgeport, Conn. 


WRENCHES—New 4-page catalog 
featuring many 1941 developments in 
| socket, box-type, tension and specialty 
wrenches for industrial, construction 
and aviation fields. Emphasis is 
stressed on use of socket wrenches in 
assembly, maintenance and 
service work. Points out how standard 
| socket wrenches with their interchange- 
| able, quick detachable units save time 
| and expense in important defense work. 
Blackhawk Mfg. Co., Milwaukee, 

| Wis. 


speeding 


V-BELT DATA BOOK—The fourth 
edition of the “Condor” Data Book, re- 
vised to include horsepower specifica- 
tions, is now available. The book is 
divided into two parts. The first part 
covers standard drives eliminating the 
necessity of working out calculations, 
and the second, sheave factors and other 
data for designing new or _ special 
drives—Manhattan Rubber Mfg. Div., 
Passaic, N. J. 


AIR-POWERED TOOLS —New cata- 
log, No. 42, covering complete line of 
mining and contractors air-powered 
tools. Contains complete description and 
specifications on’ rock drills, paving 
breakers, clay and trench diggers, sump 
pumps, saws and associated air tools. In 
addition, its 64 pages are profusely il- 
| lustrated, graphically depicting specific 
applications and uses for all the various 
equipment. Attractively printed in two 
colors this new catalog also gives de- 
tailed information on accessories and 
equipment for use with tools.—Inde- 
pendent Pneumatic Tool Co., Chicago, 


Til. 





PROTECTIVE PAINTS — A new, 
four-page bulletin on corrosion-prevent- 
ing and fume-resisting paints, describ- 
ing the uses and method of application 
of a complete line of industrial paints. 
Emphasis is stressed on 


nates 
before 


need for sandblasting metals 
applying.—Rust-Oleum Paint 








Corp., Chicago, Ill. 
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Saves Time and 
Money for 





Mechanics cae 








Every drill in its place—every drill plainly marked 
with size and decimal equivalent—prospects are very 
good now when time is such an important element 
especially to tool men. One sale makes others be- 
cause when one mechanic sees anothers he wants 
one too. No heavy investment for Distributors—your 
own twist drill source can supply you—profit mar- 
gins are good. Get more information right away. 





NO. 66 HOUT DRILL INDEX 


The o ateatien shows index open. 
No. holds drills —~ mA * 
aon in vest pocket. 
sizes: No. 13 for ng drins 
1/16” to 4%”; No. 20 for wire gauge 
drills 61 “to” 80; Me. 26 for letter 








drilis A to Z; No. 29 for fr 





drills 1/16” to 12”; ano. 60 for wire 
gree drills | to 60; No. 72 for wire gauge drills 
1 to 60, and 12 taps No. 2-56 to 14-20. 


HUOT MFG. CO. 
128 E. 10th St. 





St. Paul, Minn. 

















protective | 
paints with a fish oil vehicle which dries | 
readily but remains flexible and elimi- | 


It's easy to sell 


RUBYFLUID 
..» the QUALITY LINE 
of Soldering Products 


Up - to - the - minute 
jobbers are “push- 
ing’ RUBYFLUID 
because it is priced 
right for top profits, 
made right for quick 
turnover. Dealers) = 
like the ample mar- 
gin, customers like: 
the perfect job it 
does and ask for it 
again and again. 


Why don’t you 
“cash in” on the 
profit possibilities of 
these popular sol- 
dering materials? 
Write at once for 
complete informa- 
tion. 


RUBY 


Chemical Co. 
76 McDowell St., 


Columbus, Ohio 
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SUT a 
Vhe : Managers Lage 
C Cc 


. a meeting ground for discussion of 


problems common to both distributors and manufacturers .. . 


We hear a great deal from official Washington about 
the public’s complacency regarding the defense program 
and the situation in which the world finds itself. 


The industrial distributor might well consider his 
own complacency toward his position in our industrial 
economy. It is true that in this emergency the distribu- 
tor has made great strides because he has proved time 
and time again the flexibility of his operations and his 
ability to serve completely under the most trying 
conditions. 


But it’s a great mistake to sit back and assume that 
the position of the industrial distributor is now fully 
established. That, simply because business is good and 
the industrial distributor, at the moment, is getting an 
unusual share of it, this industry has finally been estab- 
lished in the minds of buyers as indispensable. 


A step forward does not entrench this industry in a 
position that can be called impregnable. There are still 
plenty of industrial buyers who mistakenly believe that 
they can buy more economically direct from manufac- 
turers. This industry knows that, and cannot close its 
eyes to the fact. And don’t forget that there are plenty 
of direct selling manufacturers, along with a very fair 
sprinkling of fence sitters who sell through the dis- 
tributor or direct as expediency dictates, who are and 
will constantly hammer home to buyers the old myth 


about the expense and waste of “middle man” operations. 


It is always well to bear in mind that the industrial 
distributor, regardless of facts, has often been placed on 
the defensive by the simple trick of calling him a middle 
man. “From manufacturer to you—saving the profit of 
the middle man”—has been and still is the false slogan 
of the direct sellers. It has worked and will work again 
if this industry isn’t always selling and reselling its 
true economic position—if we are not constantly telling 
the industrial buyer about the advantage of the dis- 
tributor’s service. 


MILL Suppties has always recognized the necessity 
of an offensive campaign by and in behalf of the indus- 
trial distributor. In our contact with official Washing- 
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ton during the past year and a half we have noted with 
alarm how little our system of distribution is understood 
by key men in the national defense setup. Because some- 
thing had to be done now, this publication has diverted 
practically all of its advertising promotion budget— 
which is normally used to sell manufacturers on the 
advertising advantages of the magazine—to carry the 
message for you to everyone in industry—to official 
Washington. 


This promotional campaign, started months ago, has 
consisted of full page advertisements in leading maga- 
zines serving various branches of industry. In addition, 
editorial material picturing the importance of the indus- 
trial distributor has been reprinted from the pages of 
MILL Supp ies and sent broadcast to government officials 
and agencies to give them all a clearer picture of your 
vital position in the present national emergency. 


We have spent our money freely for two good reasons: 
First, to guard the accepted form of distribution against 
any upset that might retard defense; and second, to 
present the true facts so as to protect the distributor’s 
position in the future. 


But obviously something more is required. Such a 
campaign as we are conducting needs the active interest 
and participation of everyone who has a stake in the 
field of industrial distribution. Follow-up is what 
makes advertising and sales promotion effective. Com- 
placency can defeat all the gains that the industrial dis- 
tributor has made and can defeat the advertising job 
that is now being carried in the interest of the industry 
by MILL SupPLies. 


This industry is holding its annual Convention in 
Chicago May 5 to 8. We feel confident that, there, the 
whole matter of solidarity of this industry and the neces- 
sity of advertising its advantages to industrial America 
will receive the attention it deserves. 


MAY, 1941 








